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‘ Assurance Company, Ltd. : 
ni Pioneer _ Production Factors in of London Rumor Arose From Study Here of 
Ai bee oy Risks in Life Administration and 
T¢ is ¢ ount sty: i 
nd ad 150 William Street, New York Selling 
nd inal 
COMPETITION NOW BRISKER ‘ ‘ A RY AFTER DAT 
“ A Corporation which has stood the test CAUAS WAS APE ATA 
n e . . 
at O. M. Doyle, Los Angeles, Now in of time! 147 years of successful business R. W. Sturgeon of Home Office in 
e . e . . . . 4 
ey Philadelphia Running Inde- operation. World-wide interests. Abso- Liverpool Called Upon Amer- 
- pendence Aircraft Division lute security. ican Insurance Men 
The Independence Companies of Phila- DEPENDABLE : stees Rumors current in American life in- 
) Excellent Service and Facilities 
lat delphia—Independence Fire and Inde- surance company offices that the big 
ell pendence Indemnity—and Barber & Royal Insurance Co. of Liverpool, which 
ry Baldwin, New hebees City, have parted INSURANCE is the leader in a powerful group of in- 
tic company. In brief, the Independence surance companies, is looking into’ the 
nal Companies have canceled their arrange- Indemnity Company subject of life insurance in America 
y's ments with Barber & Baldwin as under- with an idea of eventually deciding to 
by writing managers in this line, and the 150 William Street, New York write life insurance here, were run down 
ts Philadelphia companies will write air- by a representative of The Eastern Un- 
hat craft insurance on their own from now derwriter and the following facts were 
uld on. ees disclosed : 
03 This step is significant from numerous The Royal Insurance Co. has had a 
bie angles. The Barber & Baldwin office representative in the United States 
ion was the first production office to engage studying American life insurance meth- 
in the writing of aviation insurance. Ho- ods. The information picked up is 
- ratio Barber was one of the early avia- A LETTER FROM merely to acquaint the Royal organiza- 
er tors and airplane owners and his knowl- tion with how life insurance is adminis- 
will edge of the European field probably ex- tered and how it is sold in the United 
get ceeds that of any other American in- PRESIDENT PAUL e CLARK States and Canada. Until recently life 
fig surance man. The tie-up of Barber & a insurance salesmanship in Great Britain 
— Baldwin with the Independence gave the was largely stereotyped, some of it sold 
. business of American aviation insurance across the counter and the people re- 
cer: good et Other ee started sented being solicited by “crash the 
en writing; then quit for a time; and final- . an agit: octet y ‘i : 
cia ly there came a renascence of company The National Association of gate salesmen. he Canadian compa 
wis writing. At the present time there are Life Underwriters nies have introduced into Great Britain 
lo several aggressive er 11 West 42nd Street, a number of American and Canadian 
art Spirited Competition New York. sales methods. The Metropolitan Life 
pes The split between Barber & Baldwin July 16, 1929. in its group division has done some ex- 
“a and the Independence has already wn, Mr. Hugh D. Hart, Vice-President, tensive advertising of life insurance in 
a rs age ws ny aig oe = The Penn Mutual Life Insurance Company, the big London papers and sometimes 
cla Situation at the present time is teeming , F e aes 
the with human interest. Philadelphia, Pennsylvania. elsewhere. From now on it is believed 
ae The Independence Companies are go- Dear Mr. Hart:— . that more American methods will find 
ing right to the mat with aviation in- The advertisements of your Company in the last several numbers of their way into the sale of British fife 
tab surance and have appointed as head of various Insurance Journals are certainly a wonderful piece of cooperative : Miers: 
inc! their aviation underwriting division O. work on the part of a great company. And the three-page “News Letter insurance. 
20) M. Doyle, who has been made second story of the Census-Taking among your General Agencies, to find out how Write All Kinds of Insurance Abroad 
ge vice-president at the home office. He many of your representatives, and who among them, are executives or com- The British companies write all kinds 
e it came to Philadelphia from Los Angeles mittee members of the Associations, is a crowning service to the National of insurance, including life insurance, in 
th: where he had charge of the aviation un- Association. many parts of the world, but do not do 
a dirwriting activities of the Behrendt- My main purpose in dropping you this note is to most heartily thank you a direct life insurance business here. 
wrt Levy Co., general agents of the Inde- for so splendidly supporting the National and Local Associations. I wish Two of the biggest of these companies— 
Sn pindence Companies. Behrendt-Levy that every Company in the country would follow your fine example, for it the Prudential of London and the 
C. are large writers of aircraft insur- would mean a lot to the association movement. Pearl—are entered in this country, but 
Ra ace. Doyle has for some time been a Very truly yours, they are doing only a reinsurance busi- 
“i la-ge personal producer of aircraft in- PAUL F. CLARK ness here. The Pearl interests are man- 
oa surance. : ay aged by the London & Lancashire’s 
The New Association President. American head office in Hartford; and 
1 \s another direct tie-up some twenty the Prudential a —— anion ge a 
an eneral agents of the Independence tie-up — wit 3 ~ oe & hag 9 
ot Companies at strategic points — don ig renely incr o papel 
ine ovt the country have, as has been printed, ° most industrial insurance ngland ; 
Pe joned in an organization known as the The Penn Mutual Life Insurance Company and the Pearl is second. 
ide Aviation Assurance Agents of America. P a The Royal Insurance Co. does not in- 
Rog As riousl d by The Eastern Un- Philadelphia tend to write life insurance in the 
Tll ee eee ae United States. The investigation here 
: d¢rwriter, this organization will have as Independence Square Founded 1847 nited Sta " | k W vr gato 7. 
fiel its purpose to combine experience on was conducted by R. 4 ne - 
Cas ti:ks, to study the mutual problems of is an actuary of the — us head- 
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Outstanding! 


—Ernest H. Earley. 


U neanny! 


—Ernest H. Earley. 


Speed-Snap! 


—Ernest H. Earley. 
July 3, 1929. 


The Keane-Patterson Agency, 
225 West 34th Street, 
New York City. 


Gentlemen: 


I want to say right now that I had won- 
dered for some time about your slogan, 
“Organized Service,” but I am going on 
record now as being in a position here 
and now to say that this is the most out- 
standing service that I ever received. As 
a matter of fact it almost seems uncanny 
the speed with which your office does busi- 
ness. 

Anyway, my hat is off to your agency 
for the speed and snap you display. 

Yours sincerely, 
(signed) Ernest H. Earley. 


—Organized Service— 


THE KEANE - PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 


LEYENDECKER BRANCH BRONX DIVISION 
225 Broadway 566 Courtlandt Avenue 


Telephone: Barclay 3670 Telephone: Melrose 2225 
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Conway Resents Mutual 
Benefit’s “Argument” 


ON ITS’ DISABILITY POLICIES 








New York Superintendent Corrects 
Idea of Unconditional Approval of 
Its Disability Provisions 





The Mutual Benefit Life recently sent 
o each of the state insurance officials 
. printed “argument” in support of its 
eparate disability policies, and taking 
‘xception to parts of the report of the 


oint committee of actuaries particularly 
vecause this report made the definition 

f total disability exclusive which would 
iot permit the issuance of the Mutual 
3enefit policies if the committee report 
m standard disability provisions was 
dopted by the states. Superintendent 
f Insurance Albert Conway has sent a 
etter to President John R. Hardin of 
he Mutual Benefit in which he takes 
xception tg certain statements in the 
ompany’s argument. Superintendent 
Conway’s letter follows: 

“Referring further to your letter of 
lay 29, you have, no doubt, been in- 
ormed that the National Convention of 
nsurance Commissioners will give con- 
sideration to the joint report of the two 
special committees, containing proposed 
standard provisions for total and perma- 
nent disability benefits in connection 
vith life policies, at their meeting in 
Toronto about the middle of September. 

“I recognize the fundamental impor- 
tance of the questions involved and, of 
course, propose to consider these ques- 
tions on the basis of their merits only. 

“Before reaching any final decision in 
this matter, I propose to consider care- 
fully all phases of the questions involved. 
However, after a preliminary examina- 
tion of the printed “Argument” of your 
company in support of its supplementary 
disability policies, there is one point that 
I feel it necessary to call to your atten- 
tion at this time. 

“Your pamphlet contains the following 
statement: ‘Approval was given after 
submission of forms of policies and, with 
one exception, was unconditional.’ 

“Also: ‘It has been suggested that 
such approval might have been given 
with the understanding that the forms 
would have to be modified if necessary 
to conform to such standard provisions 
as might be adopted. The fact is, that 
only one department, viz., Illinois, ac- 
companied its approval with any such 
condition,’ 

“Such statements are misleading, to 
say the least, in so far as this depart- 
ment is concerned. When Vice-Presi- 
dent Rhodes of your company called at 
the Albany office of this department on 
February 6, last, it was suggested to him 
that his company should wait until the 
joint committees made their reports in 
licht of the fact that your supplement- 
ary contracts would have to be modified 
0: discontinued if the reports of the spe- 
cial committees should be finally adopted 
aid promulgated as a ruling by this de- 
pirtment. Mr. Rhodes at that time ex- 
pressed a desire to have the supplement- 
ary contracts then approved but ex- 
pressed no objection to such modifica- 
tion or discontinuance in the event that 
the reports of the special committee were 
fi ally adopted and promulgated. 

‘In formally approving the supple- 
m-ntary contracts of your company, I 
d { not attach a formal condition re- 
fering to the reports of the special 
committees. I considered then, as I do 
hw, that such a formal condition was 
ei tirely unnecessary. Even if it had 
ben the practice of the department to 
at-ach formal conditions to approval of 
Pi licy forms in such cases, it was un- 
ni cessary in this case inasmuch as this 
Pent was specifically outlined to Vice- 
P esident Rhodes. 

‘Whenever occasion has required, it 
his been the practice of this depart- 
mnt to withdraw approval previously 
g1 en to policy forms. I do not con- 


Confer on Officials Meeting at Toronto 


R. Leighton Foster, Insurance Superintendent for 


Toronto, Visitor Here in Connection With Coming 
Convention of Canadian Insurance Superintend- 
ents and National Convention of Insurance 
Commissioners; International Character of 
Insurance Recognized by Joint Session 
of Supervisory Officials 





R. Leighton Foster and Col. Howard P. Dunham 


R. Leighton Foster, insurance superin- 
tendent for the Province of Toronto, 
and one of the most popular of all the 
insurance supervising officials, was in 
New York and Hartford last week, call- 
ing upon departmental officials in con- 
nection with the forthcoming annual 
meetings of the National Convention of 
Insurance Commissioners and the Asso- 
ciation of Superintendents of Insurance 
of the Province of Canada, which will 
be held at the new Royal York Hotel, 
Toronto, from September 13 to 20. 

The Canadian Superintendents of In- 
surance will hold their business sessions 
from September 13 to 16, concluding 
their meeting before the opening ses- 
sion of the National Convention of In- 
surance Commissioners. Because of the 
international character of the insurance 
business and the problems common to 
insurance supervision in the United 
States and Canada, the opening session 


on the first, morning, which will be 
Tuesday, will be a joint gathering of 
both organizations. 

The chairman of the joint session will 
be Howard P. Dunham, Connecticut, 
president of the National Convention of 
Insurance Commissioners. The  vice- 
chairman of this meeting will be Ar- 
thur E. Fisher, president of the Asso- 
ciation of Superintendents of Canada. 

Addresses will be delivered by G. 
Howard Ferguson, prime minister of On- 
tario; W. H. Price, attorney general and 
minister in charge of the Ontario Insur- 
ance Department; Samuel McBride, 
mayor of the city of Toronto; Clarence 
Wysong, Indiana, first vice-president of 
the National Convention, and H. G. 
Garrett, vice-president of the Canadian 
association. There will also be presi- 
dential addresses by Mr. Dunham and 
Mr. Fisher as heads of the respective 
organizations. 








PASSES MILLION MARK 

. P. Graham, Jr., general agent, 
Aetna Life in New York City, passed 
the million mark in production in his 
new agency at 165 Broadway last week. 
Mr. Graham has been in charge of this 
office for only a few months, having for- 
merly been general agent of the com- 
pany in Brooklyn. 





CHAUTAUQUA IN ERIE AGENCY 


Chautauqua county, New York, for- 
merly included in the Buffalo agency of 
the Connecticut Mutual, has been trans- 
ferred to the Erie agency. 








sider that the Mutual Benefit has any 
more of a vested right to have approval 
of its supplementary disability contracts 
continued than has some other company 
to have approval of its contracts with 
the 90 day clause continued. 

“I hardly think you will desire to 
adopt the position of arguing that policy 
forms submitted and approved months 
after the special committees were ap- 
pointed, particularly policy forms sub- 
mitted after the preliminary reports of 
the committees had been drafted, 
should bar a fair and impartial consid- 
eration of the recommendations of the 
special committees.” 


GO WITH MEDICAL ASSOCIATES 


Spokane, Wash., Organization Selling 
Stock in Western States; Now 
Entering Montana 
Francis F. McGinnis, formerly presi- 
dent of the Agricultural Life of Bay 
City, Mich., and Walter F. Baker, vice- 
president of the Yellowstone National 
Life of Wyoming, have joined the Amer- 
ican Medical Life Associates, Inc., of 
Spokane. Mr. McGinnis will be agency 
organizer and Mr. Baker assistant- vice- 

president. 

The American Medical Life Associates 
is selling stock in several of the western 
states and plans to interest 100 leading 
physicians of Montana in the purchase 
of 10,000 shares of stock. Among the 
plans are free medical examinations for 
policyholders and simplified policies. In 
Washington $200,000 of stock has been 
sold. Dr. Charles D. Mowery of Spo- 
kane is president. 








CELEBRATE 20TH ANNIVERSARY 
Thomas J. Boblick, agent attached to 
the Sunbury, Pa., district, and Agent 
Albert Kleist of the Chicago District 
No. 10, of The Prudential, are celebrat- 
ing their twentieth anniversary of con- 
tinuous service with the company. 


Hardin Answers Conway 
On Company’s Policies 


IN ACCORD WITH DEPARTMENT 





Mutual Benefit President Tells Superin- 
tendent He, Recognizes Right to 
Revoke Approval of Forms 





President John R. Hardin of the Mu- 
tual Benefit Life has written to Super- 
intendent Albert Conway in reply to the 
latter’s recent letter concerning the com- 
pany’s printed argument in defense of 
its disability policies, in which he dis- 
avows any intention on the part of the 
company to convey the impression in 
the language of the argument that the 
New York Insurance Department had 
approved the companv’s separate disabil- 
ity policies irrevocably because they had 
been approved by the superintendent un- 
conditionally. President Hardin dis- 
cusses the whole ground of Superintend- 
ent Conway’s letter and points out that 
Vice-President E. E. Rhodes’ recollec- 
tion of the circumstances of the approval 
of the contracts is in substantial accord 


with that of Superintendent Conway. 
The letter sent by President Hardin 
follows: 


President Hardin’s Letter 

Your letter of the 10th instant was received 
by me on the 18th. 

I am regretfully concerned that you should 
feel that any language used in our “Argument” 
can be justly regarded by you as misleading. 
Certainly we had no such intention and it never 
occurred to us that any one would be misled 
by the expressions quoted in your letter. 

Mr. Rhodes left our forms, as first prepared, 
with your Department on February Ist. At that 
time it was not known what the reports of the 
Joint Committee would be. If I am correctly 
informed, the Committees had not at the time 
reached an agreement upon their recommenda- 
tions, and did not, in fact, agree until some 
weeks later, their first report being dated March 
27th, and the final report, after a hearing in 
New York City on April 8th, followed under 
date of April 231d, although not actually made 
public until nearly a month later. 

Mr. Rhodes’ recollection is that Mr. Hipp 
suggested on February 6th, the date named in 
your letter, that he was hopeful that the Com- 
mittee would reach an agreement, and if so, the 
forms submitted might have to be modified or 
discontinued. Mr. Hipp therefore thought ac- 
tion on the forms should be delayed until after 
the Committees had reported. You disagreed 
and gave the forms your immediate personal 
consideration, suggesting several modifications, 
which were discussed, and the forms, as finally 
made satisfactory to you, were filed on Febru- 
ary 15th. Mr. Rhodes at no time entertained 
the impression that your approval was to be 
regarded as irrevocable, because unconditional, 
or that you were precluded from subsequent 
withdrawal or modification, if thought necessary 
by you, because of the reports of the Joint 
Committees, or indeed for any other reason. 
His view was that in the event of such with- 
drawal or modification, this Company would be 
in exactly the same position as if the forms 
had never received approval. 

Finds They Are In Accord 

There is therefore substantial accord of recol- 
lection between Mr. Rhodes and yourself as to 
the circumstances surrounding the presentation 
to and approval by you of our Supplementary 
Disability Policy forms. 

May I direct your attention to the opening 
paragraph of our Argument:—“The Mutual 
Benefit Life Insurance Company presents this 
argument in support of its right to continue the 
issue of Supplementary Disability policies pur- 
suant to a plan now in actual operation with 
the approval where required of all states ex- 
cept two. In Massachusetts enabling legislation 
was procured by the Commissioner, but such 
legislation is not effective until July 15th, 1929. 
In Indiana the matter of approval is still pend- 
ing. Approval was given after submission of 
forms of policies, and with one exception, was 
unconditional.” 

This clearly discloses that the purpose of the 
argument was in support of a right to continue 
the issue of policies under a plan in actual 
operation. The statement as to the action of 
the Commissioners was literally true, and was 
made in connection with the reason for pre- 
senting the Argument to make clear, as it did 
make clear, that our disability business was 
begun and conducted pursuant to the authority, 
where required, of supervising officials. 

At the conclusion of the opening statement 
of the Argument, we refer to the obvoius detri- 
mental consequence to our company of the 
interruption of the business thus lawfully begun 
and conducted, adding as the final semence of 
the introduction:—“Such interruption is threat- 
ened by the exclusive definition of disability 
proposed by the Joint Committee.” 

This statement is also literally true. The 
Joint Committee’s Report, as finally published, 
did not disguise the significance of its recom- 
mendations in respect to our disability progress, 
and prompted us to submit our argument to the 
Commissioners. 


Company’s Position Under the Law 

In the body of our Argument we give the 
details of departmental action. In the course 
of so doing, we use the language secondly 
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Outstanding! 


—Ernest H. Earley. 





U neanny! 


—Ernest H. Earley. 


Speed-Snap! 


—Ernest H. Earley. 










225 WEST THIRTY-FOURTH STREET, NEW YORK CITY 





LEYENDECKER BRANCH 
225 Broadway 
Telephone: Barclay 3670 


—Organized Service— 


THE KEANE - PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 





July 3, 1929. 


The Keane-Patterson Agency, | 
225 West 34th Street, 
New York City. | 


Gentlemen: | 
I want to say right now that I had won- 
dered for some time about your slogan, 
“Organized Service,” but I am going on 
record now as being in a position here 
and now to say that this is the most out- 
standing service that I ever received. As 
a matter of fact it almost seems uncanny 
the speed with which your office does busi- 
ness. 
Anyway, my hat is off to your agency 
for the speed and snap you display. 
Yours sincerely, 
(signed) Ernest H. Earley. 


Telephone Chickering 2384 


BRONX DIVISION 
566 Courtlandt Avenue 
Telephone: Melrose 2225 
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Conway Resents Mutual 
Renefit’s “Argument” 


{TS DISABILITY POLICIES 





ON 





New York Superintendent Corrects 
Idea of Unconditional Approval of 
Its Disability Provisions 





The Mutual Benefit Life recently sent 
to each of the state insurance officials 
a printed “argument” in support of its 
separate disability policies, and taking 
exception to parts of the report of the 


joint committee of actuaries particularly 
because this report made the definition 
of total disability exclusive which would 
not permit the issuance of the Mutual 
Benefit policies if the committee report 
on standard disability provisions was 
adopted by the states. Superintendent 
of Insurance Albert Conway has sent a 
letter to President John R. Hardin of 
the Mutual Benefit in which he takes 
exception tg certain statements in the 
company’s argument. Superintendent 
Conway’s letter follows: 

“Referring further to your letter of 
May 29, you have, no doubt, been in- 
formed that the National Convention of 
Insurance Commissioners will give con- 
sideration to the joint report of the two 
special committees, containing proposed 
standard provisions for total and perma- 
nent disability benefits in connection 
with life policies, at their meeting in 
Toronto about the middle of September. 

“I recognize the fundamental impor- 
tance of the questions involved and, of 
course, propose to consider these ques- 
tions on the basis of their merits only. 

“Before reaching any final decision in 
this matter, I propose to consider care- 
fully all phases of the questions involved. 
However, after a preliminary examina- 
tion of the printed “Argument” of your 
company in support of its supplementary 
disability policies, there is one point that 
I feel it necessary to call to your atten- 
tion at this time. 

“Your pamphlet contains the following 
statement: ‘Approval was given after 
submission of forms of policies and, with 
one exception, was unconditional.’ 

“Also: ‘It has been suggested that 
such approval might have been given 
with the understanding that the forms 
would have to be modified if necessary 
to conform to such standard provisions 
as might be adopted. The fact is, that 
only one department, viz., Illinois, ac- 
companied its approval with any such 
condition.’ 

“Such statements are misleading, to 
say the least, in so far as this depart- 
Ment is concerned. When Vice-Presi- 
dent Rhodes of your company called at 
the Alba:.y office of this department on 
February 5, last, it was suggested to him 
that his company should wait until the 
joint cor:mittees made their reports in 
light of the fact that your supplement- 
ary contracts would have to be modified 
or discon‘inued if the reports of the spe- 
cal commttees should be finally adopted 
and prom:slgated as a ruling by this de- 
Partment. Mr. Rhodes at that time ex- 
Pressed a lesire to have the supplement- 
ary contracts then approved but ex- 
Pressed 9 objection to such modifica- 
tion or discontinuance in the event that 
the reports of the special committee were 

nally adopted and promulgated. 

stag Orally approving the supple- 

. y contracts of your company, I 
fer Rot aitach a formal condition re- 
piri to the reports of the special 
spa 8. I considered then, as I do 
pei that such a formal condition was 

rely «nnecessary. Even if it had 
polars practice of the department to 
police formal conditions to approval of 
siting orms in such cases, it was un- 
point ary in this case inasmuch as this 
©, Was specifically outlined to Vice- 
resident Rhodes. 
ra pvever occasion has required, it 
siagi = the practice of this depart- 
ea withdraw approval previously 
N to policy forms. I do not con- 





Confer on Officials Meeting at Toronto 


R. Leighton Foster, Insurance Superintendent for 
Toronto, Visitor Here in Connection With Coming 
Convention of Canadian Insurance Superintend- 
ents and National Convention of Insurance 
Commissioners; International Character of 
Insurance Recognized by Joint Session 
of Supervisory Officials 





R. Leighton Foster and Col. Howard P. Dunham 


R. Leighton Foster, insurance superin- 
tendent for the Province of Toronto, 
and one of the most popular of all the 
insurance supervising officials, was in 
New York and Hartford last week, call- 
ing upon departmental officials in con- 
nection with the forthcoming annual 
meetings of the National Convention of 
Insurance Commissioners and the Asso- 
ciation of Superintendents of Insurance 
of the Province of Canada, which will 
be held at the new Royal York Hotel, 
Toronto, from September 13 to 20. 

The Canadian Superintendents of In- 
surance will hold their business sessions 
from September 13 to 16, concluding 
their meeting before the opening ses- 
sion of the National Convention of In- 
surance Commissioners. Because of the 
international character of the insurance 
business and the problems common to 
insurance supervision in the United 
States and Canada, the opening session 


on the first, morning, which will be 
Tuesday, will be a joint gathering of 
both organizations. 

The chairman of the joint session will 
be Howard P. Dunham, Connecticut, 
president of the National Convention of 
Insurance Commissioners. The  vice- 
chairman of this meeting will be Ar- 
thur E. Fisher, president of the Asso- 
ciation of Superintendents of Canada. 

Addresses will be delivered by G. 
Howard Ferguson, prime minister of On- 
tario; W. H. Price, attorney general and 
minister in charge of the Ontario Insur- 
ance Department; Samuel McBride, 
mayor of the city of Toronto; Clarence 
Wysong, Indiana, first vice-president of 
the National Convention, and H. G. 
Garrett, vice-president of the Canadian 
association. There will also be presi- 
dential addresses by Mr. Dunham and 
Mr. Fisher as heads of the respective 
organizations. 





PASSES MILLION MARK 


J. P. Graham, Jr. general-. agent, 
Aetna Life in New York City, passed 
the million mark in production in his 
new agency at 165 Broadway last week. 
Mr. Graham has been in charge of this 
office for only a few months, having for- 
merly been general agent of the com- 
pany in Brooklyn. 





CHAUTAUQUA IN ERIE AGENCY 


Chautauqua county, New York, for- 
merly included in the Buffalo agency of 
the Connecticut Mutual, has been trans- 
ferred to the Erie agency. 








sider that the Mutual Benefit has any 
more of a vested right to have approval 
of its supplementary disability contracts 
continued than has some other company 
to have approval of its contracts with 
the 90 day clause continued. 

“I hardly think you will desire to 
adopt the position of arguing that policy 
forms submitted and approved months 
after the special committees were ap- 
pointed, particularly policy forms sub- 
mitted after the preliminary reports of 
the committees had been drafted, 
.should bar a fair and impartial consid- 
eration of the recommendations of the 
special committees.” 


GO WITH MEDICAL ASSOCIATES 





Spokane, Wash., Organization Selling 
Stock in Western States; Now 
Entering Montana 


Francis F. McGinnis, formerly presi- 
dent of the Agricultural Life of Bay 
City, Mich., and Walter F. Baker, vice- 
president of the Yellowstone National 
Life of Wyoming, have joined the Amer- 
ican Medical -Life Associates, Inc., of 
Spokane. Mr. McGinnis will be agency 
organizer and Mr. Baker assistant- vice- 
president. 

The American Medical Life Associates 
is selling stock in several of the western 
states and plans to interest 100 leading 
physicians of Montana in the purchase 
of 10,000: shares of stock. Among the 
plans are free medical examinations for 
policyholders and simplified policies. In 
Washington $200,000 of stock has been 
sold. Dr. Charles D. Mowery of Spo- 
kane is president. 





CELEBRATE 20TH ANNIVERSARY 
Thomas J. Boblick, agent attached to 
the Sunbury, Pa., district, and Agent 
Albert Kleist of the Chicago District 
No. 10, of The Prudential, are celebrat- 
ing their twentieth anniversary of con- 
tinuous service with the company. 


Hardin Answers Conway 
On Company’s Policies 


IN ACCORD WITH DEPARTMENT 





Mutual Benefit President Tells Superin- 
tendent He Recognizes Right to 
Revoke Approval of Forms 





President John R. Hardin of the Mu- 
tual Benefit Life has written to Super- 
intendent Albert Conway in reply to the 
latter’s recent letter concerning the com- 
pany’s printed argument in defense of 
its disability policies, in which he dis- 
avows any intention on the part of the 
company to convey the impression in 
the language of the argument that the 
New York Insurance Department had 
approved the companv’s separate disabil- 
ity policies irrevocably because they had 
been approved by the superintendent un- 
conditionally. President Hardin dis- 
cusses the whole ground of Superintend- 
ent Conway’s letter and points out that 
Vice-President E. E. Rhodes’ recollec- 
tion of the circumstances of the approval 
of the contracts is in substantial accord 
with that of Superintendent Conway. 
The letter sent by President Hardin 
follows: 


President Hardin’s Letter 

Your letter of the 10th instant was received 
by me on the 18th. 

I am regretfully concerned that you should 
feel that any language used in our “Argument” 
can be justly regarded by you as misleading. 
Certainly we had no such intention and it never 
occurred to us that any one would be misled 
by the expressions quoted in your letter. 

Mr. Rhodes left our forms, as first prepared, 
with your Department on February Ist. At that 
time it was not known what the reports of the 
Joint Committee would be. If I am correctly 
informed, the Committees had not at the time 
reached an agreement upon their recommenda- 
tions, and did not, in fact, agree until some 
weeks later, their first report being dated March 
27th, and the final, report, after a hearing in 
New York City on April 8th, followed under 
date of April 23rd, although not actually made 
‘public until nearly a month later. 

Mr. Rhodes’ recollection is that Mr. Hipp 
suggested on February 6th, the date named in 
your letter, that he was hopeful that the Com- 
mittee would reach an agreement, and if so, the 
forms submitted might have to be modified or 
discontinued. Mr. Hipp therefore thought ac- 
tion on the forms should be delayed until after 
the Committees had reported. You disagreed 
and gave the forms your immediate personal 
consideration, suggesting several modifications, 
which were discussed, and the forms, as finally 
made satisfactory to you, were filed on Febru- 
ary 15th. Mr. Rhodes at no time entertained 
the impression that your approval was to be 
regarded as irrevocable, because unconditional, 
or that you were precluded from subsequent 
withdrawal or modification, if thought necessary 
by you, because of the reports of the Joint 
Committees, or indeed for any other reason. 
His view was that in the event of such with- 
drawal or modification, this Company would be 
in exactly the same position as if the forms 
had never received approval. 

Finds They Are In Accord 

There is therefore substantial accord of recol- 
lection between Mr. Rhodes and yourself as to 
the circumstances surrounding the presentation 
to and approval by you of our Supplementary 
Disability Policy forms. 

May I direct your attention to the opening 
paragraph of our Argument:—“The Mutual 
Benefit Life Insurance Company presents this 
argument in support of its right to continue the 
issue of Supplementary Disability policies pur- 
suant to a plan now in actual operation with 
the approval where required of all states ex- 
cept two. In Massachusetts enabling legislation 
was procured by the Commissioner, but such 
legislation is not effective until July 15th, 1929. 
In Indiana the matter of approval is still pend- 
ing. Approval was given after submission of 
forms of policies, and with one exception, was 
unconditional.” 

This clearly discloses that the purpose of the 
argument was in support of a right to continue 
the issue of policies under a plan in actual 
operation. The statement as to the action of 
the Commissioners was literally true, and was 
made in connection with the reason fgr pre- 
senting the Argument to make clear, as it did 
make clear, that our disability business was 
begun and conducted pursuant to the authority, 
where required, of supervising officials. 

At the conclusion of the opening statement 
of the Argument, we refer to the obvoius detri- 
mental consequence to our company of the 
interruption of the business thus lawfully begun 
and conducted, adding as the final semence o 
the ,introduction:—“Such interruption is threat- 
ened by the exclusive definition of disability 
proposed by the Joint Committee.” 

This statement is also literally true. The 
Joint Committee’s Report, as finally published, 
did not disguise the significance of its recom- 
mendations in respect to our disability progress, 
and prompted us to submit our argument to the 
Commissioners. 

Company’s Position Under the Law 

In the body of our Argument we give the 
details of departmental action. In the course 
of so doing, we use the language secondly 
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quoted in your letter. We regarded Point 11 
of our Argument (which is an amplification of 
our earlier general statement) as of great sig- 
nificance and, with all respect, still so regard 
it. In our opinion the approval of our policy 
forms by supervising officials constitutes an im- 
partial judgment that they are unobjectionable 
in theory and not prejudicial to the insuring 
public. We did not suggest or intend to inti- 
mate that the approval of any Commissioner was 
irrevocable, or conferred any vested right. If 
we had thought that such approval could not be 
revoked, we would not have prepared the Argu- 
ment. Its presentation contradicts a presump- 
tion of finality. ‘ 

As we interpret the law of your state in re- 
spect to Supplementary policies, you have a 
very free hand under the provisions of subdivi- 
sion (k) (2) of Section 107 of the New York 
Insurance Law. We find no statutory provi- 
sions defining the contents of such policies. 
The only requirement is that their provisions 
shall conform to “such reasonable rules and 
regulations” as you shall make. If, having ap- 
proved a policy form, you shall afterwards with- 
draw your approval, we do not see that an 
affected company has any recourse unless it can 
satisfy you (or the courts of your state) that 
the rules and regulations upon which the with- 
drawal is based are unreasonable. 

Specifically, the withdrawal of your approval 
of our disability policy forms, if based upon 
reasonable grounds, might leave us without re- 
course. The withdrawal, however, would not 
affect the fact on which we relied in our Argu- 
ment. When approved these forms were deemed 
to be proper for a life insurance company to 
use in your state. Subsequent withdrawal would 
not cancel that endorsement of their then va- 
lidity. : 

I agree with you that no condition was essen- 
tial to the preservation of the right of subse- 
quent exercise of your powers of revocation. 
I cannot see, however, that your powers of 
revocation could have made your approval con- 
ditional or that any reference to their possible 
exercise could have made the approval given 
conditional for the purposes of our argument. 
I agree also that the Mutual Benefit is, as to 
the approval of its disability policy forms, not 
differently circumstanced than any other com- 
pany under your jurisdiction. 

I am hopeful that this further discussion of 
our views in respect to’the approval of our 
disability policies will satisfy you that we have 
not made an unfair use of such approval in our 
argument. I have not the slightest doubt that 
all questions involved will be considered by you 
on the basis of their merits only. 

Representatives of the press, having been 
given copies of your letter, have requested copies 
of our reply, with which request we have com- 
plied, assuming that under the circumstances you 
would have no objection. 





McNAMARA AGENCY DiNNER 





More Than a Hundred at Hudson River 
Resort Affair; July Objective 
Of $3,000,000 

The John C. McNamara Organization, 
No. 17 John street, New York, represent- 
ing the Guardian Life, gave a dinner to 
the entire agency staff last Friday night 
at Mikado Inn, Harmon-on-Hudson, N. 
Y., where more than 100 celebrated the 
writing of $2,000,000 of business by the 
close of that day for the current month. 
The agency had as its objective for July 
something over $3,000,000 to exceed the 
agency’s record for July, 1928. At the 
time this was written there was every 
indication that this mark would be at- 
tained. The dinner was held in an unique 
setting for the agency affair and perfect 
for a summer evening with its natural 
surroundings of woods, deep gorge and 
cool water effects. 

Walter E. Knowlton, popular member 
of the agency, was toastmaster and ac- 
quitted himself in his usual witty form 
in presenting the speakers and enter- 
tainers. Dr. Charles B. Piper, medical 
director of the Guardian Life, spoke in 
tribute to John C. McNamara and the 
organization and Mr. McNamara also 
spoke briefly at the close. Among those 
present from the home office in addi- 
tion to Dr. Piper were James E. Lock- 
wood, assistant superintendent of agen- 
cies, and William Morris, associate ac- 
tuary. 

Among the entertainers from among 
the agency talent were: J. Raymond 
Evans, John J. Palmer and Alexander 
B. Siegel, who sang; and Raymond J. 
Conklin, who did a monologue. Ray Bar- 
buti, member of the agency, who was 
the only American Olympic champion 
last year, told of his experiences in the 
Olympic events. 


JOHN BLUM IN POLAND 
John Blum of the Newark Division, 
Sun Life of Canada, is in Poland where 
he expects to remain for about two 
months. He is one of the leading pro- 
ducers of the Newark Division. 














Exceptional Opportunity 
In California 





business history. 








Progressive agency in San Francisco of large eastern mutual 
company has fine opening as supervisor for ambitious young 
man of proven sales ability. Salary basis. Previous experience 
as supervisor not necessary, as will be given special three-weeks’ 
training course at Home Office. 
man who wants to move to California. Write in strict confidence 
to Box 1122, care of this paper, giving complete personal and 


A real opportunity for a real 








UPHOLDS COMMON-LAW WIFE 


A common-law wife is entitled to re- 
ceive life insurance held by her late hus- 
band, although she is not named as the 
beneficiary, it was held in U. S. district 
court at Jamestown, N. Y., last week. 
The U. S. Government refused to pay 
a $10,000 war risk policy claim to Mrs. 
Margaret Surhan of Lackawanna, a Buf- 
falo suburb, although it had been shown 
she lived as Surhan’s common-law wife 
for several years. A jury which heard 
the case held the relationship sufficient 


‘to warrant payment of the full claim. 





NORTHWEST’N MUTUAL TRUSTEE 

Hugh L. Rose of Louisville, Ky., has 
been elected a trustee of the North- 
western Mutual Life. Ross, who is the 
only man in the South on the board. is 
vice-president and cashier of the First 
National Bank and is affiliated with the 
Kentucky Title Trust Co. 


COMPLAIN OF FRATERNALS 


Attorney General Hamilton Ward of 
New York state was asked this week 
by James F. Rozan, Buffalo attorney, 
to conduct an inquiry into the affairs 
of three fraternal insurance companies, 
policyholders in which are largely for- 
eigners. Mr. Rozan charged these com- 
panies are not paying the full face of 
claims on death of members and that 
they are guilty of other improper prac- 
tices 





MUST PAY STATE TAX 

Attorney General J. W. Cammack has 
given a written opinion to the insur- 
ance department of Kentucky to the ef- 
fect that Michigan insurance companies 
operating in Kentucky must pay to the 
state a tax of 3% of the net premiums 
despite the fact that Kentucky compa- 
nies are taxed only 2%. 














L ow net cost 


Established 1906 


Assets over $17,000,000 








M odern policy contracts 

I nterest earnings high 

D ividends above ordinary 
Low management cost 

A mple field assistance 

N ever contested a death claim 
D isability, double indemnity 


M ortality exceptionally low 
U nderstands field problems 
T rusteeship held sacred 

U seful educational courses 
A nnual health service 


The Midland Mutual Life Insurance’ Co. 


COLUMBUS, OHIO 


In force over $105,000,000 

















Parkinson On National _ 
Association Program 


J. W. YATES TO BE HEARD ALS0 








National Association of Life Under. 
writers’ Convention Will Have Emma Ay 
H. Ditzler of N. Y. as Speaker 





The National Association of Life Un- 
derwriters has secured three additional 


speakers for the program of the conven- Pi 
tion to be held at Washington, Septem. a 
ber 25 to 27. Thomas I. Parkinson, in! 
president of the Equitable Life Assur. wi 
ance Society, will discuss “Conserving te 


the First While Creating the Second as 
Hundred Billion,” taking up the conser. ta 
vation note ‘of the convention theme. be 
John W. Yates, general agent for the oc 
Massachusetts Mutual Life at Detroit, | 
is on the program for a talk on “Sell. pc 
ing Efficiency Tempered with Human su 
Sympathy.” Another speaker secured is re 
Miss Emma H. Ditzler of the Frazer ab 
agency of the Connecticut Mutual Life, th 
New York, who is one of. the leading of 
women agents of the country. Her sub- su 
ject will be “Selling to Women in the ar 
Era of the Second Hundred Billion” re 


Mr. Parkinson is well known for his EY 
work in several fields outside of insur- m 
ance. He is a lawyer, graduate of the la 
University of Pennsylvania and left the ar 


practice of law in Philadelphia in 198 
to become counsel of the Municipal Re- 


search Bureau of New York. He or. er 
ganized the Legislative Drafting Re. 0 
search Department of Columbia Univer- fr 
sity Law School and in connection with st 
this research work drafted many insur- fl 


ance legislative bills. He was advisory in 
counsel to the Director of the War Risk ti 
Bureau after the World War having is 
served during the war on the staff of 


the Judge Advocate General. Mr. Par- F 
kinson was acting dean of Columbia Uni- IR o 
versity Law School for two years follow- re 
ing the appointment of Dean Stone to Si 


the United States Supreme Court. He 







was elected second vice-president of the h 
Equitable Society in 1910;. vice-chairman vi 
in 1927; and president when Judge Day 0! 
became chairman of the board. hi 
John W. Yates, now head of an agency 
which does $10,000,000 of new business a li 
year, started as a plow boy in the cotton it 
fields of Georgia at fifty cents a day. He h 





served in the war and then entered life 
insurance as an agent for the Penn Mu- 
tual in Seattle. Later he became man- 


























ager of the life department of W. A 
Alexander & Co., Chicago. 

Miss Ditzler has ranked among the 
leaders of her company ever since she 
entered the life insurance business about 
six years ago. For the past 233 weeks 
she has had continuous weekly produc- 
tion and for many of the ‘weeks she had 
one application a day. She has ability 
as a speaker and is in demand at agency 








meetings. 











James Rogers of 














When the Lincoln National 
Prices recently askod a pros 
Change pect what an automo 





bile salesmen wou 
do if he knew that within a week the 
price of his car would be advanced. “You, 
who keep a change of age file, {now Jus 
the day the price of an insurance policy 
for your clients will go up?” is the ques 
tion asked by the Lincoln Nat'onal 14 
talk to agents. 


Not To Write Life 


(Continued from Page ‘) 
quarters being in Liverpool. While here 
Mr. Sturgeon called upon a ! umber hs 
well-known life insurance pele. Ato 
had been in Canada when he ‘ cide 
extend his visit on this side of ‘ne wate 
by visiting the United States. % 

The companies in the Roya! a 
clude the Liverpool & London & Glo : 
the Star, the Newark Fire, th er 
& Mersey. the Globe Indemnit) and t 
Royal Indemnity, 
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Guggenheim Fund To 
Study Aviation Hazard 


SEEK FACTS FOR INSURANCE 





Appoints Captain R. A. Dunn As Con- 
sultant to Undertake Survey; Want 
Facts About Pilot Risk 





The Daniel Guggenheim Fund for the 
Promotion of Aeronautics is to undertake 
a thorough study of the subject of life 
insurance from the standpoint of aviation 
with special reference to insurance pro- 
tection for pilots which is looked upon 
as the chief difficulty due to the reluc- 
tance of companies to write this class 
because of the hazardous nature of the 
occupation. 

The Guggenheim organization has ap- 
pointed Captain Ray A. Dunn as con- 
sultant to undertake this study and the 
results when known will be made avail- 
able to the life insurance companies for 
their information. It is felt that the lack 
of exact information and statistics on the 
subject are one of the chief handicaps 
and this the Guggenheim Fund can cor- 
rect by a comprehensive investigation. 
The attempts of the life companies to 
meet the situation are hampered by a 
lack of exact knowledge of what the haz- 
ards are. 

To Look Into Rates on Pilots 

This is indicated in the wide differ- 
ences in practice among the companies 
on aviation risks. This practice varies 
from rejecting all applicants for new in- 
surance who indicate any intention of 
flying, to one company which has been 
insuring mail pilots quite freely for some 
time past and from all indications is sat- 
isfied to continue this class. 

One feature which the Guggenheim 
Fund will go into fully is the question 


| of rates on insurance for pilots. These 


rates are called prohibitive by those out- 
side of insurance and even among the 
companies that will consider pilots at a 
heavy premium above standard rates, 
vary widely in their charges due to lack 
of information as to the extent of the 
hazard involved. 

The Guggenheim Fund believes that 
life protection is an important element 
in the future development of aviation 
hence the interest of this organization. 


CONNECTICUT GENERAL PLANS 








Agency Convention at Hot Springs in 
September Sets Record for Number 
Of Agents to Qualify 
The Connecticut General Life will have 
at its agency convention to be held at 


| Homestead Hotel, Hot Springs, Va., Sep- 


tember 4 to 6, the largest number of 
agents to qualify in the company’s his- 
rach More than 360 of the field force 
ave qualified so far which is in excess 
of 100 more than qualified last year. 
The Pierce agency of Philadelphia will 
.¢ Tepresented by the largest delegation, 
Outding thirty-four personal producers. 
ther agencies or branch offices in which 


pe or more soliciting agents qualified 
Yorn personal production are New 


» twenty-seven; Springfield, Mass., 


rota Poston, fifteen; Wilkes-Barre, 

urteen; Cleveland, thirteen; Allen, 
Ussell and Allen of Hartford, eleven: 
ochester, el 


even, - 
Ree arte — the Gorton agen 
"poral for business meetings in 
will be iu agents’ problems 
- fermoons and evenings will be given 
pd Sn ormal exchange of experience 
my Fe recreation, It is expected that 
plod number will enter the golf and 

a ournaments and that all will make 
which Sy the recreational facilities for 
sable © Homestead has long been fa- 


EQUITABLE TELEPHONE GROUP 


‘ € Equitable Societ 
| y has placed a 
Stoup Policy on the 34,000 “nates of 


he final unit of the Bell Teleph 
System to adopt such “4 slat: a 





t i : 
Its ate Telephone & Telegraph Co. 


INSURANCE 
STOCK 
PURCHASES 


made at present low prices 
should soon return excel- 
lent profits. Increased 
earnings in both under- 
writing and investment 
departments are resulting 
in larger actual values back 
ot the stocks of good in 
surance companies, and 
these increasing values must 
eventually be reftected in 
higher prices for the securi- 
ties of insurance companies. 
At the present time when 
values are high and prices 
are low, our advice is to 


BUY 
INSURANCE 
STOCKS 


Perez F. Huff Co., Ine. 


Members Unlisted Securities Dealers’ Association 
Members of the Association of Bank Stock Dealers 


75 Maren Lang, New York 
Telephone Beekman 6480 





Missouri State Buys 
Control Of Southwestern 


52% OF STOCK AS INVESTMENT 





Dallas Company Comes Under Rogers 
Caldwell Group; To Remain Separate 
With Present Officers 





The Missouri State Life of St. Louis 
has purchased control of the Southwest- 
ern Life of Dallas as an investment, ac- 
cording to an announcement of Presi- 
dent Hillsman Taylor. Control of the 
Missouri State Life is owned by the 
Rogers Caldwell interests of Nashville 
and New York. 


The transaction -has already been ap- 
proved by the insurance commissioners 
or representatives of the insurance de- 
partments of Missouri, Texas, Illinois, 
Indiana, Iowa, Oklahoma and Arkansas, 
which met in St. Louis for that purpose. 

The Missouri State Life has acquired 
about 52% of the Southwestern Life 
stock, it is unlerstood, for approximately 
$7,500,000. On the basis of earnings for 
1928 the Texas company showed profits 
in excess-of 5% on the price paid by the 
Missouri State Life. 

The Southwestern Life started busi- 
ness in 1903 and has approximately $270,- 
000,000 of insurance in force and assets 
of about $30,000,000. It writes both or- 
dinary and group life on a non-partici- 
pating basis. 

President Taylor said that the South- 
western Life would be continued as a 
separate company and will not be merged 
with the Missouri State Life. The pres- 
ent officers will continue as heretofore 
and no changes in administration or de- 
partment heads: is anticipated. The 
Southwestern Life operates exclusively 
‘in Texas. It has $2,000,000 capital and 
$2,000,000 surplus and in January paid a 
stock dividend of $1,000,000 and 14% in 
cash. 





SPEEDY LIQUIDATION 





Effective Work by N. Y. Insurance De- 
partment in Case of Postal Employes’ 
Aid Association 
United States Postal employes who 
were members of the Postal Employes’ 
Mutual Aid Association, which upon its 
own request, was taken over by Albert 
Conway, State Superintendent of Insur- 
ance, for liquidation on Mav 3, 1929, will 
receive the benefits of quick liquidation 
work and low expenses of liquidation. 
Superintendent Conway announced that 
he had just signed a report which com- 
pleted the liquidation of the association 
as of July 9, 1929. If the report is con- 
firmed by the Supreme Court the debts 
will be paid 100% with interest within 
less than two months after liquidation 
and the surplus assets will be pro rated 
and returned to the members who were 
in good standing within less than three 
months. Such fast liquidation compares 
favorably with the speed of the postal 
service, and the members of the postal 
service will receive in this case what 
they give. Superintendent Conway shows 
that the assets amount to $64,814.34 and 
the debts allowed amount to $3,054.63. 
After the debts are paid, the surplus as- 
sets will be returned pro rata to the 467 
members, computed on the respective 
amounts paid in by the members which 
in the aggregate amount to $254,602.65. 





BRITISH SYSTEM UNADAPTABLE 


The British system of taxing life in- 
surance companies could not be adapt- 
ed to the United States without a com- 
plete rearrangement of the American 
system of taxing general corporations, it 
was stated in a report on the British 
procedure in the matter of life insurance 
companies made to the joint committee 
on Internal Revenue Taxation in con- 
nection with a study made by the com- 
mittee on taxation of similar companies 
in the United States. 
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INTERESTING FACTS ABOUT THE PHOENIX MUTUAL 





Here ave 


SEVEN REASONS 


why at least a portion of your sur- 
plus line business should be placed 
with the Phoenix Mutual Life In- 
surance Company of Hartford, 
Conn. To you, it will mean satis- 
factory compensation. To your 
clients, it will mean good service. 
These are the facts: 


| LisERAL Commissions: Having recent- 
. ly announced increased commissions 
on policies of $10,000 or more, the Phoenix 
Mutual is now in a position to offer 
similar high commissions for surplus line 
business. 


Liserat Renewats: You will have the 

. choice of two methods of receiving 

your renewal income. Under one, it is 

possible to earn as many as fourteen re- 

newals. The other plan is equally attrac- 

tive and pays a higher income for a shorter 
period of time. 


Cuoice oF Prans: Since the Company 

. issues policies on the 3% reserve basis 

as well as 3 14%, youhave the advantage of 

being able to offer a high-dividend policy 

with all its selling features of high cash 

values and rapid dividend acceleration or 

of offering a policy with a low guaranteed 
premium when initial low cost is desired. 


Service: In addition to many other 

. attractive services, you can also offer 

your clients the convenience of paying 
their premiums monthly. 


5 Liserat Potictss: The policies of the 
. Phoenix Mutual are everywhere ac- 
knowledged to be liberal. Dividends are 
paid unconditionally at the end of the 
first year. Contracts are issued with or 
without Disability or Double Indemnity 





features and the range of forms extends 
from Term policies, renewable to age 60, 
to Retirement Income plans that are un- 
usually complete. 


WELL-KNOWN Company: For more 
. than six years, national advertising 
has been employed to make the name of the 
Phoenix Mutual synonymous with good 
sound life insurance. Consequently, you 
are likely to find that your client will 
select this Company or, if you suggest it, 
it will meet with his immediate approval. 
You won't have to spend much time selling 
the Phoenix Mutual. 


Hicu-Y1eLtp Annuitizs: A final reason 

. why it will be worth your while to 

have a Phoenix Mutual Contract is our 

exceptionally low rates for Life Annuities 

and excellent facilities for handling such 
service. 


Write or phone at once for further in- 
formation. Our new Surplus Line Agree- 
ment marks the beginning of a new policy 
towards Surplus Line business. Why not 
take advantage of it? 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 





ANNOUNCING A NEW POLICY IN REGARD TO SURPLUS LINE BUSINESS 
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Graham On “Bremen,” 
Is Met By Committee 


ALSO, BY MANY APPLICATIONS 





Equitable Group Division Turns in 
$100,000,000 of Business As Testi- 


monial to Vice-President 





Among the passengers on the record- 
breaking steamer “Bremen” arriving in 
New York on Monday afternoon was 
William J. Graham, vice-president of the 
Equitable Life Assurance Society, in 
charge of group. While abroad he vis- 
ited Paris, London and Edinburgh, and 





Emmet Murphy 
also spent some time at a Normandy 
coast resort. 

Mr. Graham said that the “Bremen” 
tp was unusually interesting, the most 
thrilling moment to him being when he 
saw an airplane being catapulted off the 
ship, loaded with mail bags. 


Met on Ship By Committee From 
Group Division 


_ Incidentally, Mr. Graham was the sub- 
ject of a testimonial originating at the 
Equitable group insurance supervisors’ 
spring conference held on April 17, when 
it was decided to write $1.000,000 of 
Stroup insurance a day for 100 days in 
compliment to him. The campaign was 
Successful and upon his return a com- 


Yap from the group division went to 
of Bremen” and presented the results 
I the campaign. A photograph of Mr. 
Grahar 


n and two representatives of the 

Soup division who went to the steamer 

'8 shown on this page. 

a he committee in charge of the cam- 
8n was composed of the following 


paitable “roup supervisors: John A. 
ton, chairman, Pittsburgh; E. D. 
— 


W. J. Graham 


White, San Francisco; Porter Clyde 
Shannon, New York City; Howard B. 
Kelly, Chicago; H. E. Bray, Atlanta; J. 
Frank Caplise, Syracuse; John Price 
Hyatt, Wilmington; M. J. Donnelly, New 
Castle. 

During the campaign 167 cases were 
written. The largest case written 
amounted to $16,000,000 in Group Life in- 
surance and $22,000,000 in accident and 
health insurance, covering 10,000 lives; 
whereas the smallest case represented 
$27,500 in group life insurance protecting 
fifty lives. Thirty-three distinct classi- 
fications of successful business and in- 
dustry, representative of a cross-section 
of American enterprise, endorsed the 
Equitable Group Plan. 





Vincent Welch 


June was the greatest month in the 
history of Equitable Group Insurance, 
both in point of view of the number of 
cases written and in volume; and, for 
the first six months of 1929 the Equi- 
table’s total group writings showed an 
increase over the same period in 1928 


of 44.3%. 
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Individual 


Treatment for 


Individual Needs and Preferences 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


Over 83 years in Business 


1929 
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PLANS TRIP TO NOVA SCOTIA 

Alexander F. Gillis of the Paret Agen- 
cy at Newark, Provident Mutual Life, 
contemplates taking a trip to Nova Sco- 
tia in the near future. Mr. Gillis led all 
of the agents of the company in produc- 
tion for the first quarter of 1929. 





94 APPS IN MONTH 
Raoul R. Rutten of the Northwestern 
National wrote ninety-four applications 
during June, almost doubling the com- 
pany’s previous record. He is with the 
A. W. Crary agency at Cathay, N. D. 





BUY WESTERN STATES STOCK 


A substantial stock interest in the 
Western States Life has been acquired 
by the investment subsidiary of the Am- 
erican Trust Co. of. San Francisco, ac- 
cording to the “Underwriters’ Report” 
of that city. 





VICIOUS COMPETITION 


Attacks upon the Sun Life made in a 
Canadian business paper are being wide- 
ly circulated in Indianapolis. The Sun 
Life has been active in that city. 


The executive committee of the New- 
ark Life Underwriters’ Association will 
hold a meeting at the Newark Athletic 
Club on Monday, Sertember 16. 


DIGNIFIED 


Great American 
Indemnity Company 


Now Dork 


I idelity and 


Surety Bonds 


Casualty 
Insurance 








Successful 
Sia 
Selling 


= 








appiness of its representatives. 
ee 





Pittsfield, Massachusetts 


1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
‘quation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 

4s a well-earned reputation for a co-operative spirit between the Home 
ce and the Field Force that is of inestimable value to the success and 


sk any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


ad . 


FRED. H. RHODES, President 





George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 





The Colonial Life Insurance Company ot Meni | 
Over ONE HUNDRED BULLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 


B. J. Heppenheimer, President 


Home Offico—Jersey City. N. J. 
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THE modern business world 1s complex. Every * a 
business man’s situation presents some new financial | - 
Eb e 


problem, often extremely technical. Which raises | ae j 
| S n 





the question, how can the insurance salesman today | eee ee 
possibly serve all his customers satisfactorily? {]The tie 
Etna Life solves the problem by backing him with | | mf | 
a staff of specialists in the use of life insurance. With 7 | cons 
these men at his disposal, he can handle correctly 3 wa 


every insurance situation however special or complex. | speci 


IT PAYS TO BE AN ATNA-IZER and 





AEtna Life Insurance Company a 
Or 


Hartford Connecticut 
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Insurance With Ineome TEXANS LARGE INSURERS OREGON LIFE MUTUALIZES NOW HOLD MORE STOCKS 
New State Mutual Form W. A. Callaway’s List Shows at Least Portland Company Retires Stock and Life Companies’ Holdings of Bonds De- 
266 Texans Are Insured for Changes Name to Oregon Mutual creased During Recent Years and 
APPEALS TO SPECIAL CLASSES $100,000 Or More Life; No Executive Changes Stocks Increased 





Company Discontinues Endowment 
Monthly I Policies; Features 
of New Contract 





The State Mutual Life has brought 
out a new policy called “Insurance With 
Income,” which pays a monthly income 
to the insured himself beginning at age 
fifty-five, sixty or sixty-five. In con- 
nection with the new contract the com- 
pany is discontinuing its endowment 
monthly income contracts where the in- 
sured paid an extra annuity premium to 
make the payments continuous to the 
beneficiary. The company found that 
these forms lacked sales appeal and is 
substituting the new policy. 

In describing the “insurance with in- 
come” contract, Assistant Superinten- 
dent of Agencies James H. Eteson said 
that it is a combination of a regular en- 
dowment policy with enough pure en- 
dowment added to give the insured a 
continuous monthly income of $10 a 
month beginning at the age selected. 
The policy is expected to interest a 
group of prospects who are difficult to 
approach on the regular forms of in- 
surance because the investment of their 
money must be arranged largely to take 
care of their own old age. 

To Whom it Appeals 

In this class are school teachers, the 
young single men, the young single 
women, the man passing middle age 
with his children getting established for 
themselves, the younger man on a larger 
income, the man who has sold property 
on contract holdings at a large profit, 
the professional type whose income is 
entirely the result of personal skill, the 
conservative man who has suffered an 
investment loss. 

The new contract will also help it is 
expected, to get good interviews with 
the type of prospect to whom something 
special appeals—the bargain hunters. It 
will create the opportunity for additional 
sales among those who feel that their 
life insurance programs are complete 
and who are looking more on the in- 
vestment side. For instance, a man 
Carrying a good line of ordinary life 
might balance his program by adding 
tnough units of the new policy so that 
he will have for himself at age sixty- 
five the same income that his wife and 
family would have if something should 
happen to him tomorrow. 

The new plan will enable him, Mr. 

teson pointed out, with only a slight 
additional outlay, to have at age sixty- 
ive a sufficient income to sustain him 
th Style to which he is accustomed. 
toe” fil'y-five, $16,800 will provide 

month'y income ten years certain 
and continuous to the insured; at age 

Sixty, $14,%)) will provide $100 a month 
the ten years certain and continuous to 

€ insured ; and at age sixty-five $13,- 
are he Provide $100 per month. These 

.~ Wl€é amounts for which these poli- 
“es will mature, 


i, he greatcr amount at age fifty-five is 
ha because the company is sub- 
© making the payments over a 
longer Period, tas 
vis € contract generally contains pro- 
ey Similar to those contained in reg- 
T endowment policies. 


DUNHAM AFTER UNLICENSED 

Oo cabana state-wide campaign 
Dut an Persons who sell insurance with- 
Bin a s license is under way in 
eady ag Three convictions have al- 
ct ieee obtained under the Connec- 


acta which makes the selling of in- 
Movides Wee out a license unlawful and 


for a fin Ps ee 
onviction, e and term in jail on 


For several years past W. A. Callaway, The Oregon Life of Portland is to The investment house of J. G. White 
editor of publications for the Southland mutualize and will retire at par its cap- & Co. has made a study of the invest- 
Life, has compiled the “Texas Index.” ital stock of $100,000 under a provision ments of insurance companies which 
The latest edition shows that at least of its charter. By vote of the policy- shows that in the case of thirty-three 
266 Texans are insured for $100,000 or holders the name will be changed to life insurance companies the ratio of 
more with an aggregate of $62,899,390. Oregon Mutual Life. The plan of mu- bonds to total investments, which stood 
The list of 266 names is compared with tualization was previously approved by at 52% in 1924, had dropped to 47% at 
251 insured for a total of $58,367,953 in the stockholders. the close of 1928. Stocks which from 
1928. There will be no change in executive 1924 through 1927 had represented only 

Five men have life insurance to the personnel under the mutualization and 0.8% of investments jumped to 1.9% in 
extent of $1,000,000, according to the list. the company’s operating methods will the past year. 

They are: J. M. West of Houston, remain the same. The company is now 
$1,453,500; Edward A. Landreth of Fort doing business in Oregon, Washington, 
Worth, $1,200,000; Colonel E.O. Thomp- California and Idaho. It has been op- J. S. EFFORD DIES 

son of Amarillo, $1,148,000; Clarence E. erating as a mutual company with guar- John S. Efford, district manager of the 
Lintz of Dallas, $1,036,000, and Harry H. antee fund. It writes life insurance Mutual Life of New York at Farnham, 
Rogers of San Antonio, $1,000,000. The with disability and double indemnity. 
list also shows that the lives of two 





Va., for many years, died in a Richmond 





women, Mrs. Arlene Pickrell and Mrs. hospital Saturday night following a pro- 
Georgia Scott Townsend, both of Fort DOING GENERAL BUSINESS longed illness. Mr. Efford was the first 
Worth, are insured for $100,000. Anthony G. Kaslow of Binghamton, president of the Virginia Field Club of 


According to the list Dallas leads the. N. Y., who for twelve years has been the S. B. Love agency of the Mutual Life 
entire state with 68 names, Houston sec- in the insurance business there and has at Richmond. He was sixty-two years 
ond with 56, Fort Worth third with 23, represented at various times both the old. A widow, one daughter and three 
San Antonio fourth with 21, Wichita Metropolitan Life and the John Han- sons survive. One of the sons, Lawrence 
Falls having 15, Corpus Christi 13 and cock, is now writing all kinds of insur- W. Efford, is an agent at Richmond for 
El Paso 10. : ance. The Prudential. 





Service—First, Last, And Lasting 





The Lane Agency 
of the 


Home Life Insurance Company 
of New York 


is now functioning 


Ss 


in its new offices 
on the tenth floor 


of 
212 Fifth Avenue 
(at 26th Street) 


and is thoroughly equipped to give you the 
practical and speedy attention which is so 
essential to our mutual success 


I9D1249 


Service Means Action 


paadg suvayy 


~~ 


Phones: ASHland 7162 to 7167 











Service Is Just a Habit At The Lane Agency 
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LIVE HINTS FOR BUSINESS 





BS y I 


Practical Suggest ions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





Northwestern Mu- 

Stopping tual Life’s “Field 
Of Notes” gives an an- 
Salaries swer to the argu- 
ment of “Can’t Af- 


ford It” by giving a dialogue of one of 
its agents with a prospect: 

“When a prospect tells me that he 
can’t afford any more life insurance on 
his salary, I say: 

“Well, suppose you didn’t have any 
salary ?’ 

“What do you mean?’ 

“‘T mean just what I say. Suppose 
your firm posted a notice in the factory 
that pay day had been indefinitely post- 
poned and that no salaries would be paid 
until further notice, and you couldn’t 
find another job, what would you do?’ 

“Do? Why, I’d be sunk, that’s all’ 

“Well, that’s just the point I’m try- 
ing to make. If you should die tonight 
your salary would stop, that’s sure. You 
don’t expect your wife to get along with- 
out your salary now, so how do you fig- 
ure she’s going to do it if you should 
pass away?’” 

ae oe 


The Mutual Bene- 
Ideas For fit field magazine, 
Summer “The Pelican” gives 
Selling these suggestions for 
prospecting in the 

summer time: 

There are a number of groups who 
are particularly good prospects during 
July and August. For example, agents 
who have made notes of June weddings 
may find in them a wealth of prospects. 
The groom, of course, has a particular 
need of increased insurance. The ushers 
are possibilities, and there is often a 
good approach to them for an agent who 
has made a favorable contact with the 
groom. The husbands and fiances of 
girls who have been in the bridal party 
are probably good prospects. When the 
bride is a daughter of a well-to-do fam- 
ily an appeal may frequently be made to 
her father at this time of special ten- 
derness for “his little girl,” based upon 
an income policy for her. This is par- 
ticularly true if the young couple con- 
template a scale of living rather more 
simple than that to which the bride has 
been accustomed. Her father looks for- 
ward to giving her little luxtiries during 
the future and doubtless would be inter- 
ested to guarantee these extras for her 
no matter what happened to him. 

There is a big opportunity among boys 
and young men in the summer time. 
Many boys work in the summer and 
could be sold the idea of saving a por- 
tion of their earnings through life in- 
surance. It is an asset to an agent to 
approach a prospect when he has money. 

There are a number of business and 
trades people who have increased in- 
comes during the vacation season—gar- 
age and service station owners and op- 
erators of tea rooms in the country are 
examples. In calling on these people 
great care should be taken to choose 


NE Spee 








Sam 
ate, 


times convenient for the prospect. It 
will be noticed in driving through the 
country that garages and service sta- 
tions are open though not busy, very 
early in the morning. These hours 
which are cool and delightful might be 
very well utilized by the agent in talk- 
ing to these prospects. A before-break- 
fast interview might justify a rest dur- 
ing noon-day heat. 


a 2 
“We can. devise 
Make Most ways and means to 
Of Your handle insurance and 
Territory to handle a prospect, 


we can offstand a 
great deal of time in preparation and 
study, and I can see that this, in itself, 
is work, but all our plans and schemes 
fade into nothingness if we do not fol- 
low it up with systematic, hard work,” 
said E. H. Cason, of Greenville, Miss., in 
a talk on “Work” before the Union Cen- 
tral Life Convention in Los Angeles. 

“If you have worked your dead level 
best, and have written only $100,000 you 
should receive the applaudit ‘well done!’ 
but if you have delivered $200.000 or 
more and have loafed along the highway 
and are not developed in your territory, 
you are in somebody’s way, and you 
should move on and not block traffic. 

“Just remember that if you are not 
going in high, your manager, or general 
agent, could probably put someone in 
you territory which is being neglected 
who could really develop it. You have 
the very best territory in the world. If 
that were not true, you would not be 
living there.” 

* * * 


“IT understand the 


Underwriters definition of a sales- 
Or Just man is a person who 
Peddlers? sells things, and a 

peddler is a_ petty 


dealer,” says L. C. Appleman of the 
Massachusetts Mutual at Los Angeles, 
writing in the “Radiator.” “There is a 
great difference between these two per- 
sons. The man who sells things must 
have a systematic method. a clear un- 
derstanding of the value of the goods he 
has to sell, and information to convince 
his prospective buyer of the reasons he 
should buy them. The peddler simoly 
offers his goods for sale, generally ig- 
norant of their real value and devoid of 
valuable reasons to convince the possible 
buyer. 

“There are too many peddlers trying 
to sell life insurance. Some of them 
conduct their canvass about the same as 
a man who will sell shoestrings, etc. 
They simply offer their goods for sale 
and are not disturbed with the necessity 
of presenting reasons, which are so valu- 
able to the sale, all of which are con- 
tained in our goods. Their chief plea 
usually is, ‘Don’t you think you should 
buy some life insurance?’ If the pros- 
pect says ‘No,’ the peddler walks away 
without having given him any real rea- 
son to have ever said ‘Yes’ or ‘I might 
consider it.’ 


Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 


Bankers Life Company’s Best Year 
1928 Gains 


Gain in Income, nearly... . 
Gain in Assets, over...... 
Gain in Legal Reserve Life Insurance 


lumar ibe 5 8 $ 3,000,000 
Bie ideoy, $ 14,800,000 


ho eR et ee $ 52,000,000 
1928 Totals 

Teel Gaan, Ge... is odoin $ 37,500,000 

ee Dee a... OSS... ses 2a. wana $118,400,000 

Total Life Insurance in Force, over...... $886,000,000 
1928 Business 

Total Life Insurance Paid-For, over... ... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 





“T often wonder, when I leave a cer- 
tain interview, if, during that conversa- 
tion, I really gave that man some chance 
to say that he might consider my pro- 
posal. Did I give him anything to think 
about other than ‘life insurance?’ Did 
I think out clearly before I saw him 
any real reason why I was going there 
or what I was going to say when [ ar- 
rived ? 

“The successful life insurance man of 
today presents a gentle and determined 
person which is more likely to attract 
than detract the prospect. He gives 
consideration to the most favorable time 
that he should appear on the scene, and 
then he carries through in a logical, in- 
teresting manner; the job he came there 
to do. To be sure, he will meet with 
many obstacles, but if he has given any 
thought to the matter beforehand, they 
will be fairly easy for him to climb over. 
He proceeds upon the assumption that 
the prospect wants to purchase some of 
his goods and that he should have it. 
He takes the initiative in the scene ‘and 
maintains it. In short, he sells his goods 
instead of peddling them. 

“What is your classification, an un- 
derwriter or a peddler of life insur- 
ance?” 





—worth your while to inquire 





TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 
H.W. JONES, Mgr. 
110 William Street 


New York City 
Beekman 5058-6691 

















DOUBLE NEWARK PRODUCTION 

The Sun Life’s agency in Newark paid 
for a total of $4,485,000 up to July 12 
1929. For the corresponding period of 
1928 it was $2,199,000. 








A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIP 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Compary 


of New York 


New York, N. Y. 


GEORGE K. SARGEN* 
2nd — 


an . 
Manager of Agencie: 
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Northwestern Mutual 
Holds Agency Meeting 


COMPANY HAS GREATEST YEAR 





President W. D. Van Dyke Announces 
Six Months Paid For as Over 
$200,000,000; Officers of Ass’n 





The paid-for business of the North- 
western Mutual Life during the year 
ending June 1 is the largest paid-for 
business in any agency year in the com- 
pany’s history, W. D. Van Dyke, presi- 
dent, told the opening session of the 
fifty-third annual meeting of the Asso- 
ciation of Agents at the home office in 
Milwaukee-Monday. The first six months 
of this year show an increase over the 
same period last year of over $14,000,000 
and the total now paid-for business dur- 
ing the first six months this year is over 
$200,000,000. 

More than 1,200 agents from all parts 
of the country attended the meeting. 
Harry L. French, Madison, Wis., presi- 
dent of the Association, presided at the 
opening session and responded to Presi- 
dent Van Dyke. Seated on the stage 
were the honor men, “Marathonians” 
and group and button winners who were 
awarded their prizes and certificated by 
Charles H. Parsons, superintendent of 
agencies. , 

Who the Leaders Were 

Honors for the largest paid for busi- 
ness volume went to Dr. C. E. Albright 
of Milwaukee with a record of $3,940,- 
000. Rk. Earl Powless of Pemberville, O., 
who wrote a total of 196 lives during 
the past year received the Class XX 
award for writing the largest number of 
lives and again won the presidency of 
the Marathon Club. M. W. Mack of 
Cincinnati, O., won the president’s cup 
for the seventh time in eight years. 

Class honors went to Hugh White of 
Detroit; A. D. Samuels of New York; 
Thomas Cook of Oakland, and William 
Deutsch of Muncie, Ind. 

At the annual luncheon and business 
meeting of the General Agents’ Asso- 
ciation Ralph Hamburger of Minneap- 
olis was reelected president; Ray Becker 
of Peoria, Ill.; Sam Pearson of Kansas 
City and A. L. Baldwin of Washington, 
D. C., vice-presidents; and R. H. Pick- 
ford of Cedar Rapids, Iowa, was re- 
elected secretary and treasurer. 

Disirict agents held a luncheon confer- 
ence Monday noon with Jack Hamlin of 
Urbana, Ill, as chairman. District agen- 
cy problems were discussed by M. J. 
Cleary, vice-president of the company; 
Albert B. Irwin of Kansas City; B. J. 
Stumm of Aurora, Ill.; Hamilton Yancy 
of Americus, Ga., and Roger A. Clark, 
assistant superintendent of agencies. 

_ Special and soliciting agents held an 
informal luncheon at noon and during 
the aiternoon agents visiting the home 
office for the first time made a tour of 
inspection of the office. 

Monday night the special and district 
agents association held its meeting at the 
Hotel Pfister with Charles F. Axelson 
of Chicago presiding. The principal ad- 
dress was given by William Burrus, na- 
tionally known authority on salesman- 
ship. William Lachenmaier, Sr., of Mil- 
waukee, noted health advocate, gave a 
health lecture. Special entertainment fea- 
tures were also provided. 

C. F. Axelson President of Association 

At the annual dinner and meeting of 
the Northwestern Mutual Life in Mil- 
Waukee, Charles F. Axelson, Chicago, 
was named president of the Special and 

strict Agents’ Association. L. L. 
Erickson, St. Paul, and E. H. Earley, 

Tooklyn, were named first and second 
vice-presidents, and Frank L. Morse, 

Icago, was elected secretary-treasurer. 

€ directors elected include R. L. 
powen, Cleveland; L. B. Strothman, 

lttsburgh; W. S. Burnette, Aberdeen, 

C te J. C. Whalen, Tacoma, Wash.; 

- V. Metzger, Kansas City, Mo.; I. E. 


Dennis, Ithaca, N. Y.; and J. S. Bald- 
win, Washington, D. C. 

“Salesmen who fail to close a sale 
usually have failed to know their prod- 
uct and to be good listeners,” said Pro- 
fessors Alvin C. Busse and Elmer E. 
Nyberg of New York University in a 
sales address. 


Goldsbury on Sales Approach 


Royal S. Goldsbury, Pittsburgh, as- 
sisted by Horace Foster and Erroll Rip- 
ley from his agency, took up the sales 
approach. Goldsbury emphasized the 
need of simplifying technical matters so 
the prospect may be readily interested 
on approach. Foster declared the ap- 
proach of an agent should be so inter+ 
esting and helpful that the prospect will 
not hesitate to recommend the agent to 
his friends and associates. Erroll Ripley 
took up different means of approach and 
emphasized the importance of telephone 
solicitation in getting a hearing for the 
agent and suggested reassuring the 
prospect that insurance is not to be 
forced upon him. 

“Time is so precious today that it 
figures as the big factor in selling,” said 
Francis R. Olson, Minneapolis. He sug- 
gested various means for systematic use 
of time, asserting that the agent who 
knows what he wants to do and goes 
out and does it will be systematic. 

Hugh C. White suggested that one 
hour of each day be spent in planning 
work and urged agents to plan annual 
and weekly quota, daily work and to 
classify prospects and plan types to be 
interviewed. 

J. F. Oates summarized the morning 
session, paying tribute to the work of 
universities on business research. 
Major Appeals of Business Insurance 


A general conference for all agents 
opened Tuesday afternoon with A. C. 
Hoene, Duluth, as chairman and a dis- 
cussion of selling life insurance as a 
service proposition was given by W. 
Ray Chapman, home office, W. E. Row- 
ley of Newark and Myron Williams of 


Seattle. 








“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue.” 











New England Mutual Life Insurance Co. 
Boston, Mass. 


Chartered 1835 

















Three sectional conferences 
followed one on business insurance with 
Chapman as chairman discussing par- 
ticularly credit information necessary 
for agents. “Business life insurance is 
sold chiefly on two major appeals—to 
replace business activity values and to 
liquidate an interest of a partner or re- 
tire the stock of a stockholder,” Chap- 
man said, “and therefore the agent 
should understand credit rating and ap- 
preciate financial factors and earning 
power. 

Other speakers included Frank J. 
Witmeyer, Detroit, and William Pidgeon, 
Rochester, N. Y. 

Agents under contract three years or 
more met under J. J. Hughes. Speakers 
for the session included Charles R. 
Eckert, Columbus; Joseph Gallagher, D. 
F. Givens, Des Moines; and’ Don P. 
Hayn, Chicago. Agents under contract 
less than three years met under U. H. 
Poindexter and Russell Thierbach and 
discussed company and also personal 
sales methods. 
Philip L. Baldwin gave a demonstration 
of a sale, emphasizing the need of a 








New Contracts 
For New Conditions 


Automobile accidents are now responsible 
for more than one-third of the number of 
claims paid for personal injuries and for con- 
siderably more than that proportion of the 


amounts. 


People have reason to fear the expense 
such accidents cause and know the value of 
accident insurance that gives adequate pro- 


tection against them. 


Our latest contract 


includes automobile 


accidents in the double indemnity provision. 


Send for circular. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





J. Hicks Baldwin and: 


definite objective and plan in selling. 
Charles Delphey, Pittsburgh, Kenneth 
Jacobs, Milwaukee, and John C. Hook, 
Racine, were also on the program. 
More than 1,200 agents attended the 
annual dinner at the Hotel Schroeder 
Tuesday night with W. J. Cleary, vice- 
president, acting as toastmaster. 





NAMED ON CENSUS COMMITTEE 


W. A. Berridge, Metropvlitan Life 
Economist, One of Committee to Ad- 
vise on Unemployment Tabulation 

William A. Berridge, economist for the 
Metropolitan Life, has been appointed 
by Secretary Lamont of the Department 
of Commerce as one of a committee of 
seven which will advise with the depart- 
ment in carrying out the unemployment 
census next year. The other members 
of the committee are: Dr. Joseph H. 
Willetts, University of Pennsylvania; 
William Green, president, American 
Federation of Labor; J. Chester Bowen, 
Bureau of Labor Statistics; George E. 
Roberts, vice-president, ‘National City 
Bank; L. W. Wallace, American Fed- 
erated Engineering Societies; Dr. E. 
Dana Durand, Bureau of Foreign and 
Domestic Commerce. 








SHAD BENNETT SURRENDERS 





Arrested on Warrant Growing Out of 
Murder of Olin King; Latter Had 


Life Insurance 


R. Shad Bennett, a St. Louis, Mo., at- 
torney who had been sought by the po- 
lice on a warrant charging him with an 
attempt to murder Olin King, a West 
Frankfort, Ill, bankrupt merchant for 
the alleged purpose of collecting two in- 
surance policies on King’s life held as 
part security for an indebtedness of 
$20,000, voluntarily surrendered on July 
19. Bennett returned to St. Louis from 
West Palm Beach, Fla., when he learned 
of the charges brought against him. He 
termed the charges a conspiracy to ruin 
him. He said there wasn’t a word of 
truth in any charge that he conspired 
to have King murdered. 





ON CANADA LIFE BOARD 





Charles Stewart, Formerly Cabinet Min- 
ister, and Holder of Other Positions 
of Distinction, A Director 


A new director of the Canada Life is 
Charles Stewart, who has held many po- 
sitions of distinction in Canada. Prior 
to his appointment as Minister ‘of Inte- 
rior and Mines and Superintendent-Gen- 
eral of Indian Affairs at Ottawa, portfo- 
lios he still holds, he was in the provin- 
cial legislature of Alberta and later was 
minister of municipal affairs, minister of 
public works and premier of Alberta. 





WROTE FAMILY BY MAIL 

Charles A. Erickson of Idaho and his 
five children all are policyholders of the 
Pacific Mutual. The strange thing is 
that the agent who sold them the poli- 
cies has never seen one of them, having 
written them.by mail. Charles G. Will- 
iams of the Dertver agency is the agent. 
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Finds Endless Chain 
Best Prospect System 


MANY WAYS OF GETTING NAMES 








William Munson, State Mutual, of New- 
ark, Has Little Difficulty in Keep- 
ing Fresh List 





One life insurance man who seems 
never to be at a loss for prospects is 
William Munson, general agent of the 
State Mutual Life at Newark. Address- 
ing the recent convention of the com- 
pany’s field organization at Poland 
Spring, Maine, he told of the numerous 
ways in which he keeps a fresh list of 


prospects. 
“There are a great many ways of find- 
ing prospects,” said Mr. Munson. “I 


think the endless chain system is the 
easiest and very best system of all. The 
agent who does not employ the endless 
chain system, who does not invariably 
ask for the names of his client’s friends, 
overlooks a prolific source of profitable 
business. Calling on all the doctors in 
town, or all the plumbers, or all the 
buttonhole makers is a good way of find- 
ing prospects. Capitalizing on your ac- 
quaintanceship with your fellow club 
members may be profitable. Writing in- 
surance on your old policyholders is a 
good plan to add to your business; but 
if you don’t add new blood, new policy- 
holders, you will soon run out of writ- 
ing old policyholders. You have to find 
new ones all the time. 

“The underwriter who follows only one 
method misses a lot of thrill and kick 
and satisfaction out of the insurance 
business. Personally, I like to employ 
a variety of ways, because the agent who 
employs a variety of ways always has a 
new thrill in front of him. There is 
always something new around the cor- 
ner.” 

Continuing, Mr. Munson said: “Here 
is a very simple way of getting business, 
and I believe most of you have over- 
looked it. You can actually use it. The 
next time you call up a friend, keep the 
telephone book in front of you, and 
while the connection is being made, look 
over all the names similar to the name 
of the person you are calling. Suppose 
that man’s name is George Bingham. 
Look at all the Binghams that are list- 
ed. You come to the name of Richard 
Bingham, druggist. When you are 
through talking to your friend, say, 
‘Listen, George. Is Dick Bingham, the 
druggist, related to you?’ ‘Sure. He is 
my uncle.” ‘Is that so? I didn’t know 
that. About how old is he? He has 
two youngsters, hasn’t he? Oh, he has 
three of them? Good! I’m going to 
call on him. When do you think is the 
best time to call?’ 

“Then of course Dick Bingham, 
George Bingham’s uncle, is your next 
prospect. I have used these various 
methods and I get a lot of fun out of 
it besides making some money. Let me 
ask you fellows who say you haven't 
any prospects or that you have run out 
of them: wouldn’t you get a great kick 
out of writing this fellow’s uncle after 
picking his name out of the telephone 
directory? 

Best Time to See Prospects 

“I think the majority of life under- 
writers pass up what I consider the very 
best time of the day to see many men,” 
said Mr. Munson. “That is the same 
time of day that the life underwriter is 
hanging around his office winding up the 
day and doing nothing. At the same 
time of day a lot of other business men 
are hanging around the office winding up 
the day and doing nothing. I refer to 
from four-thirty to five-thirty in the af- 
ternoon. I have found that after four- 
thirty in the afternoon is a mighty fine 
time to sell life insurance. 

“By keeping your eyes open and your 
mind open you can pick up a lot of pros- 
pects that probably nobody would ever 


think of picking up. For example, you 
notice a brand-new truck going along 
the street that you never saw before. It 
is freshly painted and you notice the 
name of the man that owns that truck. 
He is just as good a prospect as any- 
body else. Call on him. Don’t let any 
time go by, but call on him before you 
forget him, and try to sell him; but 
whether you sell him or not, compliment 
him on his fine new truck. ‘By the 
way, who made the body of that truck?’ 

“T have used this system and it has 
brought dividends. He may not care to 
talk about life insurance, but he will tell 
you all about that nice new truck. In- 
cidentally, you say, ‘How old a man is 
Mr. So-and-So,’ and get all the infor- 
mation you can, and of course the body- 
maker is your next prospect. 

“Here is another way I pick up pros- 
pects. You are in a man’s office. Al- 
most every man has a calendar on the 
wall with a nice picture on it, and un- 
derneath the picture is the name of the 
man that is distributing the calendar. 
The probability is that the man whose 
office you are in knows the man that 
has given him that calendar or he knows 
who has printed it. Don’t tell him that 
you noticed the name on the calendar, 
but say to him, ‘What do you know 
about So-and-So?’ Get all the informa- 


tion about the man whose name appears 
on that calendar that you can, and you 
have another prospect. All you have to 
do is to expose yourself to the man and 
you have a good prospect to work on. 

“About a year ago I was in an apart- 
ment house in Newark trying to sell the 
owner, and he was giving me a dozen 
reasons why he couldn’t buy life insur- 
ance, and among those reasons was the 
fact that he had just paid a pretty big 
screen bill. He said he had new screens 
made for the apartment. I said, ‘Who 
made the screens?’ I was interested to 
know. He told me that a couple of fel- 
lows by the name of Romer made them. 
I said, ‘How old are they?’ ‘They are 
young fellows, in their mid-twenties.’ 

“IT called on them and wrote Ernest 
Romer for $5,000 and on delivery I wrote 
his brother Walter for $5,000. Incident- 
ally, I got the names of other business 
men on the same street and have writ- 
ten six other policies on that same street 
by cold canvass, using the directory to 
check up on them.” 





GOING TO VANCOUVER 
E. C. Hoy, manager of the Sun Life 
of Canada, Newark Division, will leave 
on August 1 for Vancouver, B. C., for 
a stay of about a month. 


KULL AGENCY SUPERVISOR 


J. Gwilym Anwyl With Columbus Circle 
Agency of Phoenix Mutual Life; 
Joined Company in 1925 


J. Gwilym Anwy]l is now supervisor of 
the agency of John H. Kull of the Phoe- 
nix Mutual Life. This is known as the 
Columbus Circle Agency. 

Mr. Anwyl joined the L. H. Andrews 
agency on June 9, 1925, and has written 
a good volume of business since them. 
He has also been successful in securing 


and training new men and he will devote 
his entire time to this work at the Kull 
a 





gency. 

Incidentally, Mr. Anwyl has acquired 
quite a reputation as a singer, specializ- 
ing in Welsh songs. He has been on 
the air and is now tenor at Chrisi’s 
Protestant Episcopal Church at Green- 
wich, Conn. 





TAKES LARGER QUARTERS 


Due to increased production the S. Sam- 
uel Wolfson agency of the Berkshire Life 
at 225 West 34th street, New York, will 
move to larger quarters on August 1. The 
agency will occupy suite 1609 in the same 
building. 





MISSOURI 
STATE 
LIFE 


The Progressive Company 





Company. 











First Six Months 1929 
32% Gain 


in Paid-for Business 


1929 (To June 20) $166,089,195 
1928 (To June 20) _ 125,268,187 


Gain for Period $ 40,821,008 





—and this despite the outstanding record of 
1928, the greatest year in the history of the 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 





Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 
$1,200,000,000,00 
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Centers Of Influence 
As Prospecting Plan 


SAYS AGENTS TALK TOO MUCH 








Benjamin H. Micou, Detroit, Tells State 
Mutual Agents There is Magic in 
Using Key Names 





Using centers of influence in building 
up a prospect list is one of the most 
effective methods according to Benjamin 
H. Micou, of Detroit, and he described 
some of the methods he uses in a talk 
before the State Mutual Life conven- 
tion at Poland Spring, Maine, recently. 
He said that every life insurance agent 
has some policyholders who are promi- 
nent in a company and who may be de- 
veloped as a center of influence for pros- 
pects. He said that he works the meth- 
od this way: 

“IT will go into the office and ask for 
Mr. Jones, or Mr. Smith, or whoever 
he is,” said Mr. Micou. “The office girl 
will call up and say, ‘Mr. Jones doesn’t 
want any insurance.’ I tell them what 
my business is. I ask the girl if I can 
talk to him over the phone then. I tell 
him I have had the pleasure of taking 
care of some business for Mr. So-and-So 
and I would like to get a little informa- 
tion about his life insurance program. 
That is all I say, and there is a certain 
magic in the name. I don’t know how 
to describe it.” 


Why He Doesn’t Cold Canvass 

_ Continuing, Mr. Micou said: “This is 
in line with the economy of time. Busi- 
ness is based more than anything else 
on confidence. If you haven’t the con- 
fidence of a man that you are going to 
see, it may take you anywhere from 
fifteen minutes to an hour to get it, but 
you have to get it before you can start 
talking business with him. That is the 
reason I don’t do any cold canvass work. 
I have some contact so that when I go 
in I can say, ‘I am Ben Micou, and have 
done business with So-and-So,’ and that 
confidence is immediately established. I 
don’t have to go through all that part of 
It again. 

“The other method is the endless 
chain method. I sell a salesman in an 
organization and I go back and try to 
sell the rest of the men there. The 
Service part of it to me is one of the 
most important. When I have sold a 
man | will make up a summary of all 
his life insurance and I will show him 
his cash values, and I will show him 
how much money he can borrow in 1930 
and 1935. I go over his property with 
him and make up one of these summa- 
Ties and leave it on his desk and it al- 
ways leaves a good impression. 

“I believe that the average life in- 
surance man talks entirely too much, 
and } have developed what I call the 
Silent approach. I go to see a man and 
I don’t say anything hardly until he 
gives me as much information as I can 
get from him. 

“I went to see a man who is the chief 
chemist of a dental manufacturing con- 
cern. I told him that I came in to get 
Some information about his life insur- 
ance. He began to tell me that he was 
very peculiarly situated; that they sent 
samples of the ore they used in manu- 
acturing dental supplies from the mines 
up in Canada; he tested it before they 
found whether they could use it or not, 


and from the results of those tests he 
invested his money in mining stocks. In 
the last two or three years he had in- 
creased his capital from something like 
$2,000 to $15,000. 

“I sold him a policy on this idea: the 
only thing that could ever happen to 
that investment would happen if he were 
not here to take care of it. I agreed 
with him perfectly that he had that in- 
nate knowledge. I wished I had it, but 
I didn’t, he did and I admitted it. I 
admitted that he could go out and make 
that money and didn’t argue with him 
at all. ‘But,’ I said, ‘if something hap- 
pened to you, your wife might have to 
sell at the wrong time. If you can make 
$20,000 with $2,000, you can protect that 
$20,000 that you are going to make by 
a 2% investment in life insurance every 
year.’ 

“That is the way I approached that 
man. I might have tried to sell him in- 
come insurance or educational policies. 
You have to get the information from 
the man before you really begin to talk 
to him. I think that is a good plan to 
follow in selling life insurance; talk as 
little as you can until you are ready to 
shoot, and then go after the man and 
use the thing that I have always said 
—that whatever a man says, he com- 
mits himself to life insurance. There 
isn’t a thing he can tell you about his 
business, about his affairs or his finan- 
cial situation, that doesn’t in some way 
or other commit himself to the purchase 
of life insurance. If you realize that and 
let them talk for ten or fifteen minutes 
it will save a lot of time and you will 
get a lot more business. 

“When I sell a man I like to implant 
in his mind the idea of future sales, and 
one way that I do it is this: If I sell 
a man $10,000 I like to put the picture 
of $25,000 before him. If he is married 
and has a family and I have sold him 
income insurance, I tell him that when 
he gets to the point where he can save 
$35 a month he can perpetuate $100 a 
month of his earning power for the rest 
of the family, leaving intact for his chil- 
dren $25,000. That is just a simple 
working out of the plan, but the idea 
there is that he is not spending a penny, 
he is saving that $35 a month and that 
is what he gets in return. I like to give 
him that picture of building it up to that 
point in the next year or so.” 





GIFT FOR PETTINGILL 

George B. Pettingill, representative in 
Clyde, N. Y., of The Prudential, has 
completed twenty years of continuous 
service with the company. In honor of 
the event, Mr. Pettingill recently was 
presented a diamond studded jewel by 
the company. He also was an honor 
guest at a banquet, held in Hotel Wayne 
at Lyons, N. Y., which was attended by 
about 100 representatives of the com- 
pany from Rochester and nearby towns. 
Recently Mr. Pettingill was one of 
twenty-two representatives of the Roch- 
ester district, selected from a group of 
eleven agents, to sojourn for a week at 
the Thousand Islands. in appreciation of 
his record maintained through long years 
of service to the comnany and their cli- 
ents in this vicinity. 





J. L. DOWNES DEAD 


Joseph L. Downes, -a veteran of the 
Northwestern Mutual Baltimore arency 
of Downes & Miller, is dead. He was 
appointed special agent thirty-five years 
ago, and retired from the general agency 
in 1925. He was seventy-five years old. 














Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 














our service. 





IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 





REJECTS CHILD INSURANCE 





Australian Governor Does Not Endorse ~ 


Endowment Suggestion; No 
Power Over Wages 


It has just been announced in Aus- 
tralia that the Federal Government 
“does not intend to inflict upon tax- 
payers any scheme of child endowment.” 
In an official explanation of its atti- 
tude towards child endowment, the Min- 
istry states that it is not prepared to 
adopt the minority report of the Royal 
Commission which inquired into the 
subject, for apart from the financial bur- 
den, there are no legal means of adopt- 
ing a specific family unit. The reports 
of the commission, whose majority find- 
ing was against the adoption of any 


“scheme, showed that counsel expressed 


doubts as to the existence of any power 
in the Commonwealth Parliament to 
legislate for any Commonwealth scheme 
a child endowment. The Commonwealth 
Parliament has no power to deal with 
the basic wage in respect of the’ fam- 
ily unit or otherwise. 


OLD POLICYHOLDERS BETTER 


The Lincoln National Life is now using 
a plan of monthly reports on policies 
written on the lives of old policyholders 
and the record shows that business on 
the lives of old policyholders is made up 
of bigger average-sized policies and is 
less likely to lapse. 











HAiGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 























THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 


New York City 


Founded 1850 


THOMAS E. LOVEJOY 
President 





Enjoying A Record Year 

















GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


a 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS ’ 


INSURANCE COQ suttcs 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave. 
245 Fifth Ave.—ASHland 1772 





LEXington 6715 
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Missouri State Deal 
Benefit To Both Cos. 





HAD STATES APPROVE FIRST 





Purchase of Southwestern Life by St. 
Louis Company Permitted Under 
Missouri Laws 





The purchase of the majority stock of 
the Southwestern Life of Dallas by the 
Missouri State is endorsed by Commis- 
sioner Joseph B. Thompson of Missouri 
as beneficial to both companies. Under 
the Missouri laws life insurance com- 
panies have a legal right to invest their 
surplus funds in the stock of other life 
insurance companies and strictly speak- 
ing it was not necessary for the com- 
pany to obtain permission from the in- 
surance departments before consummat- 
ing the purchase. However, President 
Taylor said that his company deemed 
it advisable to call the commissioners 
of several states into conference so that 
they would be fully advised as to what 
was being done and would have an op- 
portunity to voice any criticism of the 
terms of the transaction. However, there 
was not the slightest objection raised 
and several of the commissioners com- 
plimented the Missouri State Life on 
being able to obtain control of the 
Southwestern Life on so favorable terms. 

President Vardell, Vice-President 
Bradford and other important officers 
and department heads of the South- 

. western Life will continue with the com- 
pany and it will be entirely independent 
of the Missouri State Life except that 
company will own the controlling stock. 
It is expected the deal will strengthen 
the position of both the Southwestern 
Life, which has $265,000,000 of insurance 
in force and admitted assets of about 
$30,000,000 and the Missouri State Life, 
which now ranks fourteenth among the 
350 legal reserve life insurance compa- 
nies of this country with $1,210,955,672 
of insurance in force’ and assets of 
$140,000,000, $4,000,000 of capital and $8,- 
595,761 of cash reserves. The South- 
western Life has $2,000,000 capital and 
$2,000,000 of surplus. 





L. G. SIMON SAILS TOMORROW 

Leon Gilbert Simon of the Equitable 
Life Assurance Society and lecturer on 
life insurance at New York University, 
sails for Europe tomorrow on the S. S. 
“New Amsterdam.” Mr. Simon will 
make an extended trip through Holland, 
Belgium, France, Switzerland, Italy and 
Spain, and will not return to New York 
until October 4. He is accompanied 
by his mother, Mrs. Philip Simon, and 
his sister, Miss Evelyn Simon. 





P. M. CAPITAL INCREASE 

Stockholders of Pacific Mutual Life 
will vote August 12 on the proposed in- 
crease of 40,000 shares of capital stock 
of the company, with shareholders of 
record August 14 given the right to sub- 
scribe for new stock at $50 per share 
in the proportion of one new share to 
each ten shares held. Rights will ex- 
pire September 30. 





1,000 MILE COMMUTATION 
Howard J. Burridge of “The National 
Underwriter,” Chicago, is coming to 
New York so often these days that he 
feels like a commuter. He was here 
this week. 





$6,000 AVERAGE iN RICHMOND 
Policies written by agents in the J. C. 
Bristow agency of the Home Life of 


New York during the past year aver- 
aged $6,000. 





FGURTH GENERAL AGENCY 

The Atlantic Life now has four general 
agencies in Kentucky. The :latest is 
Thomas E. Lipscomb, Lexington. 





O. F. Gilliom, Indiana, with the Lin- 
coln National Life, now has a consecu- 
tive weekly production record of 775 
weeks, . 











Any accidental death...... 
Certain accidental deaths.... 


per $1,000. 
Income—Non-Medical. 


Are you Interested in an agency? 
you all about it. 


Concord, New Hampshire 








A POLICY YOU CAN SELL! 


Our, Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Amy natural Geathh........ccccsccccccccccccccccceces GERUO 
15,000 


Accident Benefits $50. per WEEK for fifty- two weeks 
$25. oo WEEK thereafter 


JNon-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 ‘‘Preferred Risk’? Policy—high value— low premiums; age 35, $19.91 
Endowment age 85—Juveniles age 10 years and upward—Monthly 


Insures and assures your client’s future and yours 


Our Vice-President, Eugene E. Reed, will tell 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


INQUIRE 








DR. RETZER OUT OF COURSE 


Will Not Conduct Life Underwriters’ 
Training Course But May Remain 
With New York University 


It is understood that Dr. Robert Ret- 
zer will not have charge of the Life In- 
surance Training Course under the di- 
rection of a committee of the Life Un- 
derwriters’ Association that has been 
conducted at New York University. Dr. 
Retzer came from Baltimore last year 
to succeed Vincent B. Coffin in charge 
of the training course. He had received 





H. C. CARMER DIES SUDDENLY 

Henry C. Carmer of Elizabeth, died 
suddenly this week at his summer home 
at East Boothbay, Me. He was seventy- 
nine years old. Mr. Carmer was asso- 
ciated with the Mutual Life for fifty- 
two years. At the time of his retire- 
ment ten years ago he was head of the 
real estate department of the company. 








a medical education and had a consider- 
able background as an educator in medi- 
cine. He became interested in life in- 
surance and was an agent for the North- 
western Mutual Life at Baltimore. 





accelerated. 


peerless policies. 


New York City Agency 


J. F. MacGrath, Jr. 
Brokerage Manager 





Do you know The Fidelity Mutual Life Insurance 
Company’s celebrated “Income for Life” policy? 


This contract is unique and we have recently in- 
creased our dividend scale substantially so that 
paid up and endowment maturities are greatly 


Come in or phone in and let us tell you about these 


“The rate isn’t high but the commission is!” 


Louis A. Cerf, Jr. 
Manager 


Phone: John 0385-6-7 


Donald Bokee, Agency Director 


60 John Street 


Sam Mishkin 
Field Supervisor 











Missouri State Agents 
Meet In Yellowstone 


PLANS FOR CLUB_ SESSIONS 





Leaders of Field Organization Enjoy 
Long Sightseeing Tour as Part of 
Convention 





Delegates from forty states and 
Hawaii are in attendance on the Mis- 
souri State Life’s annual convention of 
members of the company’s Quarter Mil- 
lion Club which opens in Yellowstone 
National Park today and _ continues 
through next Tuesday. 

For the accommodation of club mem- 
bers living in the eastern, southern and 
northern sections of the country, a spe- 
cial “Quarter Million Club” train left St, 
Louis July 24, picking up delegates at 
intermediate points between St. Louis 
and Cody, Wyoming. Those from Ha- 
wali and the extreme western states trav- 
eled direct to Cody from their original 
Starting points. 

Meeting at Cody today, the two hun- 
dred delegates and their guests will 
board busses at Cody Inn for Lake Hotel 
in Yellowstone National Park, arriving 
there the same afternoon, where they 
will spend the night. The next stop will 
be at the Canyon Hotel, from which side- 
trips will be made during the afternoon. 
Spending the second night in the Can- 
yon Hotel, Club members will depart the 
following morning for Old Faithful Inn, 
where the business sessions of the con- 
vention will be held July 29 and 30. 

During the business sessions home of- 
fice and field men especially selected for 
their ability in specific lines of insur- 
ance, will address the delegates and a 
round-table discussion will be held for 
the benefit of those who have definite 
problems they wish to present. 





CHANGE BUILDING’S NAME 


The name of the former International 
Life Insurance Building, a sixteen story 
Structure at Eighth and Chestnut streets, 
St. Louis, Mo., has been changed to In- 
ternational Office Building. A clause in 
the lease of the defunct International 
Life Insurance Co. provided that the 
building should bear its name until it va- 
cated its quarters. Recently the Mis- 
souri State Life, which reinsured the 
International Life in August, 192%, va- 
cated the former International office and 
moved all departments to its own office 
building. 





BARGAIN PERIOD 


In a bulletin to agents Will O. Fergu- 
son, Penn Mutual, Los Angeles, says: 

Permanent disability protection has 
become an important adjunct of life in- 
surance. The coverage offered today is 
at its peak from a standpoint of liber- 
ality. More than likely all companies 
will sell a more restricted policy in the 
future than is offered you now. This 
is a bargain period. 





DR. ROBERT RIEGEL’S NEW TITLE 

Dr. Robert Riegel, well-known edu- 
cator, has been appointed professor of 
Statistics and insurance and director 0 
research at the University of [uffalo. 





MASS. MUTUAL AT SWAMPSCOTT 

The Massachusetts Mutual is making 
preparations for its annual convention at 
Swampscott September 16 to 18. It will 
be the thirty-seventh meeting. 


INSURES FOUR GENERATIONS 

F. W. Bleike of the Chicago agency 
of the Mutual Benefit has insure: four 
generations of one family there. !{e has 
been with the Mutual Benefit since 1892. 








WOMAN HEADS PUBLICITY 
The National Fraternal Congress is t? 
meet in Rochester, N. Y., Augus: 19-2 
Mrs. Elizabeth M. Mehan has been ap 
pointed chairman of the publicity com 
mittee. 
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{ Classifying The Aeronautics Hazard 


By DR. WILLIAM B. SMITH, 
Assistant Medical Director, Connecticut Mutual Life 


lany of those in close touch with de- 
velopments in aviation claim that the 
underwriting of life insurance as applied 
to aviation risks is lagging behind the 
rapid strides being made in flying. One 
of the closest students of aviation haz- 
ards, who is also actively identified in an 
official capacity with aviation, is Dr. 
William B. Smith, the writer of this ar- 
ticle. Dr. Smith is a member of the 
Connecticut State Aviation Commission; 
and among his other aeronautical affilia- 
tions are: Chief flight surgeon, Depart- 
ment of Aeronautics, Connecticut; medi- 
cal examiner, Air Regulations Division, 
U. S. Department of Commerce; flight 
surgeon, 43rd Division Aviation, Con- 
necticut National Guard ; chairman, Aero- 
naulics Committee, Hartford Chamber of 
Commerce; director, L. & H. Aircraft 
Corp., Hartford; executive committee, 
Aero Club of Hartford. Dr. Smith has 
wrillen a pamphlet on the subject of “A 
Classification for the Aeronautics Has- 
ard” which contains a foreword by 
Harold F. Larkin, vice-president of the 
Connecticut Mutual Life. 

The flying industry is no more in its 
infancy; it has grown up. I believe it is 
even beyond the adolescent stage. The 
underwriter, however, has not kept 
apace. As one studies the statistical ta- 
bles pertaining to air transport recently 
issued by the Department of Commerce, 
it is very difficult indeed to believe that 
there is any such thing as underwriting 
a risk that will not ultimately be ex- 
posed to the aeronautic hazard. 

It is obvious that underwriting this 
industry will never be a sound proced- 
ure until it has had an actuarial pol- 
ishing. Such a finish would be hard to 
obtain at this stage for Father Time 
and Mother Experience have furnished 
us with no protegee as yet old enough 
for us to judge his future. We must, 
as docs the psychoanalyst, more or less 
speculate. 

It is very likely that we would find, if 
we could review all the decisions that 
we have made concerning the underwrit- 
ing of the aviation hazard, that over 
30% of them have been in error. This, 
of course, has produced unfair action to 
either one of the parties concerned. As 
a result of this we have produced a 
regular millennium of competition 
which in in the near future some of the 
compan'es are going to recognize as the 
basis for their losses in this branch of 
the underwriting. 

Classification Needed 

Sound underwriting means system and 
system ‘neans classification. We should 
endeavor to place the aeronautic indus- 
try in some great classification in which 
we already have experience. Its logical 
Place is with those industries represent- 


1 {tansportation and communication. 
; differs In no great respect from its 
Sister ji; 


lustries, especially the railway 
and the steamship. 
a all individuals connected with 
: er of these industries are insured on 
a e basis, They are classified ac- 
a ng to their duties and a rating com- 
waar with the extra hazard is 
anes . reon. This extra premium is 
a. today more or less without 
ty . It should be remembered, 
a = that these extra premiums were 
pes the’ d from the very beginning but, 
methods ntrary, the old trial-and-error 
* S were used before experience. 
ee before the actuary! 
compile taken years to collect, study and 
basis ee: data which furnishes the 
lees. e underwriting of the sister 
: les. For exactly twenty-five years 


We have flow 
insure ty own but any real attempt to 


enters j es in which the flying hazard ° 


1S 


T not much over five years old. 
Te is ; 


10 real difference between the 


aeronautic industry and its sister indus- 
tries. Therefore, instead of wondering 
how to insure this industry twenty-five 
years after its inception, we should be 
applying the very same principles and 
practices which we use in insuring other 
sister industries, cognizant at all times 
of the one extra hazard, motion in the 
third dimension. 

The first step in underwriting is to 
divide the industry into two great divi- 
sions, namely, the passenger on one hand 
and the participating individual on the 
other. 

Unsound Practices 

It has been, for some peculiar reason, 
the practice of our companies to charge 
extra premiums based on the number of 
flights per year or upon the informa- 
tion as to the type of plane and the 
type of pilot flying the plane in which 
the applicant is to ride. Certainly this 
is a foolish and unsound practice. Any 
plane that flies across the country with 











An Aviation 
Underwriting 


Formula 


Dr. William B. Smith, assistant 
medical director of the Connecticut 
Mutual Life, who has made a spe- 
cial study of aviation hazards, says 
that the procedure for underwriting 
aviation risks is extremely simple. 
He says the formula is as follows: 
First devise some definite system 
based on a logical classification and 
apply an extra premium or no extra 
premium, as the case may be, to 
each subdivision. of. this classifica- 
tion. Then subject each application 
to this system. It will be bound to 
fit somewhere. Extra premiums in 
some cases may be too high an in 
others too low but continued along 
this line, by the law of averages 
alone will be evolved a sound sys- 
tem of aeronautical underwriting. 
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a passenger must be in the hands of a 
properly licensed pilot; and who can 
regulate by insurance methods what an 
individual will do when it comes to fly- 
ing? 

Another unsound practice is that of 
charging extra premiums depending on 
the terrain over which the applicant may 
fly. This practice indicates a lack of 
airmindedness. Distance in time, there- 
fore, the change in topography of the 
terrain, means nothing. It is impossible 
to confine your applicant to the terrain 
over which he may fly. It seems to me 
that the underwriting principle here 
must be as broad as the flying radius. 

Let us now take for example an ap- 
plication that comes to the home office. 
We place this applicant according to our 
scheme into the proper classification and 
then, as we get a finer adjustment on a 
scientific instrument by a vernier scale, 
we must obtain a finer adjustment of 
our applicant. This vernier adjustment 
can be made by considering seven addi- 
tional items pertinent to each individual 
case. 

Ist. The Sex of the’ Applicant.—The female 
has not taken very enthusiastically to this type 
of sport or means of transportation. She is not 
found to any great degree among the passenger 
lists. An examination of the morta’ity lists in 
flying makes: her conspicuous by her absence and 
I only know of one instance where a woman 
lost her life while she herself was piloting the 
plane. 

2nd. The Age is Important—Flyine is a 
young. man’s game. After the age of forty 
years, the insuring company has little to fear 
regardirig’ an applicant’s learning to fly. It is 
felt by those agencies studying the individual 
and his time reactions that after forty years of 
age. that the reaction then begins to slow to 
such a degree that the individual should begin 
to curtail his operations in the air if he be a 
pilot and should not be allowed to begin opera- 
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Nylic Public Service 


q Life Insurance is “‘public service.” 








It helps individuals to save and insures their 
life values against loss by death or by total 
and permanent disability. 





In order to earn interest on the policyholders’ 


savings, it loans money to home owners, to 
railroads, to owners of city buildings, to 
public utility companies, to the United States 
government, and to states, counties and munic- 


ipalities. 





g Probably no other institution serves our people 
singly and collectively, both as private indi- 


viduals and citizens, in so many vital ways. 





gq A company’s usefulness to the community is, 
therefore, largely measured by the number of 
people protected, the amount of insurance in 


force and the amount of its invested assets. 





As of January 1, 1929, the 
New York Life had about 
2 Million policy-holders 
Insured for over 
634 Billions. 
























Its assets amounted to 
over 14 Billion 
Dollars. 












NEW HOME OFFICE BUILDING 


NEW YORK LIFE INSURANCE 
COMPANY 


51 Madison Avenue, Madison Square, 
New York, N. Y. 
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tions, that is, learn to fly, if he is not a pilot. 
Furthermore, when a man has reached forty 
years of age, has a family and great responsi- 
bilities, he is not so likely to indulge in pleas- 
ure flying or for that matter any type of flying 
unless it be as a passenger, business bent. These, 
of course, are generalities but the age limit will 
eliminate certain of the foregoing classifications 
such as the test or demonstrator pilot, the 
transport pilot and some of the lessor commer- 
cial types. 7 : 

3rd. The Occupation is Quite Important.—It 
needs little explanation for the simple reason 
that the occupation alone determines the appli- 
cant’s place in the classification. ; 

4th. The Applicant’s Connection With the 
Flying Industry.—This determines the hazard in 
detail. , ; 

5th. The Date of the First Flight—As was 
stated before, it is a foolish practice to charge 
an individual for the number of flights which 
he has made in the past, but it sometimes be- 
comes necessary to speculate as to just how 
much flying an individual may do. It seems 
reasonable to believe that the length of time 
which has elapsed between the first flight and 
the date of the application and the aerial ac- 
tivities of the applicant within that period should 
have a great bearing on the underwriting of the 
risk, 

If, for instance, three years have elapsed be- 
tween the first flight and the date of the appli- 
cation and only one or two flights have been 
made during that time, there must be some 
definite reason why more flights have not been 
made. This may be based on one of two 
assumptions: First, whether the applicant con- 
sidered his finances, geographical location, or in 
general has not had the opportunity to take 
more flights, or, secondly, he is not keen about 
it. The date of the first flight then, considered 
in connection with the next item is an impor- 
tant combination. : 

6th: Why Does He Fly?—It is perfectly ob- 
vious that the answer to this question should 
have a great deal of weight in the underwriting. 
It is, of course, very closely linked with the 
occupation. 

Lastly, and it would seem that we are repeat- 
ing ourselves, but we must always consider 
whether or not the applicant is a pilot and, if 
so, the type. 

Application Questions 

Almost every company which takes 
any steps at all on the application of de- 
termining whether or not the applicant 
has any connection with the industry 
uses a question which in its entirety 
reads something like the following: 
“Have you in the past made any aerial 
ascensions? Do you intend to make any 
in the future? 

The first part of this question is quite 
necessary as it is the only means of de- 
termining our applicant’s connection 
with the industry. The second part 
sometimes presents difficult situations 
from the standpoint of the insurance 
company. In the first place, there is 
many an individual who goes to a near- 
by flying field for the first time or for 
the fiftieth time who has no intention 
whatsoever of flying but who takes his 
first flight before he has left. 

In the second place (and I write from 
experience), there is the man who covers 
up any intentions of flying whatsoever 
until he has secured life insurance cov- 
erage and then, after waiting a reason- 
able period of time, he begins a course 
in flying instructions. The situation 
places the insurance company in an em- 
barrassing position. Our companies to- 
day have no idea of the extent to which 
this method of obtaining insurance is be- 
ing used. 

In the third place, there is the man 
who obtains insurance with no thought 
in mind of flying but who probably 
shortly after having been issued his pol- 
icy finds himself obliged to fly as a 
passenger over regular passenger routes. 
Certainly this type of applicant is go- 
ing to increase rapidly as times goes 
on. 

Lastly, there is the influence that the 
records of our transportation companies 
are bound to have on the public at large. 
As I set forth before, the record for 
aerial transportation of passengers has 
been exceedingly good. More people are 
planning to fly each year and when the 
time comes that aerial transportation has 
taken its place in the transportation 
world, we will not be counting our pas- 
sengers yearly in six figures but more 
likely in nine or ten figures. How, then, 
can any applicant say that he does not 
intend to make any aerial flights? 





CHILD’S HEART DISEASE 
A recent bulletin of the Metropolitan 
Life says that fewer deaths from heart 
disease among children and young 
adults are noted. 


Sales Bureau Issues 
Book On Assistants 


TRAINING AND DEVELOPMENT 





Volume Six of Managers’ Manual Goes 
Into Problems of Expansion of 
Agency Personnel 





The Life Insurance Sales Research 
Bureau of Hartford has issued as Vol- 
ume Six of the Managers Manual “Your 
Assistants,” dealing with the problem of 
managers in finding assistants and 
“making them pay.” 

Four major subjects are discussed in 
this volume: the need for assistants; 
finding assistants; compensating assis- 
tants; and training and develoning as- 
sistants. It attempts to direct the 
thought of managers to such questions 
as: “Do I need an assistant?” “Can I 
afford an assistant?” “How shall I go 
about finding a qualified assistant?” 
“How shall I compensate my assistant ?” 
“What duties and responsibilities should 
my assistant have?” “How shall I train 
him for his job?” “How shall I super- 
vise his work?” 

Following the plan of previous vol- 
umes, which are used by more than 6,- 
000 agency men, the Bureau has been 
concerned with the principles and meth- 
ods rather than with the details of spe- 
cific practice. Although much illustra- 
tive case material is used—the result of 
a year’s field investigation in all types 
of agencies by the Bureau—no attempt 
has been made to draw definite con- 
clusions on many of the questions with 
which this volume is concerned. 

The substance of the volume is 
summed up in the following paragraph 
taken from the conclusions: “It is clear 
that assistants should be chosen to mul- 
tiply the manager, rather than compen- 
sate for his weaknesses or assume his 
duties. Men who can function properly 
as assistants are hard to find; in most 
instances undeveloped men must be 
taken and trained for work. The task 
of guiding and stimulating their growth. 
of teaching them to be teachers, and of 
developing in them the spirit and tech- 
nique of leadership, is one which re- 
quires the highest order of ability in 
management. Yet, it is a task which 
must be mastered if life insurance is to 
keep pace with the tremendous strides 
which are being taken in competing lines 
of business.” 





The Manhattan Life 


Birthday in its agency maga- 
Present zine suggests “Birth- 
Insurance day Present Insur- 


ance,” and presents 
this dialogue as an effective way of pre- 
senting it: 

Agent: Mr. Brown, I would like to 
talk to you about a birthday present, for 
your wife (or daughter, or son, as the 
case may be). You no doubt give them 
birthday presents, don’t you? 

Prospect: Yes. 

Agent: Mr. Brown, you would not, 
if you could help it, let the birthday of 
your wife go by without giving her a 
present of some kind, would you? 

Prospect: No, I would not. 

Agent: Mr. Brown, we must all reach 
that time when we will no longer be 
here to give the usual presents; how- 
ever, our company has made it possible 
for you to carry on, in the spirit, and 


have the presents delivered just the 
same. 
Prospect: Oh, this is life insurance. 


I don’t need any more. 

_ Agent: We are not talking about life 
insurance, sir; we are talking about 
birthday presents; and there is no other 
way of your being able to handle this 
better than through a life insurance 
company. 





UNION CENTRAL MATCHES 
The Union Central has prepared for 
its agents books of safety matches to 
contain the name of the agent with a 
brief life insurance message on the 
cover. 


New Travelers Radio 
Station Soon Ready 


TO HAVE 50 KILOWATTS POWER 





New Transmitter May Be Used Next 
Week; Studios Remain in Home 
Office Building 





The new radio transmission plant 
erected on Avon mountain, west of 
Hartford, by the Travelers for the use 
of the company radio station, WTIC, 
will be ready for the presentation of 
official programs for the first time on 
July 31. With the use of the new plant, 
the station will operate on a frequency 
of 1,060 kilocycles by authority of the 
Federal Radio Commission, and in ac- 
cordance with the commission’s reallo- 
cation plan effective last November 11. 

Because the frequency of 1,060 kilo- 
cycles is a clear wave channel which the 
order of November 11 granted to sta- 
tion WTIC and WBAL, of Baltimore, 
on the basis of half time for each, it is 
not definitely known what hours the 
Travelers station will be on the air. The 
schedule of hours is now being arranged 
by the two stations. 

Although the new transmission plant 
has been erected for the broadcast of 
programs with fifty kilowatts of power. 
only five kilowatts of power will be used 
at first. 

Ground for the new plant was broken 
last December 4. 

WTIC’S programs will continue to 
come from the studios in the Grove 
street building of the Travelers, as the 
studios have been connected with the 
transmission plant by more than ten 
miles of telephone cable. 


PHILADELPHIA LIFE TRIP 
The convention of the Philadelphia 
Life. which is to be held August 13 to 
17, is to hold its sessions at different 
places while on tour. The convention 
will open in Philadelphia and then go to 
Boston on the liner “Dorchester.” 


RESIGNS AS COMMANDER 


Colonel D. Gordon Hunter of the 
Phoenix Mutual Life has resigned as 
commander of the 169th Infantry, Con- 
necticut National Guard because of 
press of business duties. 




















TO SURVEY GAS HAZARDS 

The American Medical Association, ac- 
cording to the John Hancock, has de- 
cided to make a survey of the carbon 
monoxide gas hazard, as well as new 
gas hazards developed in connection 
with mechanical refrigeration. 

Thus the medical profession allies i:- 
self with the life insurance compani:s 
in matters vitally affecting public health. 





GREATER BY 
140% 


Would you not welcome 
a way to more than double 
your earnings? 


In the first year on our 
New Low Rate Life® plan 
the ‘average policy, was 
$8,044. On all plans the 
previous year the average 
policy was $3,350. 


Fidelity’s modern sell- 
ing tools include also a 
productive lead service— 
29,390 direct leads were 
distributed to Fidelity 
Agents last year. More 
than $400,000,000 insur- 
ance in force. Contracts 
available in thirty-nine 
states. 


Write for Booklet 
“What's Ahead?” 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 


: 














If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, 

PERMANENT, 

Care of The Eastern Underwriter, 110 Fulton Street, New York City 

INSURANCE COMPANY 

INDIANAPOLIS 

Old Line Legal Reserve 

Established 1899 

HERBERT M. WOOLLEN, President 
—. 
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Free State Companies 


Dublin, June 15—In Ireland the older 
Irish companies, such as the Patriotic 
Fire, have been made members of Eng- 
lish company fleets, but some new com- 
panies have been formed and are ex- 
tremely independent of England. One 
of them is the New Ireland Assurance 
Co., of Dublin, the managing director 
of which is M. W. O’Reilly, who took 
a decidedly active part in the events 
which led up to the foundation of the 
Irish Free State and who was one of 
the lieutenants of General Michael Col- 
lins, one of the dominant figures in 
those exciting times. 

O'Reilly is a tall, broad-shouldered, 
hustling insurance man of the Ameri- 
can “go-getter” type. He thinks fast, 
moves fast and understands the value 
of publicity. At one_time he was an 
agent of the British Prudential (which 
has more policies outstanding than any 
company in Great Britain and which 
writes fire and accident as well as life 
insurance). O’Reilly was an assistant 
superintendent of the Prudential when 
the recent Irish national movement 
started with the result that in 1916 he 
was fighting the G. P. O. and was later 
deported to England, where he remained 
until Christmas, 1916, 

While in England he conceived the 
idea that he could assist materially in 
the industrial and financial development 
of the new Irish Free State by organ- 
izing and operating a life insurance com- 
pany. He got in touch with General 
Collins, then secretary of the Irish vol- 
unteer dependency fund. General Col- 


lins was sympathetic and a small and 
influential group of Irishmen became in- 
terested. Thus was born the New Ire- 
land Assurance Co. in January, 1918. 
Conditions They Had To Face 

“We had plenty of confidence in the 
Irish Free State and in our enterprise, 
but we had very little else,” said Mr. 
O’Reilly. “Our worldly goods and mon- 
ies were quite infinitesimal. However, 
nothing could stop us or down our en- 
thusiasm. By the end of the first year 
our premium income was £1,100. In 
the following year we increased our pre- 
mium income to £8,000. By the end 
poh the third year it had grown to £76,- 

“At the start the new company was 
the Irish Insurance Society, what. we 
call a friendly society—a mutual. We 
decided to incorporate, which made it 
necessary to make a deposit with the 
government. As a society our benefits 
were considerably restricted, as we were 
limited to £300 on the life of a member. 
This, of course, restricted our market. 
We wanted to compete for all kinds of 
business; so in 1925 we formed the 
present company, New Ireland Assur- 
ance Co. Since then our business has 
rapidly developed to the point where 
last year our premium income was £16l,- 
500. We are the only Irish company, 
for instance, which writes engineering 
insurance.” 

Some of the policies of this company 
are printed in Gaelic. 

Insurance in the Irish Free State is 
supervised by the Minister of Industry 
and Commerce. 








NEW YORK LIFE HAS GAINS 





Company Reports $511,000,000 Paid For 
in First Six Months; Other 
Half Year Figures 


The New York Life had new paid for 
business for the first six months’ period 
amounting to $511,074,600, a gain of $28,- 
472,800 over the same period last year. 
During that half year the companv de- 
clined 10,364 applications for more than 
$45,000,000 insurance. 

Payments to living policyholders for 
the six months totalled in excess of 
$86,000,000, of which amount there was 
paid to living policyholders more than 
$55,000,000 and to the beneficiaries of 
deceased policyholders $31,000,000. 

The company invested $86,566,000 in 
bonds, preferred and guaranteed stocks 
and mortgage loans during the half year. 





TO PUBLISH STATE NEWS 





Important Announcement About “United 
States Daily,” Edited by David Law- 
rence, Well-Known Correspondent 
The announcement that David Law- 
rence, publisher of “The United States 
Daily,” which is now printing without 
bias all the news of the Governmental 
departments at Washington, intends to 
add state news to his columns, interested 
Msurance men this week. It means 
Probably that among other news print- 
ed will be official documents of state in- 
‘trance departments. Among his other 
activities David Lawrence is probably the 


est known newspaper correspondent in 


Washington, 





CREDITOR CAN’T GET FUND 


. olding that the Civil Retirement 
nioey of Federal employes cannot be 
ne to setoff an indebtedness of a pri- 
€ character, the Comptroller General, 
Fo McCarl, has similarly ruled that 
offic: of a private character of an Army 
fos = be: not such as provide a basis 
p ae from insurance due him 
— beneficiaries under provisions of 
© World War Veterans’ Act. 


METROPOLITAN’S FIGURES 





Had Insurance in Force June 30 of 
$17,307,000,000; Payments to Living 
Policyholders Exceed Claims 

At a meeting of the directors of the 
Metropolitan Life this week at which 
Vice-President Robert Lynn Cox pre- 
sided, figures were presented showing 
that the Metropolitan had life insurance 
in force on June 30 exceeding $17,307,- 
113,000, which is approximately $376,000,- 
000 more than the national debt. 

Payments to living policyholders dur- 
ing the first six months’ period were 
greater than to beneficiaries of deceased 
policyholders, being $105,763,000 as 
against $77.517.000 in death claims and 
mortuary dividends. 





GIVEN ADDITIONAL TERRITORY 


Pickett Valentine who has been su- 
perintendent of the Maysville district in 
Kentucky for the Western & Southern 
Life for some time, has had- five addi- 
tional counties added to his district. 





NEW PAMPHLETS 
The Missouri State Life has gotten 
out two new pamphlets, “The Satisfac- 
tion of Security” and “An Estate by 
Contract.” 





MOVES IN DETROIT 


George L. Bahl, Penn Mutual general 
agent in Detroit, has moved to the Pen- 
obscot Building, that city. 


COLONEL B. K. JEWEL DEAD 


One of the original founders of the 
Woodmen of the World, Colonel B. W. 
Jewell, died recently. 








E. J. Thomas, Lincoln National Life, 
has been elected president of the Ashta- 
bula (Ohio) County Life Underwriters’ 
Association. 





The Western Catholic Union and the 
A. O. U. W. of Nebraska, two frater- 
nals, have declared their first dividends. 





Jack Gentry of Dawsons Springs, Ky., 
has been appointed local agent for the 
Metropolitan Life succeeding R. A. 
Smith. 


’ 
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INVESTIGATION IN THE AIR 

One of the Congressmen from the New 
York delegation is reported to have made 
a speech in which he said that the New 
York should 
investigated. There is an investigation 
of the New York State Banking divi- 
And it will be wel- 
Those who are familiar with the 


Insurance Department be 


sion going on now. 
comed. 
operation of the New York Insurance 
Department believe that the more thor- 
ough the investigation, if there is one, 
the greater will the prestige of the De- 
partment grow in the estimation of the 
public. Some of the best work in the 
public’s interest is being done by Super- 
intendent Conway and his deputies and 
associates. 





JAPANESE INDUSTRIAL LIFE 
INSURANCE 

Industrial life insurance in Japan is 
so highly developed that in volume it 
ranks next to the business being done 
division of the 
United States and Great Britain. Amer- 
ican students are interested in the sub- 


in that insurance in 


ject because since 1916 Industrial insur- 
ance in Japan has been a state monopoly. 

The policy is written at the post office 
which also collects the premiums. The 
amounts insured range from 20 yen to 
750 yen. There is no medical examina- 
tion, but selection against the insurance 
carrier is checked in the following way: 
first year of insurance, in 
case of death, only the premium paid is 
returned. If death occurs during the 
second year of the policy, one-half of 
the insured amount is paid to the bene- 
ficiary. Premiums are calculated on ba- 
sis of a Japanese 314% table, increased 
by 20%. Any person between 12 and 60 
years of age may be insured. There are 
two types of policies: Ordinary Life and 
Endowment Insurance. 


during the 


When in 1916 the state took over the - 


business and established a monopoly it 
was decided to go in for advertising on 
a great scale. One of the main features 
of the advertising campaign was a film, 
which was expressly manufactured for 
this purpose, and which demonstrated 
the advantages of such insurance and 
the misfortunes which might befall a 
family, the head of which was not in- 
sured. This film was shown in the 8,000 
which at that time had 
post offices, and the results surpassed 
the highest expectations. In 1926 there 
were in Japan 8,315,688 policies in force, 


communities, 


for a total amount of 1,054,000,000 yen, 
which gives an average amount of 127 
yen per policy. 

Out of the profits medical centers have 
been created in 48 cities and towns, and 
the insured may there obtain free ad- 
vice and examinations. The results of 
this organization are already noticeable, 
and an actual decrease in the mortality 
rate has been recorded. In 1925 there 
were 84,000 deaths, or about 1% of the 
assured, corresponding to the death rate 
for the age 41 in the American Mortal- 
ity Table. 

As can be expected, lapses are nu- 

For 1925 there were 576,500 of 
The advertising which has been 
concentrating on the selling of the policy 


merous. 
these. 


has not done anything to educate the 
public to the importance of keeping it in 
The system of payment at the 
post office which is the rule in Japan 
also is not so effective as collection by 
an agent at the house of the insured. 
An agent through a few may 
easily influence an insured to keep the 
policy in a case where the additional 
trouble for the policyholder to go to the 
post office may just be enough to in- 
duce him to let it lapse. 

The technical reserves and available 
funds are invested through the secretary 
of the treasury, who in turn uses them 
the communities. These 
bring an interest revenue of 5 to 54%. 

The private insurance companies have 
not suffered through the establishing of 
the government monopoly, for although 
they do not now have any policies under 
500 yen their business has considerably 
increased, and the intense advertising of 
the government has helped to develop 
the insurance idea generally and to the 
benefit of all carriers. 


force. 


words 


for loans to 





Miss Margaret Kehoe, of Herkimer, 
N. Y., who is busily engaged in prov- 
ing that one doesn’t have to be a man 
to be a successful surety agent, recently 
added to her production laurels by writ- 
ing a $60,000 appeal bond, carrying a 
premium of $600. 

+ * 


_C. W. Van Beynum, head of the pub- 
lication division of the Travelers, is in 
Alaska. 


ee «+ 
G. W. Reynolds, manager of the 
Guardian, and recently elected presi- 


dent of the Crartered Insurance Insti- 


tute of Great Britain, is recovering from 
a severe attack of illness which followed 
the recent annual convention of the In- 
ig held in Newcastle-on-Tyne, Eng- 
and. 








The Human Side of I casio 

















M. CLARK TERRILL 








M. Clark Terrill, secretary of the 
Phoenix Mutual Life, has completed 
twenty years of service with the com- 
pany and the occasion was celebrated by 
a luncheon last week given by his sci- 
low officers and several visiting bran hh 
managers. Colonel D. Gordon Hunter, 
agency manager, presented Mr. Terrill 
with a beautifully bound leather volume 
inscribed, “The Heritage of Twenty 
Years.” Besides an attractive fly-leaf 
and foreword especially printed, the book 
contained personal letters, telegrams, en- 
grossed testimonials, and other expres- 
sions of congratulations and high esteem 
which bear the signatures of about five 
hundred men comprising the sales or 
field organization of the company 
throughout the entire country. 

During the luncheon at which Vice- 
President Winslow Russell presided 
Wallace N. Watson of Boston presented 
Mr. Terrill with a Hamilton watch, chain 
and penknife, the watch being engraved 
to show that it was presented in behalf 
of the branch office managers. Colonel 
D. Gordon Hunter made the trip from 
the camp of the 169th Regiment in Ni- 
antic to Hartford by plane in twenty- 
one minutes. Among other presentations 
was an attractive desk-set fountain pen 
from the employes of the agency de- 
partment in the home office. 

Mr. Terrill has been associated with 
the Phoenix Mutual Life ever since he 
was graduated from Yale University in 


1909. 
+ a 


Col. Howard P. Dunham, Connecticut 
insurance commissioner, was in the 
Mount Washington, N. H., train behind 
“Old Peppersass,” the first cog-wheel 
locomotive made, when it left the tracks 
and exploded in a fatal accident Sun- 
day. The train in which Colonel and 
Mrs. Dunham were riding narrowly es- 
caped destruction, as it broke loose and 
was nearly wrecked itself. The party 
was forced to climb down from a thirty- 
foot trestle called “Jacob’s Ladder,” and 
walk for three hours to get to the base 
of the mountain. The Dunhams were 
guests of the governors’ party which 
attended the ceremonies opening the 
season of the cog-wheel railroad to the 
top of the New Hampshire peak. Some 
others in the party were marooned over- 
night on the summit. The engine, “Old 
Peppersass,” made its first trip sixty 
years ago. It was brought back to make 
a last trip opening the season, but on 
the way down it ran wild and exploded, 
killing a newspaper cameraman and in- 
juring several other people. 


J. Dyer Simpson, assistant genera! 
manager of the Royal and the Liverpooi 
& London & Globe, was recently gues: 
of honor at a congratulatory dinner giv- 
en to him at the London Automobik 
Club. His hosts were his colleagues i: 
the London office of the Liverpool & 
London & Globe and the Central. A. E 
Marsden, London manager of the Liver 
pool & London & Globe, on behalf o/ 
the subscribers to the dinner presente: 
Mr. Simpson with a set of English cu 
glass decanters. Mr. Simpson, who i 
well known in the United States ani! 
Canada, made many friends while i 
London before being transferred to Liy- 
erpool. Among those who made speech- 
es were Archibald Brown, London acci 
dent manager, and Clement Speed, Wesi 
End manager. 

* * 

E. E. Rhodes, vice-president of the 
Mutual Benefit Life of Newark, has that 
rare gift of being able to master an, 
subjects to which he turns his mini. 
When the Mutual Benefit decided ‘o 
build its new home office which tops 
one of the hills in the residence sec- 
tion of Newark, Mr. Rhodes undertook 
to inform himself on most of the tech- 
nical phases of building and he actually 
studied architecture, construction engi- 
neering and similar subjects so as to 
be able to anticipate some of the build- 
ing problems as the company’s plans 
progressed. When the question of the 
use of steel or bronze for window 
frame came up, Mr. Rhodes figured that 
although bronze frames were much more 
costly to install the saving on periodical 
painting and care of steel frames was 
sufficient to pay for the bronze frames 
in thirteen years after which they would 
have paid for themselves and be clear 
of further maintenance. Another illus- 
tration of Mr. Rhodes mastery of 
building information involved an engi- 
neering question. The architect’s plans 
called for a deep trench in the base- 
ment to house the various pipes giving 
service to the building. Mr. Rhodes de- 
vised a plan of carrying these pipes 
overhead in the basement so that they 
will always be accessible for repairs or 
improvements. This type of construc- 
tion had never been used before but 
has since been adopted for other build 
ings. 

.: <e- % 

Arthur F. Hall, president of the Lin- 
coln National Life of Fort Wayne, !nd., 
is an aviation enthusiast and is presi- 
dent of the Fort Wayne Airport Com- 
mission. A certificate signed by Colonel 
Charles A. Lindbergh and Harry 
Guggenheim, president of the Dani 
Guggenheim Fund for the Promotion of 
Aeronautics, was recently awarded t: 
Lincoln National Life and presente’ to 
President Hall in recognition of t 
company’s unique roof-markers which 
were erected a year ago on the ! 
office building. Letters reading, “Lin< 
Life” and “Fort Wayne,” twelve 
high with a huge arrow pointing t 
air field are mounted on steel fro: 


work. 
* * * 


“Bert” Graham of the Metrop:‘itan 


Life, one of the best of the life 1 :sut- 
ance efficiency men, has returned ‘rom 
Europe. 

 —— 

Miss Marion H. McClench, of An’ Ar 
bor, Mich., daughter of the late W > 1am 
W. McClench, president of the \) ‘ssa- 
chusetts Mutual Life, and herself 0: ¢ of 
the leading insurance women 0! the 
Middle West, has been elected pres ‘ent 
of the National Federation of Bu: "¢ss 
and Professional Women’s Clubs. 

*x 

Ernest Sturm, chairman of the ! -_ 

omir- 


of the America Fore Companies, 2: 
panied by Mrs. Sturm, arrived in Eu- 
rope this week on the “Olympic. 
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Thank Yous 


I am going to devote my space this 


week to British personalities, British 
hospitalities and thank-yous. While 
abroad I had the enjoyable privilege of 
visiting numerous British insurance men 
at their homes, including the homes of 
Hugh Lewis, director of the Royal and 
L.& L. & G.; F. W. Pascoe Rutter of 
the London & Lancashire; and Sir James 
Hamilton of the Yorkshire. I was the 
luncheon guest of quite a number of in- 
surance men in London, including Nor- 
man Walker of the. British General 
(Commercial Union fleet); Hugh Mac- 
Nabb, Eagle, Star & British Dominions; 
Gwilym H. Lewis, of Sedgwick,- Collins 
& Co.; John H. Lewis, Lloyd’s; Matthew 
W. Drysdale, Lloyd’s; and G. J. M. Best, 
Prudential of Great Britain. It is im- 
possible to name all the British insur- 
ance men who extended courtesies to me, 
but these courtesies were greatly appre- 
ciated and I hope to reciprocate when 
they come across the big pond. 

| am going to start my acknowledg- 
ments by telling something about the 
personality of Hugh Lewis, with whom 
I spent more time than any. of the other 
insurance men. I had heard all about 
his dynamic qualities, but never before 
knew that he was so picturesque, color- 
ful and versatile. Mr. Lewis has a 
beautiful home in Birkenhead near 
Liverpool and another on the Island of 
Anglesey, Waies. The Wales home rests 
on a rocky sea coast. Mr. Lewis is not 
only an electric spark mentally but he 
cai keep up with most Americans of 
thiity physically. Every morning in 
Wales he took his house guests for a 
jaunt over fields and sand dunes, leading 
the party over barbed wire fences, scorn- 
ing roads if any rough climbing were to 
be done, and loving the breeze and the 
rain. Umbrellas are regarded as effemi- 
nate in the country places of Great Brit- 
ain and none of Mr. Lewis’ house guests 
had them. 


Among other accomplishments of Mr. 
Lewis, which include aeroplane piloting 
and riding a spirited horse over barriers, 
1s automobiling, and we went to Wales 
in his eighty-mile-an-hour Mercedes car. 

le is so musical that he frequently has 
Planists and violinists as guests and it 
was his custom every night in Wales to 
win up the evening with singing Brit- 
ish ballads in a clear, resonant, beauti- 
ful baritone. His guests join in the 
Tousing choruses whether they can sing 
or not. I have never seen a happier man 
than Hugh Lewis or one who is more 
thouchtful of guests or one guests would 
rather be with. He had a number of 
People to meet me at two lunches in 
the L.. & L. & G. dining room and at his 
‘unches the guests are always chosen to 
terest the visitor. At one of these 
lunches to me were the heads of the 
University of Liverpool, members of 

arliament, shipping men and_ indus- 
trialists, ; 

Although Mr. Lewis has resigned as 
8eneral manager of the L. & L. & G. he 














has plenty of things to keep him busy, 
including a number of important direc- 
torates. In every sense of the word he 
is a public-spirited citizen and has a 
delightful family. Two of his sons and 
a son-in-law are prominent in Lloyd’s, 
by the way. It is not known whether 
Mr. Lewis will live in Liverpool or in 
London in the future. My own guess is 
that eventually he will live in London. 
wuss 


Inviting Public to Enjoy Big Estates 


One thing I noticed in visiting British 
insurance men at their homes was that 
English men with large estates do not 
use them selfishly. They are willing at 
frequent intervals to turn them over to 
social welfare or other social organiza- 
tions of the middle class or the poor. 

I was particularly impressed with this 
while visiting Sir James Hamilton of the 
Yorkshire at his lovely place on the 
outskirts of the ancient city of York. 
Sir James and Lady Hamilton have a 
place which they have done a lot 
to beautify through professional land- 
scape gardening. For instance, at the 
back of their house they have construct- 
ed by bringing in different tvpes of 
stones, planting various kinds of trees, 
a sylvan retreat with a waterfall, pool, 
and unusual floral and foliage display. 
In fact, this particular spot is Japanese. 

One section of the estate is given 
over to tennis courts which a church so- 
ciety or a social club is permitted to 
use. On another part of their estate 
social welfare organizations and 
churches may give afternoon parties at 
many of which children atiend. If a 
church or a social welfare organization 
has the place for an afternoon it is 
customary for the church. organization 
to charge admission, the fee being one 
to three pennies so that the poor peo- 
ple will not think they are taking part 
in a charitable affair. Booths are put 
up for refreshments; ice cream cones 
are sold, and Punch and Judy shows 
held. In June Sir James Hamilton 
bought in a London department store a 
miniature switchback railroad .of the 
Coney Island type which is large enough 
to accommodate one small child and, of 
course, is not dangerous. Upon another 
occasion he purchased a miniature rail- 
road which runs several hundred yards. 

While attending a garden party at the 
home of F. W. Pascoe Rutter, governor 
of the London & Lancashire, at. his 
home at Coombe Ridge House, King- 
ston Hill near Wimbledon, I was tre- 
mendously interested to see that among 
other guests were 100 disabled soldiers 
brought there at Mr. Rutter’s invitation 
by the “Lest We Forget Association.” 
For his guests and for the disabled sol- 
diers Mr. Rutter provided a vaudeville 
show on his marvelous terraced lawn. 
At the conclusion of the party Mr. Rut- 
ter said to the guests and soldiers: 

“I would like to say how very pleased 
I have been to have had you here today 
to remind me a little of old times. I 
think, also, it has been useful that the 





staffs of the companies have come on 
the same day as the disabled soldiers. It 
has been rather a unique gathering. 
There will be appreciation on both sides 
—perhaps particularly on the part of the 
insurance staffs, because they will them- 
selves have seen what the aftermath of 
the war has meant to so many men, who 
still deserve and are entitled to all the 
sympathy and help that we can give 
them. And I hope that the soldiers and 
nurses from their hospitals today have 
enjoyed the afternoon nearly as much 
as I have their coming here today.” 

When Cardinal Wolsey entered into 
possession of Hampton Court he paid 
much attention to the drainage and 
water supply, and with the object of 
procuring the best possible supply, the 
springs at Coombe Hill (Mr. Rutter’s 
present home and a spot about three 
miles distant from Hampton Court), 
were collected in. conduits, or water- 
houses, whence the water was conveyed 
in a double set of strong leaden pipes. 

While visiting the home of Hugh 
Lewis at Birkenhead near Liverpool 
there was a tremendous crowd of women 
at a tea party. Upon being introduced 
to several of them I found it was an 
affair given to the British Women’s 
Temperance Association by Mrs. Lewis. 
From the Lewis home on a clear day 
one can see all the way cross country 
to the mountains of Wales. 


* x * 


Pascoe Rutter’s Cloistered Office 


I desire to congratulate F. W. Pascoe 
Rutter, governor of the London & Lan- 
cashire, upon his good fortune in having 
such a cloistered and unusually interest- 
ing private office in the building of the 
London & Lancashire in Chancery Lane, 
London. So quiet and serene is his of- 
fice that Mr. Rutter might be a thou- 
sand miles from London and yet he is 
only a stone’s throw from Fleet Street 
and a short distance from the Bank of 
England around which cluster most of 
the insurance offices. Mr. Rutter can 
get up from his desk, walk a few feet 
back and seem to be completely sur- 
rounded by trees, the leaves and 
branches of which almost poke them- 
selves into his windows. Back of him is 
a church and the building on the right 
is the Public Record Office and Museum 


-in which are to be found some of Eng- 


land’s most historical documents. 


For instance, in the Public Record Of- 
fice is the Domesday Book which anti- 
quarians from all parts of the world 
come to see. Domesday Book is the out- 
come of a general survey of England or- 
dered by William the Conqueror for fis- 
cal purposes at the end of 1085. Royal 
commissioners were sent to different 
parts of the country to conduct the nec- 
essary inquiries in the county or hun- 
dred courts. Their returns were for- 
warded to Winchester and there digest- 
ed, county by county, under the names 
of the different landowners. The com- 
pilation was originally called the Book 
of Winchester but as éarly as the 
twelfth century it had acquired the 
name of “Domesday,” “the day of judg- 
ment by metaphor,” because there was 
no appeal from it. In the Public Record 
Office there are many Parliamentary 
writs and charters, early Tudor and 
other documents, as well as ancient mis- 
cellaneous objects. 


The London & Lancashire house was 
formerly the site of Serjeants’ Inn, an 
hostelry famous for several centuries 
dating back to the fourteenth century. 
The writer has in his possession a copy 
of a book, “Old Serjeants’ Inn,” which 
gives the complete history of the inn and 
the famous personalities and Lord Jus- 
tices who frequented it. The present 
owner of Serjeants’ Inn is the Law 
Union & Rock, one of the London & 
Lancashire companies. The Law Union 
& Rock is an amalgamation of the 
Crown Office, the Law Union and the 
Rock, the Rock having been established 
in 1806, the Crown in 1825, and the Law 
Union in 1854. For about half a century 


the offices of the Law Union were in 
Chancery Lane, opposite Serjeants’ Inn. 

Chancery Lane, which contains many 
law offices and is rich in law tra- 
dition,’ is supposed to have been 
named after a Bishop of Chichester who 
was Chancellor in 1292. In Serjeants’ 
Inn was held the judicial commission to 
settle the boundaries of London after the 
Great Fire of 1666. 


* * * 


Oscar Pentice’s Trip Around the 
World 

While visiting Hugh Lewis in Wales 
I was delighted to find that one of the 
guests was Oscar Prentice, who runs the 
Sea Insurance Co., of Liverpool, and is 
very prominent in Liverpool marine cir- 
cles. He is one of the wittiest and 
sagest of British insurance men and be- 
ing one of the youngest of the managers 
has still further honors before him 
which he undoubtedly will win. 

The Sea is an independent company, 
not being affiliated with a group. Of 
course, many attempts have been made 
to buy it but it is doubtful whether it 
will be purchased because some time ago 
when the shares tripled in value not a 
single shareholder would part with his 
share. The company was founded by the 
Ismay family and Bruce Ismay, once 
very prominent in international shipping, 
was for years a director. When it was 
decided that the Sea should write all 
kinds of insurance after having been a 
strictly marine insurance company since 
its inception, Mr. Ismay resigned from 
the board as he was a director and 
stockholder in the Liverpool & London 
& Globe and it was not possible for him 
to be a director in two companies writ- 
ing all kinds of insurance. 

Some years ago Mr. Prentice was in- 
structed by the board of the Sea to make 
a ‘round-the-world trip travelling as 
much as possible in native ships in order 
that he might have a world view of ma- 
rine and shipping conditions. He was 
away about three-quarters of a year, had 
many adventures and at the present time 
is one of the best posted marine insur- 
ance men in the world. He has a fine 
home in Birkenhead, two lovely children 
and a magnificent art gallery. 

* * * 


Metropolitan Life Not Aggressive 

During my visit to London I went 
through the offices of the Metropolitan 
Life in Bush House, Aldwych, and had 
the pleasure of discussing group condi- 
tions in Europe with E. A. Tomlinson, 
an enterprising and successful New 
Yorker who is now European manager 
of the Metropolitan. The Metropolitan 
offices are in one of the most modern 
buildings in London and attractive in 
every aspect. 

The Metropolitan Life is making 
steady progress in group insurance; is 
conducting its affairs in Great Britain 
very wisely; is not trying to rush the 
British or revolutionize conditions or to 
force its way by aggressive American 
salesmanship methods; there is a tactful 
conformation to customs; the British 
are not rubbed the wrong way in any 
respect, and at the same time enough 
American methods are used to adjust a 
very nice balance between the methods 
of salesmanship in the two countries. My . 
own opinion is that the business of the 
Metropolitan Life in Great Britain will 
grow constantly, steadily and along the 
best lines. Each year will see the com- 
pany stronger. 

While in London I had lunch with A. 
C. Campbell, third vice-president, who 
had come over from Paris where he is 
now making his headquarters and where 
he has made a survey of the European 
situation, the Metropolitan Life having 
decided to enter several continental 
countries. Mr. Tomlinson and some 
others from the Metropolitan’s British 
office were at the lunch which happened 
to take place in the Cheshire Cheese, 
made famous by Boswell, Johnson and 
others. Incidentally, on the ground floor 


was General Charles G. Dawes, the Am- 
erican ambassador, who stopped eating 


(Continued on Page 42) 
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FIRE INSURANCE 














Fred P. Hamilton Made 
President Of Queen 


LONG CAREER IN THE BUSINESS 





He Succeeds N. S. Bartow Who Began 
With Company As Office Boy; 
Other Promotions 





N. S. Bartow, who began his business 
career with the Queen Insurance Co., as 
an office boy and has never worked for 
any other company, resigned the presi- 
dency of that company this week as he 
has not been in good health for some 
time and his physicians prescribe a rest. 





NEVETT S. BARTOW 


He is succeeded by Frederick P. Hamil- 
ton who has been vice-president and 
joint manager of the company in Chi- 
cago. 

The new president of the Queen In- 
surance Co. has devoted his entire life to 
fire insurance following his entry in the 
business more than four decades ago as 
an office boy with an agency firm in New 
York. To the long list of boys brought 
up in Hartford, the great insurance cen- 
ter which has furnished so many out- 
standing men to the business, can be 
added the name of Fred Hamilton. Mr. 
Hamilton has never severed his connec- 
tion with Connecticut as he has a farm 
at Coventry, fifteen miles east of Hart- 
ford, where he spends some time each 
summer. Farming, in fact, is his hobby. 

Carried Mail to Post Office 

Among the first duties that Mr. Ham- 
ilton had as an office boy in an agency 
office in New York was carrying mail to 
the post office in the Federal building at 
Park Row and’ Broadway. This old build- 


ing looked just as shabby at that time 


as it does now. 

The first company for which Mr. Ham- 
ilton worked was the Commercial Union 
where hé was an examiner. He rose to 
have charge of the underwriting under 
the executive officers and was with the 
company for ten years. From there he 
went to the New York Underwriters’ 
Agency for five years where he was in 
charge of the Eastern department. La- 
ter, he went with two other companies 
and had tough luck because of a pair of 
conflagrations. He was assistant secre- 
tary of the old American of New York 
which decided it had enough following 
the Jacksonville fire. Next he was gen- 
eral agent of the Manchester which re- 


tired from the American field following 
the Baltimore conflagration in 1904. . 

Just about a quarter of a century ago 
Mr. Hamilton went with the Queen. At 
the time he was general agent of the 
Eastern department. Then he was made 
secretary from which post he was ele- 
vated to the vice-presidency. He went 
to Chicago some time ago and in the 
west was on numerous committees at 
various times. At the present time he 
is chairman of the governing committee 
of. the Union. He is on the committee 
of nine and on the publicity committee. 
During his earlier days in the east he 
was at one time president of the Sub- 
urban Fire Insurance Exchange. 

Frank E. Jenkins, who has been elect- 
ed vice-president, is one of the best- 
known insurance men in the east. At 
one time he was a very popular field 
man in New York state. The new sec- 
ond vice-president of the company is 
Sigourney F. Nininger, who is also sec- 
retary of the Queen. He retains the 
office of secretary as well. He is rec- 
ognized as a man of considerable ability. 


A Hard Working Executive 


N. S. Bartow has been one of the 
hardest working insurance men in the 
United States. He is one of those -mod- 
est, conservative, conscientious, able un- 
derwriters who have done fine work for 
the business, which service has been rec- 
ognized in various ways by other execu- 
tives, one honor given to him being the 
vice-presidency of the National Board of 
Fire Underwriters. He held this for 
two terms and could have been president 
but decided that his health did not war- 
rant taking on the added duties. He 
went with the old Queen of Liverpool 
in 1884 and when the Royal bought that 
company and organized the Queen of 
America he remained with it. The board 
of directors of the Queen passed a reso- 
lution this week highly praising Mr. Bar- 
tow’s work with the company. 





MADE SYRACUSE SPECIALS 
Paul C. Lambert of Camden, N. Y., 
and R. O. Reid, of Hartford, Conn., have 
been appointed special agents of the 
Travelers Fire in the Syracuse branch 
office territory. Mr. Lambert and Mr. 
Reid will be associated in their new 
work with P. D. Fogg, manager for the 
Travelers Fire in eastern and central 
New York state. 

Before Mr. Lambert became asso- 
ciated with the Travelers he was con- 
nected for nine years with the New 
York Fire Insurance Rating Board. 
Prior to Mr. Reid’s appointment at 
Syracuse, he was an examiner in the 
home office underwriting division the 
Travelers Fire. 





Henry J. Goldberg and M. Sanford 
Weil have been elected vice-presidents 
of Spear & Co., 225 Fifth avenue, New 
York, insurance and real estate. 














No armor is strong enough 


to withstand the flaming sword of lightning. It goes 
hither and yon. No house is safe against its might. 


N MID flashes and crashes. 


But there is one defense that this sword cannot pierce— 
the right kind of insurance. A New Brunswick Fire Insur- 
ance Company policy with the lightning clause attached can 
nullify financial loss from lightning. 


Why not tell your friends and clients that a New 
Brunswick policy will protect their homes against lightning 


as well as fire from other causes? 


This will help to 


strengthen the bond between you and your customers. 





Nhe 





NEW YORK OFFICE 59 MAIDEN LANE 
wired kurt, New Brunswick. 
FIRE INSURANCE COMPANY 
il RO A 








JAPANESE COMPANIES GROW 





Cutting Down Income of Foreign Com- 
panies in Island Empire; Can Write 
Biggest Risks Without Going 
Outside 

Foreign companies doing business in 
Japan are complaining of a drop in in- 
come growing more noticeable each year. 
This is because of the increasing Japa- 
nese consciousness of the industrial and 
business people. There are fifty Japanese 
companies and the biggest of them have 
reached a point where they can under- 
write the biggest risks without outside 
assistance. There are fifty-two compa- 
nies in Japan whose head offices are in 
countries outside of the island empire. 





SPRINGFIELD DOMINION MGR. 


W. E. Findlay has been appointed 
Canadian manager for the Springfield 
Fire & Marine and the Sentinel, which 
are operating in the Dominion with one 
department. Headquarters will be at 
Montreal. Mr. Findlay resigns as Cana- 
dian manager for the Niagara and Mary- 
land. 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Head Office: 


J. A. KELSEY,President 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 


Statement December 31, 1928 


1,259,672.50 

276,930.00 
2,067,114.70 
4,603,717.20 





TRANSFERRED TO N. J. 





E. W. T. Gray, Jr., Has Been a Special 
Agent of the Travelers Fire 
At 55 John Street, N. Y. 

E. W. T. Gray, Jr., who has been a 
special agent of the Travelers Fire, with 
headquarters in the Travelers, 55 John 
Street branch, office, New York, has been 
transferred in that capacity to Newark, 
N. J., where he will be associated with 
Herbert L. Denny, manager in New Jer- 
sey for the company, except Camden 
County, which is part of the Travelers 
Philadelphia, Pa., area. After complet- 
ing the home office training school 
course, Mr. Gray became a special agent 
in New York where he was associated 
with Manager F. W. Kentner, on De- 
cember 24, 1926. Prior to that, he had 
been connected with the Johnson & Hig- 
gins agency in New York. He is a na- 
tive of New Jersey. 





HAS AERONAUTIC POST 


John M. Vorys, Son of Well-Known In- 
surance Lawyer, Appointed by 
Governor of Ohio 
Governor Cooper of Ohio has appvoint- 
ed John M. Vorys, son of Arthur I 
Vorys, well-known insurance lawy:r 0 





Columbus, Ohio, director of aeroneutics 
of Ohio. 
Mr. Vorys has been a member o! the 


Ohio House of Representatives an! of 


the Senate but more recently he has 
been practicing law in Columbus. His 
flying experience was gained durin the 
War as a member of the Yale ‘ying 
unit and, in 1926, he was offere: the 
position of assistant secretary of waf 
for aviation in the federal govern:ient, 


but he declined. 





Russell Jacobs, an insurance age’t 1 
Coshocton, Ohio, is a large stockho 
in the Coshocton Flying Service, ! 
and does considerable flying in a 15! 
V-type eight cylinder engine plane. 
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Yorkshire’s World-Wide Building Program 


Company Now Has Fine Structures In Many Parts Of Canada, Australia, New Zealand, South Africa 
And Great Britain; Chairman Sir James Hamilton’s Insurance Optimism; 
Building Ventures Profitable 


By CLARENCE AXMAN 


York, England, July 7—This is a 
topsy-turvy and a strange world in 
which the most inexplicable things hap- 
pen and paradoxes abound. And that 
may account for the fact that in York, 
one of the dwelling places of the Caesars 





SIR JAMES HAMILTON 


of Rome, once the seat of the British 
Empire, and a town in which a Roman 
wall built by the Emperor Trajan in the 
year A. D. 109 still stands, there is an 
insurance company which is leading the 
insurance world at the present time in 
an expansion program of building or 
leasine edifices. These buildings house 
the Yorkshire in various parts of the 
world 
_ Incidentally, The Eastern Underwriter 
8 informed by Sir James Hamilton, who 
directs the destinies of the Yorkshire 
fleet, ‘hat the company is making 61%4% 
Profit on its building ventures. 
The Buildings 

In brief here is what the Yorkshire 
has done in the way of building or leas- 
ing st:uctures already built during a pe- 
tiod of a very few years: 

Vancouver, British Columbia: A ten 
story juilding which it had built itself. 
Montreal—tTen stories. 

Manchester, England—Seven stories. 
wilt « year ago. 

Sydi ‘y, Australia—Eleven stories. 
Mel! ourne, Australia—Nine stories. 
Auckland, New Zealand.—Eight sto- 
nes, a very handsome structure. 

Christ Church, New Zealand—aAI- 
Fis an old building, making it up-to- 
ate, 


Cape Town, South Africa—Built an 

addition, 

Natai, South Africa—Entirely new 

five Story building. 

Bristol, England.—Three stories. 
Belfast, Ireland—Bought a building. 
aris, France—Five stories. 
Johannesburg, South Africa. — Ob- 

4ined possession of building several 

Years old, 


Dublin, Ireland—Four stories. 


London.—Got possession of building at 
No. 66 Cornhill street. 

Glasgow, Scotland.—Three stories. 

Liverpool—Company recently obtained 
possession of an exceedingly attractive 
building. 


Why the Company Has Embarked 

on Building Program 

It is reported that the company will 
build or obtain some other buildings in 
other parts of the world. In a talk with 
The Eastern Underwriter Sir James 
Hamilton said: 

“As to our building program I sim- 
ply desire to say this: We have every 
confidence in the future of insurance, 
and that includes fire insurance about 
which there are people in some sections 
of the globe who appear to be pessi- 
mistic, but about which I am anything 
but pessimistic. Believing so firmly in 


the business of insurance and the York- 


shire being such an active and success- 
ful factor in international insurance we 
are doing what we can in various com- 
munities to associate ourselves with 
those communities and to stamp the 
Yorkshire impress in the best visible 
form. The Yorkshire buildings are not 
only good, continuous advertisement of 
the Yorkshire, but often compare fa- 
vorably with any building in a city 
where they are located. Incidentally, the 
buildings constitute a profitable invest- 
ment.” 
Antiquarianism 


An anomaly is that in the city of York 
itself the Yorxshire’s home is one of the 
most modest of all the buildings as it is 
only two stories high. An American 
would think that a company having the 
world-wide prestige of the Yorkshire, 
and having such prestige in iis own home 
town that other british companies hesi- 
tated for years before having offices 
there, would put up the largest building 
in the city, but that would show ignor- 
ance of British psychology, tradition and 
customs. The old building at York has 
done satisfactory service for decades and 
the directors of the company would hesi- 
tate long before tearing down such a 
historic landmark. About such buildings 
cling traditions which make them very 
much beloved by those who work in 
them as well as by the community. 


Piercing the Old Roman Wall 


To illustrate the affection which peo- 
ple in such old communities as York 
cling to traditions and revere the past, 
the Yorkshire many years ago decided 
to put in a modern piping system and 
in order to-do so it was necessary to 
bore a small hole in part of the Roman 
wall which is in the basement of the 
building; in fact, the Yorkshire’s build- 
ing stands in part over a section of the 
ancient wall. 

When news that the wall was to be 
penetrated reached the ears of one of 
the antiquarians of. York he made a tre- 
mendous protest, served notice on 
Chairman Sir James Hamilton that he 
would fight this to the last ditch, and 
even talked of going to the authorities 
to prevent “the outrage.” And this de- 
spite the fact that the Yorkshire’s wall 
is hidden from sight, is in the basement 
of the building, while in other parts of 
York the wall rises to such heights and 
with such grandeur that it is visited by 
tourists from all parts of the world as 
one of the chief antiquarian sights to be 
seen anywhere. 

As the pipe penetration was to con- 


sist only of boring a small hole or two, 
ir James, who has a sense of humor, 
® waited until the antiquarian left the city, 
and gave orders that the penetration be 
made and the pipe built. Even at the 
present time this antiquarian holds in- 
dignation meetings with himself and no 
longer bows to Sir James when he meets 
him on the street. 


Brief History of the Yorkshire 


A brief history of the Yorkshire fol- 
lows: 

The Yorkshire was formed in June, 
1824, at a meeting which took place in 
the “York Tavern” in St. Helen’s Square. 
On July 26, 1824, the first general meet- 
ing was held and the capital was fixed 
at not less than £500,000 in £50 shares. 
A deposit of 5% was to be made for 
each share on application, and the di- 
rectors had power to call for such fur- 


shire itself pays the premiums as it is 
keeping the policy in force for senti- 
mental reasons. 

Among the eminent chairmen who 
have held the office is the late Lord 
be om seg who had the post from 1886 to 
1912. 

The Yorkshire has absorbed a num- 
ber of companies and when it took the 
Lion in 1902 it considerably enlarged its 
activities in the foreign and Colonial 
fields. 

In 1919 Sir James Hamilton was 
elected to the board and in 1922 was 
made managing director of the company. 
Lord Wenlock, by the way, and Sir 
James-Hamilton personally made the ar- 
rangements to enter the company in the 
United States field when they called on 
the old firm of Frank & Dubois of New 
York and its underwriting manager, E. 
B. Boyd. That was in 1911. 





A Scene in York, England 


ther deposits when they saw occasion to 


do so. The last annual report of the 
Yorkshire shows that only a small part 
of the £500,000 was actually paid in. 
In order to cover the charges for es- 
tablishing the company and the first 


year’s expenses each share-owner made 
a cash deposit of five shillings for each 


share, the statement being made that 
this was to help build up surplus. 

Most of the directors were local men 
bearing well-known and honored names. 


There was no promotion money, no 


commission allowed on placing of shares, 
and the confidence in the company was 
shown by the fact that at the outset it 
was resolved that interest at 4% be 
annually paid to the share-owners. 
Incidentally, ever since the formation 
of the Yorkshire Insurance Co. a mem- 
ber of the family of Gray of Gray’s 
Court has served on the board, and Ed- 
win Gray, grandson of a member of this 
distinguished family, held the position of 
chairman of the board at the time of 
the company’s centenary in 1924. The 
directors met every Saturday and those 
who were late forfeited a fee. 
Policy in Force Continuously Since 1824 
In December, 1824, a fire policy was 
taken out on a public house known as 
“Jacob’s Well,” the insurance being for 
$500. This policy is still in force. “Ja- 
cob’s Well” is now used as a parish 
room in connection with the Church of 
Holy Trinity. Incidentally, the York- 


The list of companies which have been 
acquired by the Yorkshire follows: 

North of England Fire Insurance Co. 
Ltd. 


Commercial Insurance Co. of Ireland. 
Lion Insurance Co. Ltd. 


National Assurance Co. of Ireland. 


Hastings Plate Glass Insurance Co. 
Ltd. 

British Crown Plate Glass Insurance 
Co. Ltd. 

ae London Plate Glass Insurance Co. 
Ltd. 

The Hibernian Plate Glass Insurance 
Co. Ltd. 

Irish Vehicle. Owners’ 
Ltd. 

Newcastle and District Plate Glass In- 
surance Co. Ltd. 

Live Stock and General Insurance Co. 
of New Zealand. 

United Legal 
Society Ltd. 

—T and General Insurance Co. 
Ltd. 

Celtic Insurance Co. Ltd. 

London and Provincial Marine and 
General Insurance Co. Ltd. 

Scottish Boiler and General Insurance 
Co. Ltd. 

Premier Insurance Co. Ltd. 

Guarantee Society Ltd. 

Ulster Marine Insurance Co. Ltd. 

National Safe Deposit Co. Ltd. 


(Continued on Page 35) 


Accident Co. 


Indemnity Insurance 
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New Edition of Book 
By Riegel and Loman 


REVIEW INSURANCE PRACTICE 





Two U. of P. Professors Revise Work 
On “Insurance”; What They Say 
of Subrogation 





A revised edition of “Insurance— 
Principles and Practices,” by Robert 
Riegel, Ph.D., professor of insurance 
and statistics at the Wharton School of 
Finance, University of Pennsylvania, and 
H. J. Loman, Ph.D., professor of insur- 
ance at the Wharton School, has been 
published by the Prentice-Hall Co. of 
New York. It is dedicated to Professor 
S. S. Huebner. The price of the volume 
is $6. EW 

The book is a valuable contribution to 
insurance literature and consists of 690 
pages. The main subdivisions are: Part 
I—Insurance in General; Part I1—Per- 
sonal Insurance; Part III—Liability and 
‘Compensation Insurance; Part IV—Fire 
Insurance; Part V—Marine Insurance, 
and Part VI—Other Forms of Casualty 
Insurance. 

Discussion of “Subrogation” 


Under the head of “Subrogation,” the 
following information is given as an ex- 
ample of how subjects of interest to fire 
insurance people are discussed: 

Subrogation 

In this connection it must be borne in 
mind that subrogation is a settled prin- 
ciple of insurance. The policy also spe- 
cifically provides that “This company 
may require from the insured an assign- 
ment of all right of recovery against any 
party for loss or damage to the extent 
that payment therefor is made by this 
company,” and. “On payment of such 
mortgagee of any sum for loss or dam- 
age hereunder, if this company shall 
claim that as to the mortgagor or Owner, 
no liability existed, it shall, to the ex- 

_ tent of such payment be subrogated to 
the mortgagee’s right of recovery and 
claim upon the collateral of the mortgage 
debt, but without impairing the mortga- 
gee’s right to sue, or it may pay the 
mortgage debt and require an assign- 
ment thereof and of the mortgage.” The 
right of subrogation may be defined as 
the right of an insurance company, after 
paying a loss to the insured, to acquire 
all rights possessed by the insured 
against third parties which are related 
to such loss. These rights may be legal, 
contractual, or equitable. 

Collecting Debt From Mortgagors 

One very common right is the right 
of a mortgagee who is insured under a 
separate policy to collect his debt from 
the mortgagor. Suppose a property worth 
$10,000 serves as security for a debt of 
$8,000 and that a loss of $4,000 takes 
place. Naturally, since the security of 
the mortgagee has been decreased by 
nearly one-half, he expects to be, and 
is, reimbursed by the insurance company. 
But the mortgagee still has the right to 
collect his debt from the debtor, and 
to permit him to retain this right would 
be to permit him to collect the same 
debt twice. Therefore, by the principle 
of subrogation, the right to $4,000 is 
transferred to the insurance company 
which has paid the loss. A similar situa- 
tion arises where the mortgagor and 


mortgagee are protected by a policy is- . 


sued to the mortgagor with the endorse- 
ment of a mortgage clause and the pol- 
icy becomes void as to the mortgagor, 
but is in full force as regards the mort- 
gagee. The company makes payment to 
the mortgagee to the amount of the 
damage and receives an assignment of 
his rights to that extent, or pays the 
full amount of the debt and receives an 
assignment of the entire debt and mort- 
gage. The policy provides that rights 


of the mortgagee are not to be preju- 
diced by this method of settlement. 
Third Party Negligence 
Another example of the right of sub- 
rogation 


is. found where the fire is 


caused by the negligence of a third 
party, for which negligence the party 
whose property is damaged may recover 
at law. If the person damaged collects 
from the insurance company, however, 
the right to recover from the negligent 
third party passes to the insurance, com- 
pany. A policy of insurance issued to a 
tobacco company covered, among other 
items, several thousand dollars worth of 
unused internal revenue stamps. These, 
with other property, were lost and the 
insurance company paid the loss. Under 
United States’ statutes the stamps were 
redeemable from the United States Gov- 
ernment, and the underwriters, having 
paid the loss, claimed and received reim- 
bursement from the Government. There 
are two principles upon which the doc- 
trine of subrogation rests: (1) that the 
wrongdoer should suffer the loss, which 
is applicable only to cases involving fault, 
and (2) that the insured is not entitled 
to more than indemnity. 





C..T. DEATRICK RETIRES 





Veteran State Agent of Home Insurance 
Co.; H. H. Chittenden Is His 
Successor 

One of the best known of all state 
agents, a veteran of the veterans, is C. 
T. Deatrick, state agent of the Home 
in Ohio. It is just announced that he 
has retired. He went into the insurance 
business in 1875 with his father who was 
an agent. He became special agent of 
the Home in 1881; and in 1903 became 
State agent. His service with the Home 
has extended for fifty-four years. H. H. 
Chittenden succeeds him. He was for- 
merly state agent in Kentucky. In 1924 
he became special in Ohio for the Home 
under Mr. Deatrick. 





APPOINTED A JUDGE 
John G. Leake, a prominent insurance 
man of Frankfort, Ky., has been ap- 
pointed judge of the Simpson County 
court. He succeeds the late Judge V. D. 
Hammond. 


An Insurance Agent Is 
Charged With Coercion 

THREAT TO FOOTBALL PLAYERS 

Charged They Were Threatened if They 


Did Not Buy Insurance When They 
Got Free Rides to Games 











What is believed to be the most un- 
usual complaint ever entered in the an- 
nals of the Oklahoma state insurance de- 
partment was filed recently against C. C. 
Allard, insurance agent of Grandfield. 
The complainant alleges that Allard of- 
fered all high school football players in 
the town free trips in his motor car to 
all out of town games, provided each 
would purchase an insurance policy from 
him. To those who refused he wrote 
letters calling them slackers and accus- 
ing them of not doing their duty. At 
least, that’s the accusation made by A. 
L. Roark, secretary of the insurance 
board. 

The defendant is also charged with 
offering to give a policy to one member 
of a family, providing other members 
would take out policies. 

“If it cost the players to make the 
trips out of town and the agent offered 
to take them free, such action might 
technically be determined by the board 
to come under the insurance law pro- 
hibiting reduction on premiums or spe- 
cial favors,” Mr. Rorak explained. “The 
question has never come before the 
board previously and is a puzzling one to 
solve.” 

A hearing will be conducted in the 
near future. 





H. MOORE MADE FIELD SUP’T 

Harold Moore of Springfield, Ky., who 
represented the Kentucky Central Life 
and Accident in that city for several 
years has been promoted to field super- 
intendent of the West Louisville dis- 
trict and will make his home in Louis- 
ville. 








Chanin Building 


CARL SCHREINER 


Chairman Executive Committee 


Capital $1,000,000 


All Risk Furs & Jewelry 











Germanic Fire 


Insurance Company 
of NewYork 


JAMES A. BEHA 
Chairman of the Board 


NORMAN T. ROBERTSON 


President 
HARRY A. GRANT H. E. ECKHOFF E. A. MORRELL 
Vice-President Treasurer Secretary 
Directors 
Cc. EB. Albright Julian M. Gerard R. H. Joh N T. Robertson 
Harold G. Aron Charles H. Gristede Leo Kaufmann Carl Schreiner 
James A. Beha Basil Harris Herman A. Metz Jesse Spier 
William H. Brudi August Heckscher Rudolf Pagenstecher Mason B. Starring, Jr. 
H. E. Eckhoff Oscar Heyman A. Portfolio Max L. Teich 


John W. Van Allen 








Writing 
Fire Tornado Rents Automobile 
Fine Arts Parcel Post Inland Marine Registered Mail 
Tourist Baggage Transportation Floaters Use & Occupancy 


Opportunities for Progressive Agents in Profitable Cities and Towns 


New York City 


HAROLD G. ARON 


Chairman Finance Committee 





Surplus $1,500,000 


Riot & Civil Commotion 











Great Eastern Fire 
Capital Subscribed 


ALLAN C. STEVENS PRESIDENT 





White Plains Company Will Have [e- 
sources of $525,000; Local Agents 
Are Stockholders 





The Great Eastern Fire of White 
Plains, N. Y., has been formed with 
Frederick H. Hurdman as chairman of 
the board and Allan C. Stevens as pr: si- 
dent. The home offices are to be loca!ed 
in the Peoples Bank building at W/i ite 
Plains. The entire capital has been sub- 
scribed and the company will begin busi- 
ness about September 1. Capitalization 
consists of 25,000 shares of $10 par value, 
which were sold for $21 each, makine a 
capital of $250,000, surplus of $250.00 
and $25,000 for organization expenses. 

Formation of the Great Eastern i‘ire 
is the result of suggestions that an in- 
surance company should have its home 
office in the White Plains section of 
Westchester County. The company was 
organized by a group of well-known lo- 
cal agents and it will have for the most 
part agents as stockholders. Seventy 
agents have already purchased stock in 
the company and will act as its repre- 
sentatives. 

Following is a list of the directors of 
the Great Eastern: 

Frederick H. Hurdman, of Hurdman and 
Cranston, Accountants, N. Y. C. 

J. Crawford Stevens, president, Westchester 
Title & Trust Co., White Plains. 

L. Ward Prince, president, Prince & Ripley, 


Inc., Real Estate, New York City and West- 
chester County. 

Charles C. Fenno, attorney, White Plains. 

David Roberts, president, John D. Wyeth & 
Co., Insurance, N. Y. C, 

Allan C. Stevens, president, Knox, Lent & 
Stevens, insurance agents, White. Plains. 

Sidney Goldsmith, president, New Rochelle 
Agency, Insurance Agents, New Rochelle. 

Philip A. Murray, president, P. A. Murray 
Agency, insurance’ agents, Mount Vernon, N. Y. 

Leonard W. Thompson, president, Charles 
Wilson & Co., insurance agents, New Haven, 
Conn. 

Charles Hoyt Smith, president, Marshall & 
Sterling, Inc., insurance agents, Poughkeepsie, 
Mx, 

William J. Richards, president, C. O. Rich- 
ards -& Son, Inc., insurance agents, Syracuse, 
sie 

Thomas F. Foley, real estate and appraiser, 
White Plains. 

Arthur C. McGowan, of Thomas H. Mc- 
Gowan Co., New York City. 


Career of A. C. Stevens 


Allan C. Stevens, who is the man be- 
hind the Great Eastern Fire, has long 
been known to the insurance fraternity 
throughout New England and the Mid- 
dle Atlantic States, having served for 
twenty-two years in this field and having 
been actively associated with insurance 
men from both the home offices aid the 
local agencies. He is now presidcnt of 
Knox, Lent and Stevens. 


Mr. Stevens has devoted his entire 
business life to the insurance fic! |, be- 
ginning in 1908 as office boy aid file 


clerk with the Home Insurance (>. He 


passed through the accounting a: ! sta- 
tistical department, was an unde: writer 
for the Home for three years, joi: d the 


Phoenix of London as underwrite’, was 


promoted to special agent and t: .veled 
the New York Suburban territor: until 
the World War. He served ei ‘fiteet 
months overseas with the 306th Fic id At 


tillery and upon his return was fe 
employed by the Phoenix of Lon: on 4s 
special agent for Connecticut an‘ 
ern Massachusetts. In January, 1°71, he 


joined the insurance agency of Ti) betts, 
Prince and Ripley in White Plains. This 
company was succeeded in May, 1'22, by 


the new firm of Knox, Lent and S ho 
with Mr. Stevens as its president, whic 
position he still holds. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
: JANUARY 1, 1929, STATEMENTS 





NEAL BASSETT, President JOHN KAY, Vice-President and ‘freasurer 
A. i. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President. -— 


ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY 
OF NEWARK, N. J. 


SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  $19,562,549.89  $13,500,000.00  $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, boeaiy >A Ma 'y = [© eee V.-Pres’t ARCHIBALD KEMP, 2d Vv. -Pres’t 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.06 $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 





NEAL beoa President JOHN KAY, Vice-Pres’t and Treasurer 
. HASSINGER, Vice-Pres’t WELLS 7 Bo EE Ma t ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS % eAaen TT, bins Pres’t ARCHIBALD KEMP” 2d Vice-Pres’t 


Naan ee FRAN KLIN FIRE INS. CO. 
F PITTSBURGH, 


$ 5,021,040.53 $ 2,502,743.59 $ 1,000, 000. 00 $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, yo Sa 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ont nS T. catalase V.-Pres’t ARCHIBALD KEMP, 2d V. 


SUPERIOR FIRE INSURAN CE CO. 


PITTSBURGH, P. 


$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000. 00 $ 1,345,010.75 § $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. -Pros' aaa YT ara V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA F FIRE I E INSURAN CE CO. 
$ 5,359,804.52 $ 2,486,092.08 “$1 1,000,000.00 $ 1,873,712.44  $ 2,873,712.44 © 





CHARLES L. JACKMAN, President NEAL BASSETT, — 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ~~; ELLs T. TS = ead dale V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 


$ 666,598.88 $ 196.08  $- 300,000.00 $ 366,402.80 | $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President BURTON, Vice-Pres’t 


; Ss. WM. 
E. J. DONEGAN, 1st V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON, Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN - CASUALTY INSURANCE CO. 


F NEW YORK, N. Y. 


$15,452,308.70 $10,173.698.43 ‘$ 1,500,000.00 § $ 3,778,610.27 $ 5,278,610.27 


EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT . CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street _ 
i Illinois ; »~, Toronto, Canada San Francisco, 
eee MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, Managers 
- H. R. M. SMITH Managers Ass’t Manager 
JAMES SMITH FRED. W. SULLIVAN : JOHN R. COONEY 
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May Take Confiscation 
Case To Highest Court 


RIGHTS OF ALLIED NATIONALS 





Considerable Interest Being Taken by 
Lawyers and Insurance Men in 
Frankel-Urbaine Decision 


Following the decision of the Court of 
Appeals in the case of Frankel & Co. 
vs. Urbaine Fire Insurance Co., Paris, 
there will undoubtedly be a trial in this 
country of the issue which may reach 
the United States Supreme Court. There 
are numerous interesting questions in- 
volved, including how far the courts will 
go in enforcing confiscation laws upon 
nationals of the Allies. 

Hartwell Cabell was counsel for the 
insurance company and Ralph Earl 
Prime, Jr., for Frankel & Co., Inc. 

Alfred and Robert Scharnberg, Ger- 
man nationals, who were doing an in- 
surance business in Paris in partnership 
prior to the war, and who figure promi- 
nently in the litigation, are said to be 
in America now. 


How Litigation Started 


On December 10, 1913, the Scharnbergs 
as Scharnberg & Co, executed a written 
contract, confirming a previous oral 
agreement whereby the partnership, in 
consideration of services which it had 
then performed in procuring representa- 
tion by an agent for the Urbaine cor- 
poration in the United States, became 
entitled to commissions on premiums to 
be collected in dollars by that agent in 
the United States during the fifteen 
years to ensue from January 1, 1913. 

The Scharnbergs’ services for the Ur- 
baine were rendered with the assistance 
of and in collaboration with Frankel & 
Co. of New York. Since 1910 a written 
agreement existed between Frankel & 
Co. and the Scharnbergs for an equal di- 
vision of all net profits arising from their 
joint transaction. 

Then came the declaration of war be- 
tween France and Germany and on Au- 
gust 27, 1914, Scharnberg & Co., for 
value, assigned its interest in the con- 
tract to Frankel & Co. The Urbaine is 
alleged to have collected more than $20,- 
000,000 in premiums on insurance effect- 
ed by its American agent during 1920- 
1926 inclusive. No commission was paid 
either to Scharnberg & Co. or to its 
assignee. 

Demanded An Accounting 

The action reaching the Court of Ap- 
peals was by Frankel & Co., as assignee 
for value, in demanding an accounting. 
Two separate defenses were pleaded in 
the answer. 

The decision of the Court of Appeals 
follows in part: 

“The first separate defense quoted the 
French statute enacted September 27, 
1914, Article 2 of this act provides: 


‘Any agreement or contract drawn in any —e 
every place between French citizens * * 
and subjects of the Empire of Germany 
is null and void as contrary to public policy. 
The annulment provided for in the foregoing 
paragraph will commence on the date of August 
4, 1914 * * * and shall have force and ef- 
fect during the whole period of hostilities and 
up to and until the date which shall be de- 
clared later by further decree.’ 

Article 3 provides: 

‘During the same period it is forbidden and 
declared void and as contrary to public order 
to carry out for the benefit of subjects of the 
Empire of Germany * * * monetary obliga- 
tions or other obligations arising out of any 
agreement or contract entered into prior to the 
date stated in paragraph 2 of Article 2 hereof 
either on French territory or on territory under 
French protection by any person whatsoever and 
tm whatsoever place, by French citizens or per- 
sons under the French Protectorate.’ 

“The later statutes, decrees, ordinances, 
administrative acts and treaty provisions 
which are also pleaded in the first sep- 


we = 


arate defense add nothing to the effect : 


produced by this statute. If its intent 
has been correctly interpreted by the 
courts below and if comity requires us 


to enforce that intent against our own 
citizen who, before the enactment of the 
law, became an assignee for value, then 
the case has been rightly decided. 


Plain Talk About Annulment 


“The literal terms of the first para- 
graph of Article 2, standing alone, might 
be read as sufficiently comprehensive to 
include the annulment and avoidance of 
every contract which had ever been 
drawn anywhere between French and 
German nationals, but hardly conceiv- 
able is it that a modern civilized gov- 
ernment would undertake the task of 
enforcing a law so sweepingly confisca- 
tory and certain to encounter bitterest 
opposition and obstruction from every 
neutral nation whose citizens, before the 
declaration of war, had acquired sub- 
stantial rights under some of those con- 
tracts. In all probability no such scope 
was designed. The range of operation 
must be gauged as far less extensive than 
a literal interpretation of the first para- 
graph might perhaps justify. The two 
articles read together in their entirety 
may be taken to display an intent that 
the statute should be prospective as of 
the date of the declaration of war. Ev- 
ery contract between French and Ger- 
man nationals drawn after that date was 
made null and void. 

“Every contract between those na- 
tionals executed prior to that date was 
forbidden to be carried out, after that 
date, for the benefit of German subjects. 
The contract in suit was made between 
Frenchman and German long before the 
declaration of war and consequently it 
for the benefit of German subjects. It 
does not assume to deal with perform- 
ance which can be beneficial only to 
others. When the complaint alleges an 
assignment for value to one who is not 
a German subject, the special defense, as 
far as Article 3 is concerned, is defec- 
tive for failure to allege an intention to 
leave the beneficial ownership in the 
German. The purpose of this article is 
doubtless similar to that of our own war- 
time statute which was interpreted in 
Stoehr vs. Wallace (255 U. S. 239). 

“Thus plaintiff has always owned a 
half interest in this contract and by the 
assignment for value of the Scharnberg’s 
half, it acquired the whole. In view of 
the pleading, we do not need to decide 
the nature of the plaintiffs’ rights, if 
any, in the event that the answer should 
allege that the assignment was a cover 
or a sham and that plaintiff holds the 
cause of action to the use of its German 
assignor. 
does not come within the condemnation 
of Article 2. The assignment of that 
contract after August 4 was by a Ger- 
man to a citizen of this state but the 
facts as pleaded in the answer do not 
take it within the operation of Article 
3. The prohibition of this article is di- 
rected against contractual performance 
public never attempted to assert the far- 
reaching power to confiscate contracts 
made before the war, especially those in 
which friendly neutrals were interested. 

“A learned author who has studied the 
French decisions concludes that the de- 
cree ‘did not annul any existing con- 
tracts, not even those the execution of 
which would enure to the benefit of the 
enemy; it went no further than to sus- 
pend performance of the stipulations 
during the existence of the war.’ (Gar- 
ner on International Law and_ the 
World War, Sec. 173.) 

“If, however, the decree were to be 
read as intended to include the contract 
in suit and its assignment to the plain- 
tiffs, we think there is no principle of 
private or public international law that 
imposes on our courts a duty to enforce 
it. We would depart from our settled 
rule if we were to hold that either com- 
ity or public policy would require us to 
give effect to a confiscatory mandate of 
a foreign power against our own citi- 
zen. (James & Co. vs. Second Russian 
Ins. Co., 239 N. Y. 248, 257; Russian Re- 
insurance Co. vs. Stoddard, 240 N. Y. 149, 
163.) The moneys for which this action 
is brought did not fall due while hostili- 
ties were in progress. They accrued af- 


Apparently the French Re-. 


ter the peace. Since April, 1922, defend- 
ant has paid nothing to the French liqui- 
dator and the record does not indicate 
that that official now makes any claim 
to them. Certainly, they have not been 
seized and sequestered. Assuming that 
the war power includes the right to con- 
fiscate a debt due to an enemy national, 
confiscation is not consummated by mere 
declaration. The debt does not automat- 
ically become vested in the government. 
It seems that actual payment must be 
exected. ((Ware vs. Hylton, 3 Dallas 
(U. S.) 199, 226). Plaintiff in its brief 
disclaims any intention of an attempt to 
require double payment. The original 
contract was valid. The assignment for 
value is not shown to have been infect- 
ed by any fraud nor even by a secret 
intent to leave the actual beneficial in- 
terest in the assignor; it was not forbid- 
den by any law when it was made nor 
does its subject-matter consist of tan- 
gible property the situs of which is with- 
in a foreign jurisdiction. This intan- 
gible property right is a chose in ac- 
tion and is the outgrowth of business 
transacted in this country through its 
American agent. Since the year 1910, 
plaintiff has possessed a half interest in 
it. We think, therefore, that the first 
defense on its face is not sufficient in 
law. 

“In respect to the second separate de- 
fense, we agree with the reasoning and 
result of the Appellate Division. Accord- 
ingly the order should be modified by 
reversing so much thereof as sustains 
the first defense and, as to modified, af- 
firmed, with costs in the Appellate Di- 
vision and in this court. The certified 
questions should be answered ‘No.’” 





The Southern Fire of New York has 
appointed Ross Green, Jr., manager of 
the local and out-of-town departments. 
For the last nine years Mr. Green has 
been with the Aetna (Fire) of Hartford 
under the jurisdiction of the New York 
resident attorney. 





Great American 


Indemnity Company 
New Dork 


Fidelity and 


Surety ‘Bonds 


Casualty 
Insurance 





SEND MILLION ABROAD 





Fine Work of New York Insurance De- 
partment in Case of City Equitable 
Liquidation 

The New York Insurance Department 
announces that all the United States 
creditors of the United States branch 
of the City Equitable of London (a bad 
failure), have been paid 100% and a 
surplus of $960,277 has been remitted to 
the British liquidator. A further sur- 
plus of $33,000 will be remitted by Mr. 
Conway, the superintendent, when his 
present report is approved by the Su- 


preme Court. The U. S. claims amount- 
ed to more than $1,600,000. Assets were 
increased nearly a million dollars under 
the management of the New York liqui- 
dator. 





I enclose 2c. for postage. 
NAME 


“Just What I Wanted” 


—vwrites a practical insurance manager, after 
receiving a John Hancock Home Budget Sheet 


Any business man will appreciate our Budget, 
and so will his wife, if she is interested in the 
financial management of the home. 


The John Hancock Monthly Budget Sheet pre- 
sents clearly the division of expenses, including 
recreation, savings, and Insurance, and affords 
definite assistance to both men and women in 
the management of income and home expenses. 


YOUR Monthly Budget Sheet will be sent for 
the asking. 


LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
Inquiry Bureau: 197 Clarendon Street, BOSTON, MASS. 


Please send me a FREE copy of the John Hancock Home Budget Sheet. 





ADDRESS 




















929 July 26, 1929 
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“Tested Methods” No. 9 





(P. & A. Photo) 


“All the Insurance He Wanted!” 


Lou Freeman, haberdasher, had ‘“‘all the insurance 
he wanted.”’ That’s what he told Ted Wells, insur- 
ance agent, who had just finished explaining the 
many kinds of insurance a retailer needed. 


Going out of the shop, Wells noticed a sporty 
striped tie in the window. Back he went and bought 
it. The clerk, who knew his salesmanship as well 
as his style blends in shirts, trotted out some sum- 
mer shirts for Wells to “look at.”’ Three shirts and 
$11.50 changed hands. 


That sort of salesmanship made Wells think. If 


a clerk could sell three shirts from a necktie, why 
couldn’t he sell a big policy from a little one. 


Back he went. This time he concentrated on one 
line—Rental Value Insurance. True enough, Free- 
man owned the building he was in. But he still 
needed indemnity to cover his rent elsewhere should 
a fire force him out of his own store. Wells sold 
the policy. Six months later he wrote fire, public 
liability and robbery policies for Freeman. 


Now Wells faithfully, and profitably, follows this 
merchandising lesson—he uses a side line policy as 
a stepping stone to the bigger lines. 
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MORAL; It’s a whole lot easier to sell one . 
policy than it is to display a half dozen. 


‘The Glens Falls Fleet” 

























OMMERCE, 


INSURANCE COMPANY 
Glens Falls, New York, 


INSURANCE COMPANY 
Glens Falls, NewYork, 


fiu- 


INDEMNITY vewYork, 
Glens Falls, oo 























CHICAGO BRANCH OFFICE 
175 West Jackson Boulevard 


NEW YORK BRANCH OFFICE. 
84 William Street 


SAN FRANCISCO BRANCH OFFICE 
354 Pine Street 
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Court Auditor’s Report 
Upheld in U. & O. Case 


COMPANIES LOSE ON APPEAL 
Federal Court Holds That Auditor’s 


Figures Are Prima Facie Correct 
Unless They Are Disproved 


The report of an auditor appointed by 
a court to make preliminary investiga- 
tion as to the net profits of a com- 
pany, in a suit to recover profits under 
a use and occupancy policy, is prima 
facie correct and accurate, and in the 
absence of evidence rebutting this re- 
port the insured is entitled to recover 
that amount, the Federal Circuit Court 
of Appeals for the Third Circuit holds 
in the case of the Bisbee Linseed Co. 
against the Newark Fire, Fireman's 
Fund, Hartford Fire, National Fire of 
Hartford, and the Star of America. The 
court added that, where accounts are 
complete and intricate or documents or 
other evidence is voluminous, it is the 
better practice to refer the matter to 
a special master than for the judge to 
undertake the task himself. 

This case was on appeal from the 
District Court for the District of Dela- 
ware. Part of the opinion of Judge 
Davis, sustaining the judgment against 
the insurance companies, follows: 

“The Newark company insured the 
Bisbee company against loss occasioned 
by fire on account of its inability to oc- 
cupy and use its factory during the time 
it was being repaired. The policy con- 
tained the following provision: 

“(1) The conditions of this contract 
are that if the buildings and/or machin- 
ery and/or equipment and/or raw stock 
contained therein, be destroyed or dam- 
aged by fire occurring during the term 
of this policy so as to necessitate a to- 
tal or partial suspension of business, this 
company shall be liable under this pol- 
icy for the actual loss sustained con- 
sisting of: 

ag Net profits on the business which 
is thereby prevented. 

“II. Such fixed charges and expenses 
as must necessarily continue during a 
total or partial suspension of business, 
to the extent only that such fixed 
charges and expenses would have been 
earned had no fire occurred. 

Questions Before The Court 

“A fire destroyed the Philadelphia fac- 
tory of the Bisbee Co. on December 23, 
1925. There were two questions at issue 
in the District Court: First, the time 
necessarily consumed in rebuilding the 
factory and second the loss sustained 
during that time. ; 

“The insurance company did not ap- 
peal from the finding of the jury as to 
the time required with reasonable dili- 
gence to rebuild the factory. It appealed 
only from the amount of net profits 
the jury found the plaintiff lost or 
“which would have’ been derived from 
the manufacture of finished stock had 
no fire occurred.” ‘This is the sole ques- 
tion before us. 

“In proving the loss sustained, many 
books—ledgers, journals, books of sales 
contracts, orders, etc., were produced. In 
these the operations of the plaintiff 
company for a period of fifteen months, 
from October 4, 1924, to December 31, 
1925, were recorded. During this time 
the aggregate sales exceeded $15,000,000. 
When it appeared from cross-examina- 
tion that the facts, figures and calcula- 
tions contained in these books were ‘too 
long and too impractical to present to 
a jury without the assistance of an audi- 
tor, the learned trial judge stated to 
counsel that for their guidance he would 
appoint. an impartial auditor whose re- 
port would be ‘prima facie correct,’ but 
that either side might rebut it and show 
that it was incorrect. Thereupon, with 
the consent of both parties, Charles A. 
Harrington of Wilmington was appoint- 
ed auditor. The facts justified the ap- 
pointment. 

“The auditor examined the books and 

made his report and it is the following 


charge of the court as to this report 
that the appellant has assigned as error: 

“We are now to inquire what that 
loss was per day. In appointing an audi- 
tor to do that, the law gives to his re- 
port a presumption of prima facie ac- 
curacy and correctness. Unless and un- 
til it is overcome by other stands as a 
proper disclosure and an accurate dis- 
closure of the parties recited and agreed 
under this last clause in paragraph 2 for 
the profits for the period antedating 
the fire.’ 

“The court further said in his colloquy 
with counsel: ‘The auditor’s report is 
fixed by the Supreme Court of the 
United States to be prima facie correct, 
and I am charging in the language of 
the Supreme Court of the United 
States.’ 

“This last statement was made by the 
judge after he had finished his general 
charge and was a comment made, as 
we understand it, to counsel in explana- 
tion of that part of the charge to which 
exception had been taken. Whether or 
not it was made in the hearing of the 
jury, we do not know, but it makes no 
difference for it is substantially what 
he had just charged. 

“The appellant says that the charge 
was erroneous because it was equivalent 
to an instruction that the plaintiff’s 
books and records were prima facie evi- 
dence until rebutted, and further because 
they contained an improper and incor- 
rect disclosure of profits. 


Ruling on Judge’s Charge to Jury 


“We think that the charge was noth- 
ing more than instruction to the jury 
that the report was admitted ‘as evi- 
dence of facts and findings embodied 
therein;—as prima facie evidence there- 
of” It was legally correct and in no 
way prejudicial to appellant. The jury 
must have understood from the charge 
that the report was not conclusive and 
ultimately binding, but only prima facie 
and could be rebutted. The defendant 
was ‘as free to call, examine and cross- 
examine witnesses, as if the report had 
not been made’ and could have over- 
come its prima facie value or character 
of the presumptively ‘accurate disclos- 
ures’ if they were in fact not true. We 
do not think that the District Court mis- 
interpreted or misapplied the language 
which the Supreme Court used in the 
Peterson case. 

“Nor do we think that it was necessary 
for the auditor to call witnesses in order 
to make his report prima facie evidence 
of the facts and conclusions set forth 
therein. It is true that in the Peterson 
case the court said that in order to per- 
form the duties imposed upon him, ‘the 
auditor would be required not merely 
to examine books, vouchers and other 
papers and to make computations, but 
to hear and pass upon conflicting testi- 
mony of the parties and of other wit- 
nesses.’ In that case the court appoint- 
ed the auditor, ‘with instructions to make 
a preliminary investigation as to the 
facts; to hear the witnesses; examine 
the accounts of the parties,’ etc. In the 
case at bar the auditor was, with the 
consent of the appellant, ‘directed and 
empowered to make a preliminary inves- 
tigation of the facts pertaining to said 
issue, to hear the witnesses, if neces- 
Sary, examine the said accounts and rec- 
ords, etc. But unless an examination 
of witnesses was necessary ‘in order to 
render possible an intelligent considera- 
tion of the case by the court and jury,’ 
we see no reason on principle or au- 
thority why they should be called. The 
auditor could examine the accounts and 
books, and reach conclusions prima facie 
correct without calling witnesses. In 
some cases it might be necessary to call 
witnesses, but in others it would not.” 


$75,000 MOVIE LOSS 
A fire and explosion in a projection 
booth of a West Coast moving picture 
Studio caused a loss of $75,000 in film, 
sound equipment and other movie appa- 
ratus. The fire and explosion occurred 
during the pre-view of a recently com- 

pleted all-color talking picture. 





/Sth Anniversary 


in the U.S. A. 
1854 





Going Places 


and 
Doing Things 


VERYONE is on the go these 
days, by train, auto or bus. 


The chance of loss of personal ef- 
fects is normally greater when trav- 
eling. To insure a carefree trip in 
that respect, Personal Effects In- 
surance is essential. 


But why not carry such insurance 


the year around? It protects the | 


personal effects of the assured and 
family at seashore or mountains; at 
golf, tennis and other clubs; on fish- 
ing and shooting trips; on trains, 
autos, buses and taxicabs; in laun- 
dries, repair shops, and anywhere 
away from home. 


We write Limited or All-Risks 
forms and have adjustment agents 
all over the world. 


We ask our agents to sell such in- 
surance to their responsible clients. 


NORTHERNASSURANCE | 


COMPANY LTD. of LONDON | 
80 JOHN ST. NEW YORK 


Pacific Coast Dept. 
114 Sansome St., 
San Francisco 
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ren Rye 


Marine Dept., | 
Wm.H.McGee & Co., 3 
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11 S. William St.NY. 
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Multiple 
Locations 


Chain stores, manufacturers and 
distributors of merchandise, who 
maintain branches and warehouses, 
offer a lucrative field for increased 


premiums. 


In the past, forms and rules for 
writing multiple location lines have 
not been as comprehensive and ap- 
pealing as those now available. New 
forms and the ability to ‘secure an 
average rate, now enable you to offer 
concerns with values scattered 
throughout many states, exactly the 


insurance coverage they want. 


The Continental, with a staff ex- 
pert in multiple location lines, is 
ready to assist you in soliciting and 
writing any business of this class in 
your territory. Write to the General 
Cover department for applications 


and further information. 
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cAgents’ Questions Answered 


Some interesting questions on fire in- 
surance problems submitted by local 
agents to Cravens, Dargan & Co., Hous- 
ton, Texas, prominent general agents and 
managers, have been answered in the 
latest issue of the company’s publication, 


the “Review.” The questions and answers 
follow: 


Material for Building 


Question—Mr. V. has recently had his 
house burned by fire. There is a mort- 
gage clause attached to the policy pay- 
able to the Federal Land Bank. It is Mr. 
V.’s intention to rebuild. I would like 
to know how to go about it to have the 
material insured as soon as it is on the 
ground, so that we can send the policy 
to the Land Bank and get them to en- 
dorse the draft to Mr. V. for the amount 
of the loss. I am anxious to get the 
money to Mr. V. as soon as possible. 
It will make a satisfied customer and 
even if it didn’t he is entitled to prompt 
service. 

Answer—Submit regular farm applica- 
tion, describing the dwelling as it will be 
after it is completed. Write across the 
face of the application, “Builder’s Risk.” 
We will then write a builder’s risk pol- 
icy in our farm department, with mort- 
gage clause to the Federal Land Bank, 
and our policy may be used in the man- 
ner you indicate. 


Farm Commissions 


Question—When a note is taken in 
part settlement of a farm premium does 
the agent’s commission come out of the 
cash that is received? In other words, 
to make myself clear, if I take an appli- 
cation for one-half cash and one-half 
on time, do I get my full commission 
out of the cash paid, or part from it 
and the balance from the money, when 
the note is paid? 

Answer—You may deduct your full 
commission from the cash payment. 





Auto Fire Policy 

Question—The automobile policy nadie 
as follows: “Fire, arising from any 
cause whatsoever, and lightning.” Does 
this mean that should fire occur on ac- 
count of faulty ignition wiring that the 
policy covers? Would the assured be 
covered in case his engine failed to ig- 
nite and he would accidentally ignite the 
surplus accumulation of gas around en- 
gine while striking matches in the dark 
to locate the trouble? In other words, 
should the policy be literally construed 
to mean just what it says, or will there 
be any “ifs” or “ands” in case of fire 
should result from the cause above 
stated? 

Answer—The coverage is so plain and 
so broad, there naturally arises a doubt 
as to whether it can really mean what 
it says. It does. It covers fire arising 
from any cause whatsoever. The policy 
is not intended to cover “burning” out 
of bearings, nor “burning” out of a gen- 
erator or of wiring, or of any other elec- 
trical equipment, where nothing is dam- 
aged except the electrical equipment it- 
self. 


No Foundation Warranty 


Question—Is a 33 1/3% credit for 
foundation warranty attached to wind- 
storm and hail policies permitted by you 
on dwelling house risks? If so and 
you have the endorsements please send 
me about 25. 

P. S—My motive for inquiry is that 
I have one company which has printed 
on the policy a rate analysis (with space 
for 331/3% credit for foundation war- 
ranty). 

Answer—Evidently the policies you 
have on hand are an old supply, which 
were not replaced by the company at 
the time the change in rating was made. 
There is no longer any credit for foun- 
dation warranty on windstorm policy 
covering dwelling house. 





ARGENTINE COS.’ RESULTS 





Underwriting Experiences Irregular; 
Companies Seeking Large Income or 
Writing Marine Lose Money 

Accounts of Argentine companies re- 
cently published include the following: 

La Positiva—The thirty-second annual 
report again shows good results. On a 
gross premium income of 3,078,441 pe- 
sos the company shows an underwriting 
profit of 220,106. 

La Germano Argentina—The _ thir- 
teenth annual report shows an increase 
in premium income from 3,220,062 pesos 
in 1927 to 3,703,344 in 1928. The busi- 
ness is expanding and in all lines higher 
than the legally required reserves. The 
company has cancelled a large part of 
its foreign reinsurance business and 
hereafter underwriting results are ex- 
pected to better in future. Nearly all 
Argentine companies which have gone 
into the foreign reinsurance business 
have suffered more or less severe losses 
and have finally cancelled the foreign 
treaties. 

La Comercial de Rosario—The ac- 
count of the second business year of this 
company is analyzed in “Revista de Se- 
guros” which summarizes the situation 
as follows: “Without question the com- 
pany is in a better position now than at 
the end of the first year, but it is far 
from being in a consolidated position. 
Fire business has given an underwrit- 
ing profit, but not the other lines. Its 
- management is making the mistake, so 
common in new companies, of seeking 
a large amount of premium income, 
leaving until later the formation of suf- 
ficient reserves.” 

La _Internacional.— Reviewing the 
ninth business year of this company 
“Revista de Seguros” states that it has 
failed to make an underwriting profit in 
fire, and that the marine account is un- 
satisfactory. The company is largely in- 
terested-in local marine reinsurances 
which have given bad results. 


POLICIES MUST BE STANDARD 





Commissioner Taggart Warns Compa- 
nies in Pennsylvania to Keep Out 
Extra Provisions 
Matthew H. Taggart, Pennsylvania 
Commissioner, has sent out a letter to 
all fire insurance companies in that state 
warning them that he intends to enforce 
the use of the state standard fire insur- 

ance policy. 

The letter reads: “Sections 522 and 
523 of the Insurance Company Law of 
1921 provide for a standard form of fire 
insurance policy which is required to be 
used by all companies operating in this 
commonwealth, and Section 522 stipu- 
lates what additional matter may be 
printed in or attached by rider to the 
prescribed standard form. 

“It has come to the attention of the 
department that certain companies are 
printing in their policies matter which 
may be attached in the form of riders. 
The department will insist upon a strict 
observance of the provisions of Section 
522, and particularly Paragraph B there- 
of, limiting the matter to be printed 
under the designation ‘Description of 
Property’ to descriptions and specifica- 
tions, as contemplated by the act. 

“The issuance of any policy in con- 
flict with the law after October 15, 1929, 
will necessitate the enforcement of the 
penalties prescribed in Section 524 of the 
said act.” 





MADE FIELD ASSISTANT 


C. Heyburn Jones, who has been con- 
nected with the Philadelphia central 
city branch of the Travelers for the 
last four years, as a field assistant. 
agency development and life. accident 
and:group departments, has been pro- 
moted to assistant manager of those de- 
partments. Mr. Jones is a graduate of 
Swarthmore College. In his new duties 
he will-be-associated with D.-W..Don- 
ley, manager. 
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Hamilton Wins Case; 
Facts Misrepresented 


COURT OF APPEALS DECISION 





Highest Court in New York State Says 
Assured Didn’t Describe Risk With 
Semblance to Facts 





The New York State Court of Ap- 
peals last week reversed the Appellate 
Division and affirmed the judgment of 
the Trial Term in the case of Colin 
Bros. against the Hamilton Fire, making 
the judgment in favor of the defendant 
insurance company final. The Hamilton 
had charged misrepresentation on an at- 
tempt of Colin Bros. to collect after a 
fire loss. The property described as cov- 
ered by the policy consisted of “brick 
building or buildings, extensions and ad- 
ditions thereto . . . it being the true 
intent of this policy to cover everything 
pertaining to the service of, or belonging 
to, the above-mentioned building or 
buildings, extensions and _ additions 
thereto.” 

The risks consisted of thirteen frame 
buildings and one brick, formerly used 
as a tannery. The brick building had 
been the engine house, but was partially 
dismantled and had fallen into disuse. 
The assured had converted one of the 
frame buildings into a clothing factory 
and left the others vacant. The opinion 
of Judge O’Brien, in which the whole 
court concurred, says in part: 

“Concluding that the purpose of the 
policy was to cover the entire plant, no 
justification can be found for any infer- 
ence that the property was described 
with any semblance to the facts. A 
group of thirteen frame structures to 
which is annexed one unused, dismantled 
brick building, cannot fairly be repre- 
sented as a ‘brick building or buildings, 
extensions and additions thereto.’.... 

“The risk was a frame risk with brick 
as the most trivial incident. One unfa- 
miliar with the fact and deriving infor- 
mation only from the language inserted 
in the policy would naturally infer that 
the risk was brick with wood as a pos- 
sible incident and would become the vic- 
tim of the grossest misrepresentation. 
No evidence indicates that defendant 
knew the truth to be different from the 
representation which appears on the face 
of the policy. The fact that by the ex- 
ercise of diligence it might have discov- 
ered the falsity of the representation 
does not relieve the person making it 
from the consequences of his act.” 


WILL ELIMINATE FILM FIRES 








New Penna. Safety Codes Requires 
that Moving Picture Projectors Con- 
tain an Approved Device 
A requirement that every motion pic- 
ture projector contain an approved de- 
vice io eliminate film fires is the out- 
standing feature of a new safety code 
governing construction and operation of 
Motion picture houses in Pennsylvania, 
adopted July 16 by the Industrial Board 
of the Pennsylvania Department of 

Labor and Industry. 

Five devices to meet this requirement 
Were approved by the board. In order 
to give the five manufacturers sufficient 
time to put the devices on the market, 
the board deferred effective date for this 
regulation until February 16, 1930. 

Other rules of the revised code be- 
come effective August 16. They are 
tules on limitations of capacity, means 
of egress, aisles, seating, stages, bal- 
Conies, projection rooms and_ other 
€quipment designed to prevent fire and 
Panic. The new regulations affect all 
theatres in Pennsylvania except those in 

hiladelphia, Pittsburgh and Scranton, 
“onl are controlled by municipal or- 

ances, 





MOVE IN MONTREAL 

The head office of the National Guar- 
anty of Newark in Montreal has been 
Moved to 466 St. Francois Xavier street. 
J. Thibadeau is Canadian manager. 























LCAEUS, the avid ora- 

tor pouring futile words into the ears of 
Sappho, was one of the greatest lyric poets 
of about 600 B. C. But even with this lau- 
rel that would charm the average mortal 
into a state of bliss, he could not gain the 
heart of her who was also no mean poet. 
She just wouldn’t listen as he professed 
with lyrical logic his love for her. 


DEAF ear often is turned upon the serious 
and the worth while in favor of every whipstitch that 
appears. Mutual and other “cheap” policies, rebates and 
such make constantly for a fickle public eager to chance 
the new and forsake the certain. This is one of the times 
the Home Special Agent can step into the breach, to sup- 
plement your efforts in regaining the ears of your client 


or prospect. 
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Past Officers of Association 


¥ 


Since its Formation in 1872 


The ‘roster of officers and the year of their incumbency of the “Old Associa- 
tion,” the organization of New York State field men, is printed herewith. The 
association is fifty-seven years old and the printing of this list, some of the names 
on which are of special agents who have passed away, will recall pleasant memories 


to many agents. 
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GERMAN FIRE LOSSES HIGH 
. Member companies of the “Arbeitge- 
meinschaft” (Fire Syndicate) reported 
incurred losses amounting to Mk.10,- 
354,533 for the month of May, as against 
Mk.7,758,351 in 1928 and Mk.6,764,570 in 
1927. Total losses for the months of 
January to May included amounted to 
Mk.61,946,030 this year as against Mk.- 
45,648,614 in 1928 and Mk.35,829,689 in 
1927. This gives only a picture of the 
average results of the Syndicate com- 
panies. 





MADE CALEDONIAN AGENT 

Frank Stagg, Jr., of Frankfort, has 
been appointed agent for the Caledonian. 
He is a new man in the field and will 
write fire, tornado, windstorm, automo- 
bile and theft insurance. 


TO HAVE $2,000,000 CAPITAL 

The board of the Independence Fire 
has recommended to stockholders that 
the authorized capital of the company be 
increased to $2,000,000; that the par 
value be reduced from $10 a share to 
$5, and that there shall be 400,000 shares. 
The additional authorized shares will 
enable the Independence Fire to give 
rights to its stockholders from time to 
time as the expansion of the company’s 
affairs warrant. 





The licenses of Alfred J. Silver, oper- 
ating as the “Penny Agency” of New 
York City have been revoked by the 
New York State Insurance Department. 
He was licensed as agent for the North 
American Accident, the St. Paul Fire & 
Marine and also as a broker. 
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Our specialized statistical service eliminates probabilities and as- 
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Holland Underwriting 
Is Not Satisfactory 


GOOD RISKS LOST TO LLOYD’S 








Separation of Agencies Effective in 
Holland; Companies Held Thereby 


in Organization Ranks 





Fire underwriting results in 1928 in 
Holland were less satisfactory than dur- 
ing the preceding year. Industrial busi- 
ness especially was bad. The industrial 
tariff has been discussed many times and 
there seems to be only one opinion about 
it, that it has not filled its purpose. It 
is not flexible enough and consequently 
a large number of risks are being writ- 
ten in London with Lloyd’s. Among the 
risks thus lost are the best of their 
classes which do not get enough consid- 
eration under the tariff, which is strict- 
ly observed by the companies working 
in Holland. 

It has been estimated that. perhaps 
70% of the business formerly covered in 
Rotterdam, and about 40% of the busi- 
ness formerly covered in Amsterdam is 
now covered directly in London, through 
Dutch brokers mostly, and chiefly with 
Lloyd’s. The tariff was introduced large- 
ly through the efforts. of the British 
companies working in Holland, who es- 
tablished the principle of separation of 
agencies of tariff and non-tariff compa- 
nies, and as they were the strongest in 
the market, practically all the Dutch 
companies and other foreign companies 
which were represented by the same 
agencies had to follow. 

Some would like to have broken away 
from the syndicate but were afraid to do 
so as they would have Jost most of their 
reinsurance facilities in London. 

The situation now is on the point of 
changing, however, as German compa- 
nies are coming back into the field which 
during the war and during the following 
inflation of the German currency they 
had to leave to their English competi- 
tors. Partly they have their own non- 
tariff agencies, partly the business is 
placed direct in Cologne or Elberfeld 
just across the border by Dutch brokers, 
the same way as they used to place in 
London. 





BETHEL STATE ADJUSTER 


James W. Bethel, who has been in 
the eastern Tennessee field for the Am- 
erica Fore Companies, with headquarters 
at Knoxville, has been transferred to 
Louisville and appointed state adjuster 
for the entire group in Kentucky. Nick 
H. Wells, staff adjuster at Louisville, 
will now specialize on farm losses. Mr. 
Bethel was several years ago:state agent 
of the Continental in Kentucky but was 
promoted to agency superintendent in 
the Western department at Chicago. 
After several years he asked to return 
to field work. 
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HITS VALUED POLICY LAW 





C. A. Ludlum Calls It A Refuge For 
Arsonists, Vicious And Cause Of 
Increased Fire Losses 


A bottle-holder for the arsonist is the 
way C. A. Ludlum, vice-president of the 
Home of New York; describes the val- 
ued fire policy law in the course of an 
article he wrote for the July issue of 
“Credit Monthly.” Mr. Ludlum is of the 
opinion that while the valued policy law 
might not be regarded as a positive ob- 
stacle to service, it undoubtedly makes 
it more costly. 

“It is subversive of the wholesome the- 
ory that the insurance contract is one 
of indemnity only and not a gam- 
bling venture, a form of contract which 
has been repeatedly denounced by high 
authority as contrary to good public pol- 
icy,” writes Mr. Ludlum. “It renders 
other salutary regulations, provisions, 
and safeguards inoperative and invalid; 
it furnishes a pernicious suggestion to 
the tempted, and causes a greater fire 
loss cost. It has been repeatedly and 
strongly condemned by jurists, insurance 
commissioners, state governors and emi- 
nent economic authorities for several 
decades, and still it is embodied in the 
statutes of half the states in the Union. 

“Many such well-considered and co- 
gently presented opinions regarding the 
essentially vicious nature of the va'ued 
policy law (which, as is well known, 
makes the full amount of the policy pay- 
able if the property is destroyed, ‘:re- 
spective of the value thereof) migh. be 
quoted if space permitted.” 





The Automobile Insurance Co. anc the 
Standard Fire announce the appoint: ent 
of Maurice T. Collins as state agen in 
Kentucky. 
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e DECEMBER 31ST, 1928, STATEMENTS 


AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
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LONG ISLAND FIRE INSURANCE COMPANY 


Assets Liabilities Capital *Net Assets Liabilities Capital *Net Resources 
$10,099,162.29 $3,394,266.51 $2,000,000.00 6,704,895.78 $408,657.14 $42,532.38 $200,000.00 $366,124.76 
COMPANY 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK vacates AND WARK a Oe thee — 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 $5,774,475.31 $1,291,847.16 $1,000,000.00 $4,482,628.15 
BROOKLYN FIRE INSURANCE COMPANY NEW YORK ze enter yoy COMPANY 
$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 $2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
GLOBE INSURANCE COMPANY OF AMERICA REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. (Incorporated 1862) PITTSBURGH, PA. (Incorporated 1871) 
$2,258,430.77 $813,552.56 $512,000.00 $1,444,878.21 $4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK ae TADELPHILE pa 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 $5,327,783.03 $758,805.07 $1,500,000.00 $4,568,977.96 
*Net Resources, being aggregate of Capital, Net S pl Vol y Reserves. 


FIRE, AUTOMOBILE, EXPLOSION, 


92 WILLIAM STREET 





AND WINDSTORM, 
MERCHANDISE 


CORROON & REYNOLDS 
INCORPORATED 


MANAGER 


CLASSES OF INSURANCE WRITTEN 
RIOT, CIVIL COMMOTION, TORNADO 
LEASEHOLD AND 


SPRINKLER LEAKAGE, USE AND OCCUPANCY, PROFITS, 


FLOATERS, 


NEW YORK CITY, N. Y. 


o. 





















Page 32 








July 26, 1929 





America Fore Assets 
Show Fine Increase 


APPROXIMATE TOTAL $200,000,000 
These Figures Include Only Four Origi- 
nal Companies; Fidelity-Phenix As- 
sets $78,946,592 


The July 1, 1929, balance sheet of the 
Fidelity-Phenix shows assets and liabili- 
ties of $78,946,592 in comparison with 
$72,865,031 on January 1, last. Net sur- 
plus stood at $34,243,876 as against $29,- 
528,089 six months previously, an_ in- 
crease of $4,715,787 for the period, while 
reserve for market fluctuation in securi- 
ties advanced from $4,500,000 to $5,000,- 
000. During the six months, the total 
of bonds and stocks owned, rose from 
$06,323,917 to $72,178,133. The unearned 
premium reserve on July 1, was reported 
at $23,317,705 as against $22,726,704 on 
January 1, last. 

The combined balance sheets of the 
America Fore group of fire insurance 
companies as of July 1, in comparison 
with the figures of January 1, 1929, show 
considerable financial progress during 
the half year. Total assets increased 
$13,701,254—from $184,429,464 to $198,- 
130,719—and net surplus rose from $74,- 
463,536 to $85,402,790, a gain of $10,939,- 
53. 
Stocks and bonds valued at $179,244,- 
421 were held in the company treasuries 
on July 1, as against $166,536,194 six 
months ago, an increase of $12,708,227. 

The above group figures include those 
of the Continental and Fidelity-Phenix, 
American Eagle and First American 
companies, but not the assets and lia- 
bilities of the recently acquired Fidelity 
& Casualty of New York, and the Ni- 
agara and Maryland fire insurance com- 
panies. 

A statement of assets and liabilities 
of the Continental as of July 1, 1929, 
shows total assets of $97,379,523 as com- 
pared with $91,655,480 on January 1, this 
year, a gain of $5,724,043 during the six 
months. 

Net surplus amounted to $41,647,190 on 
July 1, an increase of $4,537,540 since 
the first of January, and holdings of 
stocks and bonds rose from $83,194,055 
to $87,791,854 over the same period. To 
the reserve for market fluctuation in se- 
curities, $500,000 was added, making a 
total for this item of $5,500,000. Un- 
earned premium reserve stood at $27,- 
531,036 on July 1, an advance since Jan- 
uary 1 of $467,877. 





BOSTON OF BUENOS AIRES 


South American Fire Company Doing 
Well; Increasing Premiums Despite 
Heavy Competition 
The Compania de Seguros Boston of 
Buenos Aires has published its report 
for the. fourth business year. In spite 
of sharp competition in the Buenos Aires 
market, the fourth year again is a fur- 
ther step on the road of progress of 
this company. Gross premiums in the 
fire line amounted to 599,249 pesos in 
1928 as against 582,018 pesos in 1927. 
Automobile business shows an increase 
from 66,930 pesos in 1927 to 154,296 pesos 
in 1928, bringing the total of gross pre- 
miums to 753,545 pesos. Losses amount- 
ed to 27.42% of net premiums and ex- 


penses to 42.41% of net premiums, fig- ” 


ures which have to be called satisfac- 
tory under prevailing circumstances. 

In the fire line careful underwriting 
has kept the increase of business within 
moderate bounds. The increase in pre- 
miums of 17,231 pesos is almost entirely 
due to policies written by the company 
direct. 

After allowing for amortizations, etc., 
there remains a net profit of 80,921 pe- 
sos of which were distributed 40,000 pe- 
sos to shareholders as paid-up capital 
and 24,000 pesos as a 6% dividend, mak- 
ing total profits for shareholders 16%, 
and 8400 pesos to the management. 


CAPITAL NOW $400,000 

The Bankers & Merchants Fire of 
Jackson, Miss., has made a 30% increase 
in capital, according to the Insurance 
Securities Co., Inc., the holding company 
of the Union Indemnity group of which 
the Bankers & Merchants is a part. Suf- 
ficient additional stock has been pur- 
chased by Insurance Securities Co. to 
bring the capital from $307,000 to $400,- 
000. Surplus is in excess of $450,000. 
The Bankers & Merchants Fire became 
a member of the Insurance Securities 
group in July, 1928. 


MOVING WESTERN DEPARTMENT 


The Western department of the Ni- 
agara and the Maryland, which recent- 
ly became members of the America 
Fore Group, will shortly be moved to 
Chicago where they will be located with 
the other companies in the group. J. H. 
Macfarlane, who has been with the Ni- 
agara for years, and who is now a sec- 
retary of the America Fore Companies, 
is going this week to Chicago and others 
in the Niagara’s Western department 
here who will go to Chicago include 
Agency Superintendent H. C. Edmond- 


SPECIALS TO MEET 

The next meeting of the New Jersey 
Special Agents’ Association will be held 
at the Elks’ Club, Newark, on Monday, 
August 12, at noon. Paul Thompson, 
president of the association, will preside. 
son and William D. Martin, also Mr, 
Maehl, an examiner, and Mr. Rainey, 
an accountant. Some of the employes 
of the Niagara’s Western department 
who have been dropped through the con- 
solidation have gone with the North 
British & Mercantile. 
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CORPORATION 
OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 
C. D. Sheffe, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 


ibis OR RE EONS a OR 


Che Manhattan Hire and Marine Insurance Co. 


150 WILLIAM STREET NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 
Frederick A. Johnston, Secretary C. D. Sheffe, Asst. Secretary 
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Four Old Agencies Join 
In One Operating Unit 


NEW COMBINE IS SIGNIFICANT 





Called Michigan General Agencies, Inc., 
Kalamazoo; Battle Creek and 
Muskegon Offices In It 





Insurance agencies may soon become 
“big business,” operated in chains rival- 
ing the companies represented, perhaps, 
in the amount of capital involved, judg- 
ing from the trend indicated in the or- 
ganization in Michigan recently of 
Michigan 
Kalamazoo. 

The new corporation is taking over 
four old agencies operating in three 
cities and while each unit, will continue 
to represent its old companies and deal 
with them directly the profits, obviously, 
will be split on the basis of stock owned 
rather than on the amount of business 
done by any unit of the group. While 
this consolidation is a relatively modest 
application of the “chain” principles, in- 
surance men who like to believe them- 
selves prophetically gifted foresee larger 
consolidations in the future and some 
are alarmed at the prospect. 

The agencies included in the merger 
are Donald O. Boudeman and Farmers 
and Mechanics agencies of Kalamazoo, 
the Farmers and Mechanics agency of 
Battle Creek, and the Harvey Cooper 
agency of Muskegon. The Boudeman 
agency’s business will be absorbed by 
the Farmers and Mechanics agency and 
Mr. Boudeman will withdraw from ac- 
tive participation in the management al- 
though retaining a considerable stock 
interest. Officers of the new company 
are: George M. Williamson, Kalamazoo, 
president and general manager; E. Ray 
Winters, Kalamazoo, vice-president and 
secretary; Theodore Cooper, Muskegon, 
vice-president; Henry Cooper, Muske- 
gon, treasurer; Miss Elizabeth Heuer, 
Kalamazoo, assistant treasurer; Miss 
Grace Dwire, Kalamazoo, assistant sec- 
retary. The stock is divided among the 
principal officers and Mr. Boudeman. 

The new corporation was authorized 
to issue 5,000 non-par shares. The total 
premiums of the four agencies concerned 
have in the past amounted to about 
$400,000 annually and it is anticipated 
that this figure will be raised to around 
$500,000 by the personal brokerage pro- 
duction of Mr: Williamson and Mr. 
Winters which will be included under 
the new set-up. 


General Agencies, Inc., at 





UNEXPECTED FAILURE 





Guaranty Title & Trust Corporation of 
Norfolk, Va., Was Operating In- 
surance Department Also 
The Guaranty Title & Trust Corpora- 
tion of Norfolk, Va., which operated an 
insurance department, recently failed and 
is now in the hands of receivers. The 
receivers are Theodore S. Garnett and 
John D. Gordon, Norfolk lawyers. They 
have given the stockholders an opportu- 
nity to put more money into the cor- 
poration and reorganize if they care to 
do so. The stockholders were planning 
to hold a meeting this week to decide 
what to do in the matter. Meanwhile 
Douglas Brooke, manager of the insur- 
ance department, is continuing the op- 
eration of this department with the sanc- 
tion of the receivers. There were six 
fire and two casualty companies in the 


office. W. G. Puller, Jr., manager at~ 


Richmond for the branch department of 
the Girard, and Malcolm F. Jones, spe- 
cial agent of the American of Newark 
and the Dixie, comprise a committee 
looking after insurance interests in the 
matter. The Guaranty Title and Trust 
Corporation had been operating the in- 
surance department practically ever since 
it started business about fifteen years 
ago. 


Bronx Fires Start 
Legal Investigation 


INDICTMENTS ARE PROMISED 





District Attorney John E. McGeehan 
Says Builders Are Dominated By 
Material ‘Racketeers’ 





Fire company underwriters who are 
viewing with much concern the series 
of bad losses on large apartment houses 
in course of construction in the New 
York metropolitan area have heard with 
much interest the charges of Dis- 
trict Attorney John E. McGeehan of 
the Bronx that building contractors are 
being mulcted by organizations which 
prevent them taking or retaining jobs 
unless they pay for them. Mr. McGee- 
han has been investigating the suspicious 
fires in the Bronx. 

The electrical and plastering contrac- 
tors have been subject to exactions of 
two separate rings, Mr. McGeehan main- 
tains; and failure to pay sums demand- 
ed has led to destruction of property. 
A “public-spirited friend,” not a contrac- 
tor, said Mr. McGeehan, has offered a 
reward of $1,000 for information lead- 
ing to the conviction of an incendiary. 
Engineers and investigators of the New 
York Board of Fire Underwriters be- 
lieve that incendiarism has been resorted 
to in a manner similar to the racketeers 
of Chicago. 

Four fires in the Bronx have resulted 
in a loss of well over $2,000,000, the 
worst of these being the fire on June 
25 at 1055 Jerome avenue, which result- 
ed in estimated damage of $1,500,000. 

District Attorney McGeehan declared 
last week that he would not be ready to 
present evidence to the Grand Jury in 
the case for approximately a month. 
The district attorney also expressed 
pleasure with the declaration of the 
Building Industry League of the Bronx, 
which has offered to support the inves- 
tigation and prosecution of the guilty 
parties. 

Mr. McGeehan’s statement was in part 
as follows: 

“T am elated over the announcement 
made by the Building Industry League 
of the Bronx to the effect that they will 
give me in the near future the names 
of organizations and individuals that 
have been dominating the building trades 
in the Bronx. I have sought that in- 
formation for many months. Many com- 
plaints have been received from build- 
ers at my office for the past three 
months saying that they were forced to 
hire certain contractors at dictated prices 
irrespective of their qualifications. 

“The builders further allege the same 
methods were used in the furnishing of 
material in the Bronx. In some cases 
even before the builder had bought his 
material, he would come to his building 
and find the material on the ground. 
Fearing his building would be burned or 
his workmen taken away he would sub- 
mit to this. 

“At the present time I am investi- 
gating the outlaw organizations and 
testing the electrical lathing in all the 
new buildings in the Bronx. It cannot 
be completed in a day or a week. It 
necessitates the examination of hundreds 
of witnesses and the papers and books 
of the organizations.” 


HANOVER INCREASES 


Assets Show Six Months’ Gain of 
$2,500,000; and Policyholders’ Sur- 
plus, $2,319,922 Increase 
One of the best of the semi-annual 
statements is that of the Hanover Fire, 
which for the first six months of 1929 
showed an increase in assets of $2,500,- 
000; and policyholders’ surplus increased 
$2,319,922. The policyholders’ surplus on 
July 1, 1929, was $15,341,380. The com- 
pany’s assets on July 1 were $21,558,930. 
Most of the underwriters watch C. W. 
Higley closely. The president of the 





Hanover Fire is one of the best of the 
insurance financiers. 


NORTH RIVER CAPITAL 





Directors Recommend 100% Stock Divi- 
dend, Which Will Increase the 
Capital to $4,000,000 
The directors of the North River of 
the Crum & Forster group have recom- 
mended to the stockholders that the cap- 
ital of the company be increased from 
$2,000,000 to $4,000,000 by a 100% stock 
dividend, and that the par value of the 
stock be reduced from $25 to $10 by a 
split in the present shares. A special 
meeting of the stockholders will be held 
on August 15 to act upon these recom- 
mendations. The North River is the 
oldest of the Crum & Forster compa- 

nies, having been organized in 1822. 





PAUL WOLF HERE ON “BREMEN” 


Paul Wolf, partner of the firm of Wil- 
helm Lazarus, Hamburg Marine. general 
agents of the Great American, arrived 
Monday on the new North German 
Lloyd S. S. “Bremen.” He has been 
staying at the Savoy Plaza and is re- 
turning tonight on the “Bremen.” Mr. 
Wolf is an American citizen and well 
known in the insurance district here be- 
cause of his connection with the Mann- 
heim Insurance Co.’s_ office in this 
country before the war. 





CELEBRATES 35TH ANNIVERSARY 


William H. Koop, president of the 
Great American Insurance Co., cele- 
brated this week his thirty-fifth anni- 
versary of continuous service with the 
company. He was the recipient of two 
large bouquet of flowers, one being from 
the Great American Indemnity and the 
other from his associates of the Great 
American Insurance Co. Mr. Koop’s en- 
tire insurance career has been with the 
Great American Insurance Co. 


STOCK EXCHANGE GUARANTEE 

Stock exchange guarantee insurance, 
a variation of credit insurance, has made 
its appearance in Germany. Provision 
has been made at the Berlin stock ex- 
change for the establishment of a guar- 
antee fund ‘to which bankers and stock 
brokers contribute. Out of this fund 
they will be reimbursed for 70% of their 
losses through the insolvency of parties 
with whom they had made deals on the 
exchange. Certain cases, of course, are 
excluded from this protection. 
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INSURANCE OFFICE, LIMITED 


FOUNDED :710 
United States Branch 
55 Fifth Ave. New York 


Western Department 
Wrigley Bldg., an N. Michigan Ave. 
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FRANK L. BROKAW & CO 


Incorporated 
Frank L. Brokaw » Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 














THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 
Charles W. Higley, President 


HOME OFFICE 
Hanover Building 
34 Pine St., 
New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 








O. J. PRIOR, President 


INCORPORATED 1368 


Che Standard Fire Jusurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 














Royal Exchange Assurance 
THE STATE ASSURANCE CO. Ltd. 


PROVIDENT FIRE INS. CO. 
(New Hampshire Corporation) 


CAR & GENERAL INS. CORP., Ltd. 


The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 
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Aviation Underwriting 
Results in Europe 


DEVELOPMENT RATHER SLOW 





Coverage in Northern Countries Not As 
Popular As Expected; Military 
Fliers’ Status 





Aviation insurance in most European 
countries, has been a disappointment, as 
Alrik Sunden-Cullberg points out in his 
report on the Oslo meeting of the 
Northern Aviation Pool. In the begin- 
ning of aviation underwriting, there was 
much unfounded optimism regarding the 
size of the business to be expected and 
the results possible. And in this respect 
the development was very much the 
same, the world over. Not that the 
Northern Pool’s underwriting results 
were bad, they were quite satisfactory 
during the three year period since the 
last meeting at Stockholm in 1926. But 
the expectations have to be adjusted in 
accordance with actual development. 

The business of the Northern Aviation 
Pool is divided in two sections: “A” 
which includes the transportation insur- 
ance lines, hull, cargo and specie, and 
“B,” which includes the casualty lines: 
accident and liability insurance. There 
are now forty-eight member companies 
participating in the business of the pool, 
which covers aviation insurance business 
in Sweden, Denmark, Norway and Fin- 
land. The “A” business is divided into 
41 shares and the “B” business into 
6214. 

The development of the business 
has been slow, and according to “Gjalla- 
hornet” the number of accident policies 
issued by the pool does not yet reach 
1,000, although the air lines touching 
Sweden alone have carried about 43,000 
passengers during 1924-1928. 

The slow tempo of this development 
does not mean that the companies or the 
pool are inactive. There have been ne- 
gotiations for the writing of a collective 
accident insurance for all the passen- 
gers of the leading Swedish Air Trans- 
portation Co., but the premium quoted 
was too high, and negotiations remained 
without results. 

Lately the pool has given special con- 
sideration to the insurance of military 
flicrs. Statistics row available do not 
cover a long enough period to give an 
exact picture. The loss percentage as 
appearing in these statistics is high, but 
shows a tendency to decrease during the 
last few years. The management of the 
pool has now quoted a premium of 8% 
with a rebate up to 25% for collective 
Insurance of military fliers. 
_ The Northern Pool reinsures part of 
its business with the German and Italian 
pools and in turn. has a participation in 
the business of these pools. Formerly 
the Northern Pool also had reinsurance 
connections with the British Aviation 

ocl, but it was not possible to obtain 
Separate advices for “A” and “B” busi- 
ness from the English so that the busi- 
ness for technical reasons could not be 
written by the Northern Pool. 

Summarizing his report Mr. Sunden- 
Cullberg states that in view of the slow 
development of aviation insurance gen- 
erally it is satisfactory that the North- 
ern Pool has filled the purpose for which 
it was founded, and that it is on a sound 
business basis. 





GENERAL AVERAGE ON DANUBE 
A central adjustment bureau has long 
been planned by the Austrian Transpor- 
tation Underwriters’ Association. <A 
Committee has now been appointed to 
Study the question of how to create such 
an organization which in co-operation 
with shipowners is to work on behalf 
of underwriters on all losses on the 
Danube and its tributaries. 


“Bremen” Has Largest 
Marine Coverage 


OWNERS TRIED TO GET £2,500,000 





Londoners Doubt That More Than 
£1,800,000 Could Be Absorbed by 
Market; Far Above “Leviathan” 





World marine insurance markets were 
taxed by the coverage of the new North 
German Lloyd liner “Bremen,” which ar- 
rived in New York this week, breaking 
the record for crossing the Atlantic by 
over eight hours. 

The “Bremen” is the sister ship of the 
“Europa,” which burned before comple- 
tion with great loss to the insurance 
companies. 

Insurance for the sea risk of the “Bre- 
men” is supposed to be £2,500,000, by far 
the largest insured value ever placed on 
a ship. It is believed that not all of 
this has been placed, as £1,800,000 is 
claimed to be the limit of marine insur- 
ance facilities hy Londoners. 

An English underwriter said in “Big 
Bill” in this paper recently: “The high- 
est insured value of any hull risk placed 
in the London market appears to be 
£1,570,000, on which figure both the 
Aquitania and Mauretania are insured. 
The United States Line steamer Levia- 
than, however, is insured on a value of 
$8,215,000, which is equivalent to about 
£1,643,000, and this appears to be the 
record for the world. The ‘Majestic’ is 
insured on a value of £1,300,000, the 
‘Olympic’ is valued for insurance at 
£1,200,000, and this is also the approx- 
imate insured value of the big French 
C. G. T. liner ‘Ile de France,’ her sis- 
ter ship ‘Paris’ being insured on a value 
of £1,000,000. The two big Italian liners, 
‘Roma’ and ‘Augustus,’ are ‘also insured 
on a value of £1,000,000 each. 

“It will be seen that in contemplating 
an insured value of £2,500,000 on a hull 
risk the Norddeutscher Lloyd Line is 
adventuring far beyond anything that 
has yet been done, and it would seem, 
from the trend of recent events, that 
some difficulty may be experienced in 
completing so huge an order.” 

£1,800,000 on the “Bremen” would be 
more than the previous record, £1,643,- 
000, on the “Leviathan.” 





CZECHOSLOVAKIAN RESULTS 

It is not a new story that marine 
rates are inadequate, and underwriting 
results in Czechoslovakia in 1928 were 
poor. It seems that 1929 will bring still 
less favorable results. During the first 
months of the year all transportation 
was reduced to a minimum on account 
of the cold winter and consequently the 
premium income has shrunk considera- 
bly; on the other hand the cold weath- 
er caused an increased number of losses. 


Foreign Companies 
Invest in Sweden 


BUYING SOME INSURANCE CO.’S 





Commercial Union Owns Victoria; Roy- 
al Exchange Has Company; So Has 
Munich of Germany 





Foreign capital has come into the 
Swedish insurance shares market and 
has obtained control of some companies. 
It will be recalled that the British com- 
panies before the World War owned 
quite a number of companies on the Eu- 
ropean continent. 

It is now reported that the Victoria 
of Sweden is now a member of the Com- 
mercial Union fleet. As has already been 
printed the Globe Underwriters’ Ex- 
change of New York has acquired the 
Skandinavien. It is rumored that the 
Royal Exchange has a Swedish company, 
although the name is not available to 
the present writer. The German Vater- 
landische and the Rhenania are also 
interested in Swedish companies. The 
Atlas of Sweden is or has been closely 
connected with the Munich Reinsurance 
Co. of Germany. 

As for the Swedish insurance compa- 
nies themselves, they are expanding 
somewhat into fleets. The Svea has the 
Hudson in the United States. The Nor- 
nan is one of its subsidiaries in Sweden 
and it also has amalgamated the Astrea. 

The Skaane has as its subsidiary the 
Malmo and has recently amalgamated its 
reinsurance subsidiary, Hermes. The 
Skandia has the Freja and the Norden. 
The Fenix is interested in the Heim- 
dall. The Fyglia has the Valkyrian and 
the Hansa in Stella and the Svenska 
Kredit. The Norrland has recently 
founded its own reinsurance company, 
the Njord. 





MARINE CLAIM ADJUSTERS 

At a meeting of the London Ad- 
justers of Claims Committee, held at the 
Institute of London Underwriters, Mr. 
S. F. Taffs (Adjuster of Claims to the 
British & Foreign Marine Insurance Co, 
Ltd.) and H. Reynolds (Adjuster of 
Claims to the Royal Exchange Assur- 
ance), were unanimously elected chair- 
man and deputy chairman respectively 
for the ensuing year. This Committee 
of Adjusters fulfils an important func- 
tion in the London market, weekly meet- 
ings being held, at which Lloyd’s un- 
derwriters as well as the marine com- 
panies are represented, and at which 
current problems are discussed, and, 
when necessary, co-operative action is 
decided upon. 





LLOYD’S MARINE INCOME 
The marine premium income of 
Lloyd’s is estimated by British newspa- 
pers at $100,000,000. 





There are more books about marine 
insurance in some of the university li- 
braries of Great Britain than on any 
other insurance subject. 








APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 








WRITE FOR OUR AGENCY PROPOSITION 
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Carriers Give Study to 
New Automobile Forms 


SUBMITTED BY SUP’T CONWAY 





Applicable to Auto Liability Business 
Written in N. Y. State After Sep- 
tember 1, Effective Date of Law 





Casualty companies have under consid- 
eration this week two new policy forms 
and two endorsement forms to take care 
of the extended requirements of the 
new financial responsibility motor ve- 
hicle act which goes into effect on Sep- 
tember 1. These forms have been sub- 
mitted to the carriers by Superintendent 
of Insurance Conway with the request 
that they be carefully studied with the 
aim in view of having them adopted as 
the standard. The Superintendent says 
in his letter: 


Recommends Two Forms of Contract 


“Under the provisions of Section 94-i of 
Article 6A of the Vehicle and Traffic Law of 
this state entitled ‘Financial Responsibility for 
Operation of Motor Vehicles,’ it is required that 
all ‘Motor Vehicle Liability Policies’ shall be 
filed’ with the Superintendent of Insurance for 
his approval or disapproval. A standard form 
of policy for each type of automobile public 
liability and property damage coverage is high- 
ly desirable. I have, therefore, had prepared 
two forms of contract which I recommend for 
your consideration, One of these is for ‘Owner’s 
Coverage’ and the other for ‘Operator’s Cover- 
age.’ 

“Many of the existing policies will not expire 
until subsequent to September 1, 1929, the ef- 
fective date of the above mentioned law, so that 
in order that the companies may be in a posi- 
tion to make a proper certification to the com- 
missioner of motor vehicles with reference to 
their assureds, if it becomes necessary, existing 
contracts should be endorsed so as to provide 
coverage under conditions conforming with the 
statute. iat 

“After you have studied these forms please 
advise me whether you are prepared to adopt 
them as the standard. If, however, you find 
that the forms have serious shortcomings, I 
shall be pleased to have them called to my 
attention. : 

“IT shall not be in a position: to certify to the 
commissioner of motor vehicles concerning the 
acceptability of any company’s certificate, until 
a copy of the policy form to be used on all 
such coverages, issued to be effective on or 
after September 1, 1929, has been filed as re- 
quired in the law. The use of an acceptable 
endorsement on existing contracts converting 
them to the statutory coverage is likewise a 
prerequisite.” 

The superintendent’s letter came as a 
follow-up to the conference last Friday 
at the meeting room of the National Bu- 
reau of Casualty & Surety Underwriters, 
called by State Motor Vehicle Commis- 
sioner C. A. Hartnett to discuss the new 
motor vehicle law. It was attended by 
representatives of practically all the 
companies writing automobile liability 
insurance, both stock and mutuals. Al- 
though the administration of the new 
law was discussed, no definite action was 
taken as to the proper coverage for mo- 
tor vehicles under the act. 


The Owners’ Coverage 
The proposed endorsement form for 
owners’ coverage, suggested as follows 
by the insurance department, is to be 
attached to existing automobile public 
liability and property damage policies to 
(Continued on Page 38) 


Yorkshire Buildings 


(Continued from Page 21) 

Bradford Plate Glass Mutual Insur- 
ance Co. Ltd. 

Oldham. Fire Insurance Co. Ltd. 

Lancashire and Yorkshire’ Rev. Int. 
Co. Ltd. 

Commercial Insurance Co. of Ireland 
Ltd. 

In the United States the Yorkshire 
Indemnity was established in 1924. 

Has in Excess of $56,000,000 Assets 

The 105th annual statement of the 
Yorkshire issued on December 31, 1928, 
shows that the company has total assets 
of more than $56,000,000. In addition to 
that there is nearly $4,000,000 of un- 
called capital. 

Among the present directors are Vis- 
count Downe, Col. Sir George A. Dun- 
combe. Sir Hugh Bell, Col. Sir A. Law- 
ley, Hon. G. N. DeYarburgh-Bateson, 
Lord Middleton, Sir Adam Nimmo and 
Sir Edmund R. Turton. 
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CASUALTY and SURETY NEWS 








Ohio Farmers to Start 
Casualty Running Mate 


SUCCESSFUL LEROY, O., COMPANY 





New Carrier Will Start With $200,000 
Capital; Similar Surplus; to Write 
Only Auto Limes at First 





The Ohio Farmers, one of the success- 
ful mid-western companies which is head- 
ed by F. H. Hawley and has its head- 
quarters in Le Roy, Ohio, a town of not 
more than 500 population at the most, will 
enter the casualty field soon with the for- 
mation of the Ohio Farmers Indemnity. 
This move has been under consideration 
for several years and is now taken to 
give agents of the company more and 
better tacilities to write their automobile 
and other casualty business. 

When the new company gets under 
way it will have $200,000 capital and $200,- 
000 surplus. Its entire capital stock will 
be owned by the parent company and the 
directors of the two companies will be 
the same. 

All lines excepting surety bonds and 
workmen’s compensation are provided for 
in the charter of the Ohio Farmers In- 
demnity, although it is expected that its 
writings will be confined for the present 
to the automobile lines. Its headquar- 
ters will be at the home office of the 
Ohio Farmers at Le Roy, where a highly 
developed staff is equipped to give the 
most effective service. 

Effect of the Move 

The new casualty running mate will 
enter business under the most favorable 
auspices. Its parent company, the Ohio 
Farmers, is eighty-two years old, has an 
excellent reputation and has built up con- 
siderable good will and prestige through- 
out the territory in which it operates. Its 
present assets are now more than $5,500,- 
000 and its surplus at the close of 1928 
was more than $1,400,000. 

The Ohio Farmers is unique in that it 
almost entirely dominates the little town 
of Le Roy. There is nothing there prac- 
tically but the insurance company and 
those associated with it. The field force 
is closely knit and it is not unusual for 
two or three generations to carry on rep- 
resentation of the company. The fine 
spirit of loyalty among its producers is 
in annual evidence when the Ohio Farm- 
ers Agents’ Association, now in its thir- 
ty-eighth year, gathers each January to 
line up the. program of action for the 
twelve-month period. With this spirit of 
co-operation it may be expected that the 
Ohio Farmers Indemnity will receive all 
the advantages of the parent company. 

Hawley’s Civic Pride 


F. H. Hawley, president and treasurer 


of the Ohio Farmers, has lived in Le 
Roy all his life. In fact; he was born 
on the site of the present home office 


building of the company. A graduate of 
Brooks Military Academy and Williams 
College, he entered the insurance company 
immediately following the completion of 
his schooling. He has taken a justified 
civic pride in Le Roy; all its streets are 
paved and electrically lighted; the home 
office of the company is situated adjacent 
to a beautiful park with its own printing 
office next door. There is a modern 
building adjoining the company auditori- 


um and not the least of the attractions 
which Mr. Hawley is proud of is the Ohio 
Farmers farm with its stock of regis- 
tered Jerseys. 

A few years ago when the Le Roy 
church burned to the ground Mr. Hawley 
took a prominent part in its rebuilding and 
the Ohio agents of the company, as a 
surprise to him, presented Mr. Hawley 
with $1,000 for church furnishings. 

An Astute Fire Underwriter 

In fire insurance circles Mr. Hawley is 
regarded as an astute underwriter and has 
watched the progress of his company 
over a long period of years. One of his 
sage observations not so long ago ran 
as follows: “Each year, as new angles 
develop in the business and make it hard- 
er for the local agent to build and main- 
tain his business, I feel that there is a 
distinct and growing need for a fire in- 
surance company (and at the present time 
a casualty company) which is_ small 
enough to have a real, definite, personal 
interest in its agency force and at the 
same time large and strong enough to give 
to these agents and their patrons every 
possible kind of service. The Ohio Farm- 


ers, I believe, fills that need.” 
The Famous Trademark 
Not the least interesting thing about 


the Ohio Farmers is its famous trade- 
mark, the “Old Man on the Fence.” It 
is expected that the new casualty mate 
will make good use of this mark of dis- 
tinction. Some years ago when Mr. Haw- 
lev was talking with the late W. W. Mack 
of the “Weekly Underwriter” about this 
trade-mark he commented how it had 
been found by his father many years pre- 
vious in a farm paper and adopted. The 
original cuts were lost in a fire in an en- 
graving plant at Cleveland some years 
ago and for a while another design was 
used, but nobody liked it much. By good 
fortune an old engraver was discovered 
who had one of the original plates and 
the “old man on the fence” came back to 
his own. 

Although there has been no official an- 
nouncement, it is assumed that Mr. Haw- 
ley will also head the casualty mate, sup- 
ported bv the existing fire company line- 
up of officers which include Blake Mc- 
Dowell, vice-president: A. -C. England, as- 
sistant treasurer; D. W. Crane, secretary: 
D. S. Reynolds, assistant secretary, and 
G. S. Valentine, assistant secretary. 





ADDS TO DETROIT STAFF 

T. S. Richardson is the newlv ap- 
pointed assistant manager of the Stand- 
ard Accident’s Detroit branch, filling the 
vacancy left open by the recent death 
of Percy N. Sargent. He has formerly 
been both a special agent and _ local 
agent. 

Another addition to the Detroit staff 
is “Bud” Miller, who has been city sne- 
cial agent for about two years. He 
joined the Standard Accident in 1927. 





ALL RISKS REGALIA 

A new policy in Great Britain is the 
All Risks Regalia, being issued by the 
British Surety Co. The policy covers 
mayors, sheriffs. ambassadors and fra- 
ternal order officials and members in 
respect to their official clothing, deco- 
rations and jewels pertaining to their 
rank. The rate is $3. 











Critical Analysis Of 
Casualty-Surety Stocks 


BY STANDARD STATISTICS CO. 








Report Stresses Competitive Factors 
Which May Severely Limit Profits; 
19 Company Issues Presented 





The investment and speculative merits 
of nineteen casualty and surety com- 
pany stocks are analyzed this month in 
a special report by the Standard Statis- 
tics Co., Inc., of New York City, which, 
a short time ago, presented a_ similar 
study of fire insurance stocks. The con- 
clusions reached are by no means fa- 
vorable for a continued expansion of 
casualty and surety company earnings, 
if not also of underwriting volumes, and 
for this reason it may be expected that 
more than usual interest will be taken 
in the analysis by casualty and surety 
executives. 


New Running Mates a Factor 


Emphasis is first placed on the fact 
that from a competitive standpoint, the 
prospects of the companies are being 
weakened by the steady inroads of state 
funds, mutual companies and reciprocals. 
The report also notes: “The trend to- 
ward the inauguration of casualty com- 
pany running mates by a number of 
leading fire companies is one that will, 
over a period of years, tend to bring 
about increased competition for the 
more profitable casualty lines. 

The observation is then made by the 
Standard Statistics Co., that there is a 
marked trend of legislative action in a 
number of states toward compulsory 
automobile and compensation insurance. 
It feels that this trend, rather than tend- 
ing to expand the earnings of the com- 
panies, will materially increase loss ratio. 
The Massachusetts experiment is given 
as an example. It may be observed, 
however, that no other state has passed 
such a compulsory measure since the 
Bay state act went into effect. 

The definite opinion is expressed by 
the Standard Statistics Co. in view of 
these conditions that the casualty and 
surety concerns as a group are enter- 
ing a period of less satisfactory earn- 
ings results than have been experienced 
in the past several years. The report 
says: “This conclusion, it might be 
noted, is directly opposed to that we 
reached with respect to the fire com- 





panies which, after a six-year period of 
low underwriting profits, and in numer- 
ous cases of persistent actual under- 
writing losses, appear to be gradually 
improving their positions in this re- 
spect. The casualty-surety companics 
face growing competition which may 
well severely limit profits.” 


Some More Conclusions 

The following six general conclusions 
relative to the speculative merits of the 
casualty-surety stocks under considera- 
tion at this particular time, are ampli- 
fied and discussed at great detail: 

(1) Careful appraisal of recent earn- 
ings trends provides no basis for indi- 
cating that the casualty and surety 
shares are in any degree undervalued at 
these levels. On the contrary, their pos- 
sibilities for near term appreciation are 
distinctly less promising than those of 
leading individual industrial utility and 
ralroad issues. For long term holding 
their merits are also secondary to the 
bank and fire insurance shares. 

(2) While individual issues possess 
a certain degree of merit for long term 
holding and may, therefore, be included 
in severely limited amounts in any di- 
versified list of stocks, we do not sug- 
gest a single issue in the group as suf- 
ficiently attractive even on this basis for 
purchase immediately. 

(3) Like the fire insurance stocks, 
these shares may be considered, in some 
degree, aS investment trust issues be- 
cause of individual investments of sur- 
plus funds and reserves in high grade 
common stocks in a number of cases. 
Nevertheless, this factor alone provides 
no basis for speculative appeal at the 
present time, especially as few casualty 
and surety concerns have modified in- 
vestment policies in this respect in re- 
cent years to the same extent as the 
fire companies, 

Short Swing Speculation Unwise 

(4) While the casualty and surety 
stocks possess a definite factor of saicty 
over the fire insurance issues throvgh 
the absence of the conflagration risk or 
other similar basis for heavy simui\a- 
neous loss, and while their underwri ing 
results in’ recent years have prob: ly 
averaged better than those of the ‘ire 
companies, these favorable factors «re 
largely offset in appraisal of their | ng 
term merits: by: the definite prospec: of 
increased ‘competition from state fds, 
mutual and reciprocal companies. 


(Continued on Page 42) 
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R. J. Sullivan Completes 
His 30th Travelers Year 


STARTED IN ACUTARIAL DEP’T 





Has Come Into Wide Prominence of 
Late by His Advocacy of Instalment 
and Merit Rating Plans 





Robert J. Sullivan, vice-president of the 
Travelers, has just observed his thirtieth 
anniversary in the service of the company. 
Today an outstanding figure in the cas- 
ualty business, Mr. Sullivan made his 
start in 1899, shortly after graduation 
in the 


from high school in Hartford, 





R. J. SULLIVAN 


actuarial department of the ‘Travelers. 
He was transferred to the liability de- 
partment in 1904 and six years later was 
elected assistant secretary of that de- 
partment. This was followed by his ap- 
pointment as secretary in 1912; then elec- 
tion as vice- -president of the Travelers In- 
demnity in 1922 and in 1927 a similar post 
with the Travelers. 

Commenting on Vice-President Sulli- 
van’'s prominence in the business, the cur- 
rent issue of “Protection” Says: 

“Mr. Sullivan has always been vitally 
concerned with the problem of broadening 
the public’s conception of the purposes of 
insurance, and in carrying forward such 





an undertaking he has been instrumental 
in enabling the producers of the company 
to increase the fruits of their labors. 

“Notable among his more recent efforts 
in this direction have been his advocacy 
of the instalment payment plan for auto- 
mobile casualty liability and the merit rat- 
ing of automobile public liability and prop- 
erty damage insurance for motorists with 
good driving records. 

“Not only have his efforts over a period 
of many years helped to advance the Trav- 
elers to its present prominence among 
casualty insurance companies, but they 
have been directed toward the develop- 
ment of the collateral services of casualty 
insurance, among which is that of accident 
and loss prevention through engineering 
and inspection. 

“His thirty years of service with the 
Travelers, covering nearly half the history 
of the organization, bear evidences of a 
tremendous growth in liability insurance, 
in compensation insurance, in automobile 
casualty lines, and in other lines over 
which he has supervision.” 





CONSOLIDATED APPOINTMENTS 





Adickes Named as State Manager for 
North Carolina; Messrs. Turner and 
McRay In Montgomery 


Recent appointments by the Consoli- 
dated Indemnity & Insurance Co., in 
southeastern territory include Thomas 
W. Adickes as resident vice-president 
and state manager of the North Caro- 
lina office at Raleigh. Mr. Adickes has 
represented the National Surety since 
1924 as a general agent. 

The company has also appointed 
Messrs. Tillman Turner and W. M. Mc- 
Ray as its managers at Montgomery, 
Ala. They were formerly general agents 
of the Southern Surety at Montgomery, 
trading under the name of Turner 
Bonding & Insurance Co. Prior to 
their entry into the general agency busi- 
ness. Mr. Turner was an agent for road 
machinery and Mr. McRay was in the 
Jacksonville branch office of the South- 
ern Surety where he traveled extensive- 
lv throughout the southeastern section 
of the country. 





GERMAN UNEMPLOYED 

Unemployment insurance is now pay- 
ing its way in Germany. At the begin- 
ning of June the number of persons in 
the receipt of full unemployment pay in 
Germany was 767,000. During the vear 
ending March 31 revenues of the Unem- 
ployment Insurance Department were 
more than $200,000,000. The department 
paid out $226,000,000. The deficit was 
made good by means of loans from the 
Reichstag. 





Behrendt Here From Coast on 2-Day 


Hop; Young Hoover on Return Trip 


The past week has witnessed what 

may be considered the first coast to 
coast air trip for business purposes by 
an insurance man. He is George 
Behrendt, aviation manager of the 
Behrendt-Levy Co., a leading insurance 
ageicy of Los Angeles, and son of Sam 
Be} rendt. Young Behrendt flew to New 
York City in a two-day hop with stop- 
offs, his friend, Captain Jack Frye, presi- 
dent of the Standard Air Lines, being 
the pilot. Frye was makine delivery on 
three large passenger planes back to the 
coast, 
And on Tuesday of this week they re- 
turned to Los Angeles with ten pas- 
Sengcers, including Herbert Hoover, Jr., 
Son of the President, as guest of honor: 
a representative of the Seligman bank- 
ing house, several officials of the West- 
ern Air Express, and Elmer Leterman, 
Partner in the firm of Stebbins, Leter- 
man & Gates, New York brokers. 

Herbert Hoover, Jr., is a Western 
Air Express radio expert. 

While in New York City one of Mr. 


> 


Behrendt’s missions was to open the 
aviation department of Stebbins, Leter- 
man & Gates, in its affiliation with the 
Behrendt-Levy agency. S. L. Rickles, 
who has done some flying, has been 
placed in charge of this department. Mr. 
Behrendt also took several of those in 
the Stebbins, Leterman & Gates office 
on a sightseeing trip around New York 
City, by way of initiating them into the 
aviation end of the business. 

Captain Frye, who was, of course, the 
pilot on all the air trips, has practically 
grown up with aviation. His company, 
the Standard Air Lines, is tied up with 
the Texas Pacific Railroad and the 
Southern Air Fast Express. His total 
insurance premiums four years ago 
were about $65 which was for fire pro- 
tection on a hangar and an old “Tenny” 
plane. Now he pays $100,000 a year in 
premiums. He is the distributor for the 
Fokker plane, the Eagle Rock, and the 
Davis monoplane. 

Mr. Behrendt also has been flying for 
about four years, receiving his instruc- 
tion from Captain Frye. 





Barber & Baldwin and Independence 


(Continued from Page 1) 


its members, to disseminate helpful in- 
formation and service as respects avia- 
tion insurance and to render a national 
service to aircraft operators, manufac- 
turers, dealers and owners. 

The association, which is headed by 
William A. Osgood, Independence repre- 
sentative at Kansas City, has been en- 
dorsed enthusiastically by President 
Holland. At the present time its mem- 
bership is restricted to the field force of 
the Independence Companies. 

While in New York City recently a 
special committee of the new association 
called on one of the leading American 
finance companies with the idea of ar- 
ranging matters so that its individual 
members could handle insurance on air- 
craft bought on the instalment plan. 
This plan, it is believed, will be mutu- 
ally valuable to both the finance com- 
pany and Independence agents. 

Another move which is expected to give 
prominence to Independence coverage on 
aircraft risks is the arrangement by 
President Osgood and Mr. Doyle for a 
booth at the National Air Race Meet, 
to be held in Cleveland from August 24 
to September 2. Every member of the 
Aviation Assurance Agents of America 
will be given space on a sign showing 
his name and address. This will be 
prominently displayed in the booth. Cir- 
culars explaining the objects and pur- 
poses of the association, and calling at- 
tention to the names and locations of 
members, will be distributed. The booth 
will be in charge of W. D. Callaghan, 
Cleveland member of the association. 

How the Service Will Work Out 

As a practical example of how the or- 
ganization will be useful to all of the 
Independence agents interested, the July 
issue of “Human Relations,” company 
house organ, has the following to say: 

“Let us suppose that Mr. Osgood of 
Kansas City learns that an American 
Eagle, a Butler Black Hawk, or an In- 
land Sport airplane, manufactured in 
Kansas City, has been sold to a pur- 
chaser in Minneapolis. Mr. Osgood will 
notify W. J. Kelley, Minneapolis mem- 
ber of the association, and furnish him 
with the necessary data for him to use 


in calling upon the purchaser of the air- 
plane. Thus Mr. Kelley, in Minneapolis, 
gets advance information and is able to 
secure the business before competition 
even knows that a plane has been 
bought. 

“Another way in which the members 
will co-operate is this: the Behrendt- 
Levy agency in Los Angeles, learns that 
some sportsman, or business man, or air 
transport company has bought one of 
the planes manufactured in Kansas City, 
and is going there to take delivery. This 
agency informs Mr. Osgood, who ar- 
ranges the insurance so that the ship 
will be covered when it leaves the fac- 
tory. In both of these instances, the 
commissions are divided between the 
agents handling the business. 

To Be Given Right to Bind Risks 

“A further result will undoubtedly be 
that as the agents comprising the asso- 
ciation become more familiar with air- 
craft and aircraft insurance they will be 
given the right to bind risks. This seems 
an almost inevitable result, due to the 
rapidly increasing competition in the 
aviation insurance field. 

“Tt is likely that in the beginning re- 
stricted authority to bind only fire, theft, 
tornado, public liability and property 
damage will be given, but it is possible 
that later on, after the association is 
better organized, members will be privi- 
leged to bind crash and passenger lia- 
bility. 

“Already the association is function- 
ing. The following executive committee 
consisting of four members, with the 
president as ex-officio, has been ap- 
pointed: 

Behrendt-Levy, of Los Angeles; 

E. A. Sheehan, of New Orleans; 

W. J. Kelley, of Minneapolis; 

P. G. Enser, of Buffalo. 

“The formation of this Independence 
group of agents for the better handling 
of aviation insurance is the first of its 
kind, and will mean much to the aircraft 
industry as a whole. It will also mean 
much to the individual members of the 
association, provided they will work to- 
gether in order to get all possible out of 
this really new and constructive idea.” 








NOT RESPONSIBLE FOR PROFIT 





Surety Need Not Give County Excess 
Money Paid Sheriff by 
Federal Government 
_A considerable sum was saved the 
Aetna Casualty & Surety and the Michi- 
gan Surety by a recent decision of the 
Michigan supreme court overturning a 
judgment awarded the county of Bay in 
an action brcught against the former 
sheriff of that county and the carriers 
furnishing his bonds during two terms 

in office. 

The action was brought to collect 
from the sheriff the amount in excess 
of the county’s rate for the board of 
prisoners paid the officer by the fed- 
eral government. The federal govern- 
ment, it appears, paid the sheriff, one 
Ezra Marvin, seventy-five cents a day 
for boarding prisoners kept temporarily 
in the Bay county jail. The county rate 
was fifteen cents a meal. It was con- 
tended that the sheriff owed the dif- 
ference to the county and the lower 
court so held in a directed verdict. 

The supreme court, however, pointed 
out that an act of congress made local 
officers caring for federal prisoners U. 
S. jailers and as such able to contract 
with the federal government in a pri- 
vate rather than an official capacity. The 
various states were allowed to approve 
this arrangement for lending their jail 
facilities to the federal government or 
not as they chose and the court found 
that Michigan had ratified the act. 


Under the circumstances therefore the 
Bay county sheriff was entitled to make 
any contract he could with the gov- 
ernment and pocket any profits he 
‘could show. It was held by the high 
tribunal that the lower court should 
have directed a verdict along these lines 
and it was ordered that such a judgment 
be entered. 





GETS OLD PHILA. FIRM 


Arnold & Wannemacher, thirty-year 
old Philadelphia firm, has become the 
representative of the Standard Accident 
in that city. A. S. Arnold, its presi- 
dent, has built up an extensive law prac- 
tice and among his clients. are listed 
some of the largest companies in this 
section of the country. 

Mark S. Mertz is the casualty and 
surety manager of the agency, having 
been formerly with the Standard Acci- 
dent for nine years in its Philadelphia 
branch. He is well known in Philadel- 
phia insurance circles. 4 





ST. LOUIS ACCIDENTS 


The St. Louis, Mo., safety council re- 
ports. that fatal accidents in the city 
during the first six months of this year 
totaled 167 as compared with 182 for 
the same period in 1928. Motor vehicles 
killed 75 persons against 78 in the same 
months last year. Ten children were 
among the victims while in the first six 
months of 1928 child victims of accidents 
totaled 17. Fatal accidents in homes 
dropped from 61 to 49 while industrial 
fatalities were 21 compared with 24 in 
1928, while public accidents were the 
same in both years, 97. 
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Study New Auto Forms 
(Continued from Page 35) 


meet the requirements of the new mo- 
tor vehicle law effective September 1. 
The protection contained in this en- 
dorsement, as well as the operators’ 
form, is substantially the same as that 
contained in the respective policy forms. 

This endorsement is to provide for the amend- 
ing of the insurance coverage in the contract 
to which it is attached, to conform with the 
requirements of Article 6A of the Vehicle Traf- 
fic Law. The purpose of the endersement is to 
enable the company to file an appropriate cer- 
tificate with the commissioner of motor vehicles, 
on behalf of the assured, under the conditions 
of Article 6A of the Vehicle and Traffic Law 
entitled “Financial Responsibility for Operation 
of Motor Vehicles.” 

The public liability and property damage cov- 
erage in the contract to which this endorsement 
is attached is amended to insure the named in- 
sured and any other person using or respon- 
sible for the use of any motor vehicle described 
in the attached policy, with the consent ex- 
pressed or implied of such insured, against loss 
from the liability imposed upon such insured by 
law, or upox such other person for injury to 
or death of any person other than such person 
or persons as may be covered as respects such 
injury or death by any workmen’s compensa- 
tion law, or damage to property except property 
of others in charge of the assured or the in- 
sured’s employes growing out of the mainten- 
ance, use or operation of any such motor ve- 
hicle in the United States of America to the 
amount or limit of $5,000 exclusive of interest 
and costs, on account of injury or death of any 
one person, and subject to the same limit as 
respects injury to or death of one person, of 
$10,000, exclusive of interest and costs, on ac- 
count of any one accident resulting in injury 
to or death of more than one person; and of 
$1,000 for damage to property of others. as 
herein provided, resulting from any one accident. 


Cancellation Clause 


The liability of the company under this policy 
shall become absolute whenever loss or damage 
covered by the policy occurs, and the satisfac- 
tion by the assured of a final judgment for such 
loss or damage shall not be a condition prece- 
dent to the right or duty of the company to 
make payment on account of such loss or dam- 
age. This policy shall not be cancelled or an- 
nulled as respects any loss or damage by any 
agreement between the company and the insured 
after the insured has become responsible for 
such loss or damage, and any such cancellation 
or annulment shall be void. 

It is further provided that the insured or any 
other person covered by the policy shall reim- 
burse the company for payments made on ac- 
count of any accident, claim or suit involving a 
breach of the terms, provisions or conditions of 
the policy. 

Nothing in this endorsement shall affect any 
coverage provided in the policy in excess of 
the limits specified in this endorsement. 

The company agrees to furnish the insured 
an appropriate certificate for filing with the 
commissioner of motor vehicles as required by 
Section 94c of Article 6A of the Vehicle and 

raffic Law, whenever it may be required. 


The Operators’ Coverage 


This endorsement is to provide for the amend- 
ing of the insurance coverage in the contract 
to which it is attached, to conform with the 
requirements of Article 6A of the Vehicle and 
Traffic Law. The purpose of the endorsement 
is to enable the company to file an apnropriate 
certificate with the commissioner ot motor ve- 
hicles on behalf of the insured under the con- 
ditions of Article 6A of the Vehicle and Traffic 
Law entitled ‘Financial Responsibility for Op- 
eration of Motor Vehicles.” 

The public liability and property damage cov- 
erage in the contract to which this endorsement 
is attached is amended to insure the named in- 
sured against loss from the liability imposed by 
law upon such insured for injury to or death 
of any person, other than such person, or per- 
sons as may be covered as respects such in- 
jury or death by any workmen’s compensation 
law, or damage to property except property of 
others in charge of the insured or the insured’s 
employes, growing out of the operation or use 
by such insured of any motor vehicle, except a 
motor vehicle registered in the name of such 
insured, and occurring while such insured is 
personally in control, as driver or occupant, of 
such motor vehicle within the United States of 
America, to the amount or limit of $5,000 ex- 
clusive of interest and costs, on account of in- 
jury or death of any one person, and subject 
to the same limit as respects injury to or death 
of one person, of $10,000, exclusive of interest 
and costs, on account of any one accident re- 
sulting in injury to or death or more than one 
person; and of $1,000 for damage to property 
of others, as herein provided, resulting from any 
one accident. 

The liability of the company under this policy 
shall become absolute whenever loss or damage 
covered by the policy occurs, and the satisfac- 
tion by the insured of a final judgment for such 
loss or damage shall not be a condition prece- 
dent to the right or duty of the company to 
make payment on account of such loss or dam- 
age. This policy shall not be cancelled or an- 
nulled as respects any loss or damage by any 
agreement between the company and the in- 
sured after the insured has become responsible 
for such loss or damage. and any such cancel- 
lation or annulment shall be void. 

It is further provided that the insured cov- 
ered by the policy shall reimburse the company 
for payments made on account of any accident, 
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claim or suit involving a breach of the terms, 
provisions or conditions of the policy. 

Nothing in this endorsement shall affect any 
coverage provided in the policy in excess of 
the limits specified in this endorsement. 

The company agrees to furnish the insured 
an appropriate certificate for filing with the 
commissioner of motor vehicles as required by 
Section 94-c of Article 6A of the Vehicle and 
Traffic Law, whenever it may be required. 


Conway’s Letter on Rate Filings 


Superintendent Conway has also ad- 
vised both the National Bureau compa- 
nies and carriers filing independent rates 
that under the provisions of Section 67a 
of the New York state law they will be 
required to make new rate filings on or 
before August 15 in compliance with the 
requirements under the financial respon- 
sibility act effective September 1. His 
letter to the companies reads in part: 


“This filing should take the form of a com- 
plete new filing of rates for all private passen- 
ger and commercial automobile coverage for 
public liability and property damage insurance. 
A complete filing of statistics containing the 
latest available data must be filed in connection 
therewith, together with the formula applied in 


each case to derive the premium rate, with full 
justification for the various factors employed in 
the formula. The experience data referred to 
above must include the results of the 1929 ex- 
perience call furnished by you to the depart- 
ment’s statistical agent.” 

It is pointed out by the New York de- 
partment that under the provisions of 
Section 67a of the state insurance law 
any company authorized to write auto- 
mobile liability policies or bonds as re- 
quired by the highway law, must ob- 
tain a certificate of its solvency and re- 
sponsibility from the Superintendent of 
Insurance. This certificate is to be filed 
with the commissioner of motor vehicles. 
It is also required that the companies 
must have their rates and rules under 
the new motor vehicle law approved by 
the Superintendent of Insurance. 


The department has under considera- 
tion the handling of the property dam- 
age portion of the business by the fire 
companies and the new endorsement 
relative to this coverage is expected to 
be ready within the next week. 
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Your policyholders are your competitors’ 
prospects. It is therefore important to 
keep your name before them as much as 
possible. You are not always able to see 
them personally. And that is where the 
Company steps in. 

We have a number of “helpers” that 
help you sell, but this is only the begin- 
ning of our service. Of equal importance 
are our “salesmen” after you sell—the 
special extra attentions which keep the 
policyholders permanently sold on _ the 
Agent and on the Company... . 

... + Specially trained men, will analyze 
the policies of your assureds, cutting down 
insurance costs or pointing out the need 











Union Invemniry Company | 


| A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


alesmen— 
FER you Sell--. 











for additional insurance. ... . Safety En- 


gineers educated in plant management, 
will study your assured’s plant, lecture to 
the men, initiate safety campaigns, mini- 
mizing lost time accidents and other ex- 
pensive drains. .... And prompt payment 
of claims—a claim speedily settled means 
a friend for the agent and a friend for 
the Company: Special letters to 
your assureds, friendly mailing pieces, and 
direct mail campaigns, will be furnished 
by our Advertising Department to remind | 
your clients that you are on the job. 
All—salesmen after you sell. ‘Workers’ 
supplied by Union Indemnity Company to 
help retain the business for our Agents. 




















R. R. DOBLE FORMING AGENCY 


To Represent Franklin Surety As Bor- 
ough Agent in Brooklyn; Also 
Several Fire Companies 


R. R. Doble, who has been up to this 
time the production manager of the 
United States Casualty, is resigning on 
August 1 to go into the agency field. 
The agency, which will be known as 
Doble & Co. Inc., will represent the 
Franklin Surety as borough agent in 
Brooklyn for all casualty and surety 
lines. It will also represent several fire 
companies. 

Under the program. of operation two 
offices are contemplated by the Dobie 
agency, one for the casualty and surety 
lines and the other for city and country- 
wide fire business. Announcement as to 
the location of the offices will be made 
shortly, but. at present the agency has 
temporary quarters at 60 John strect, 
New York City. 

Mr. Doble, who will head the new 
concern, has had nearly thirty years’ ex- 
perience covering many phases of the 
casualty and surety business throughout 
the country and lately his duties have 
largely comprised the handling of brok- 
erage problems. 





STANDARD S. & C. APPOINTMENT 


The Standard Surety & Casualty has 
appointed David Owens, 2112 Broadway, 
New York City, as its borough agent 
for all casualty lines in uptown Man- 
hattan. Mr. Owens has been in the 


business for more than forty years, - 


twenty of which have been spent as 
branch manager of the Royal Insurance 
Co. uptown. During his long experience 
he has represented a number of other 
companies as branch manager, including 
the London Assurance, Commercial 
Union and Royal Exchange. 





PLANS FOR SAFETY CONGRESS 


The eighteenth annual national safety 
congress will be held in Chicago Sep- 
tember 30 to October 4, inclusive, bring- 
ing to that city thousands of safety dele- 
gates from all over the United States. 
The period of the Congress will be a 
general safety week for Chicago, during 
which every effort will be made to direct 
the thoughts of citizens to safety as it 
concerns them in industry, in schools, 
on the streets and in homes. 


NEW POST FOR C. C. WASHBURN 


Cyrus C. Washburn has been appoint- 
ed to the Philadelphia branch office of 
the Standard Accident as city sales su- 
pervisor. Mr. Washburn has been in 
the business twenty-two years. Prior to 
this appointment he managed the Stand- 
ard’s branch at New Haven. 








OPENING COLUMBUS BRANCH 

On August 1. the London Guarantee 
& Accident will establish a branch office 
in Columbus, Ohio, in charge of Floy® L. 
Dunson as resident manager. Mr. |)un- 
son was formerly Ohio field supery sor 
of the company. 


C. C. BOWEN BACK AT HIS DESK 


Charles C. Bowen, vice-president and 
secretary, Standard Accident, is »ow 
back at his desk after some months 
spent in the southwest for his he«!th. 
He has resumed all his former dutics. 


R. D. WATTS N. Y. VISITOR 
R. D. Watts, general agent of the 
United States Casualty at Beckley, \\ est 
Virginia, is visiting the home office i 
New York City this week. 


BROOKLYN APPOINTMENT 
The Capital City Surety has named 
Anderson & MacLennan of Broo':lyn 
as its borough agents for casualty ines 
in the borough territory. 














NEW U. S. F. & G. DIRECTOR 

The United States F. & G. has added 
to its directorate William H. Taylor, 
president, Philadelphia Electric Co. 
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Late C. M. Berger Held 
In Highest Esteem 

LEADERS PAY TRIBUTE TO HIM 

His Death Unexpected; Had Been With 


London Guarantee for 27 Years; 
Six Years U. S. Manager 








lhe passing of C. M. Berger, for years 
United States manager of the London 
Guarantee & Accident, was a profound 
shock to his many friends in executive 
and agency circles last week. While Mr. 
Berger had been ill for some time, he 
was resting at his summer home at West 
Yarmouth, -Mass., with apparently every 
chance for a recovery and return to busi- 
ness. His death was sudden, unexpected 
by even his closest intimates. 

Mr. Berger’s death removes from the 
casualty business one of its most capable 





as 


C. M. BERGER 





executives. He was a pioneer in the 
field of credit insurance and it has been 
said that the growth of this line of busi- 
ness is due to his efforts and those of 
the late E. M. Treat, who went from the 
American Credit Indemnity to the Na- 
tional Surety. He was also well posted 
on other phases of the casualty business, 
having come up from the agency ranks 
to the high post of responsibility that 
he held in the London Guarantee. 
When news of his death became 
known in casualty circles hundreds of 


letters of sympathy and telephone calls 
came into the London Guarantee offices 
in Ney, York City. These tributes came 


from ihe heart. Leading executives of 
other ‘ompanies were among the first to 
offer condolences. 

The funeral was held last Saturday 
at Flushing, Long Island, his home, and 
the following officers and agents of the 
London Guarantee, as well as several 
Personal friends, acted as honorary pall- 
bearer : F. M. Carter, George D. Webb, 
Chicago ; J. M. Haines, F. M. Hoffman, 

. L. Jones, E. Jones, T. Stuart Smith, 
Chicago; C. R. Newhouse, J. E. Flani- 
gan, E. C. Ryan, W. E. Lowther, O. J. 
Mathews, A. E. George, W. E. Nickerson 
and A. E, Hayes. 

tr. Berger is survived by his wife, a 
Son, John Berger, who is connected with 
the New York office of the Employers’ 
Liability, and a daughter, Mrs. Patricia 

elley, 
Had Active Career 
Mr. Berger was born in Berks County, 
4, of Pennsylvania Dutch extraction. 
fter spending some time in Ohio he 
‘ame to Chicago about twenty-five years 
4g0 and became connected with the Lon- 


P. 


fet, he was the first payroll auditor of 
€ company and inasmuch as the Lon- 
On was one of the first companies to 


On Guarantee as payroll auditor. In‘ 


institute the practice of auditing pay- 
rolls, he was one of the first, if not 
the first, ever to attempt to check up 
payroll reports on casualty business. As 
may well be imagined, it was an innova- 
tion that was not looked upon with very 
much favor*by either the agents or the 
policyholders, and Mr. Berger had some 
very interesting stories that he could tell 
of his early experiences in this connec- 
tion. 

In 1908 the company commenced to 
write burglary insurance and‘Mr. Berger 
organized that department. Shortly there- 
after he was transferred to the credit in- 
surance business, in which he had a very 
enviable record. He was recognized as 
one of the leading authorities on credit 
insurance matters in this country at the 
time of his death. 

In June, 1923, Mr. Berger was appoint- 
ed deputy manager in active charge of the 
company’s affairs in the United States, 
and on January 1, 1924, became United 
States manager when F. W. Lawson, man- 
ager up to that time, was advanced to the 
post of chairman of the company’s 
United States board. 

A Recent Tribute 

A recent tribute to his qualities of lead- 
ership was paid a short time ago by the 
London Guarantee in its monthly house 
organ. The article read: “Mr. Berger in- 
herited from his sturdy Dutch ancestors 
the qualities he has which are so appar- 
ent to those who know him—democratic, 
fair-minded and ever willing to consider 
the other man’s side of the question. These 
are outstanding characteristics. His square 
chin and strong physique indicated at a 
glance his determination and force of 
character. 

“Mr. Berger is easy to know and 
knowing him is to admire and respect 
and claim him for a friend. His splen- 
did executive ability is. best demonstrated 
by the loyalty and enthusiasm he always 
instilled in those working with him. 

“Outside of the London Guarantee of- 
fice Mr. Berger’s main interest in life is 
his home at Cape Cod, Mass. He loved 
the Cape and never tired of talking about 
ws quaint beauty.” 


Tributes Paid to His Ability 

_G. FE. Michelbacher, vice - president, 
Great American Indemnity, was warm in 
his praise of the business ability and per- 
sonal qualities of Mr. Berger. His death 
came vividly to Mr. Michelbacher as he 
had visited with him only three weeks 
ago at West Yarmouth, Mass., Mr. Berg- 
er’s Summer home. Mr. Michelbacher 
said: “The thing that always impressed 
me about Mr. Berger was his utter lack 
of competitive spirit. He would speak 
frankly and openly when discussing prob- 
lems with his competitors. He never at- 
tempted to mislead ér to be shrewd. He 
was a very friendly, democratic type, easy 
to converse with and with absolutely no 
artificiality in his make-up. The casualty 
business will suffer in his passing.” 

H. P. Jackson, president, Norwich 
Union Indemnity, said: “I was greatly 
shocked to hear of the death of my friend, 
C. M. Berger. For years I have had a 
high respect for his technical ability and 
the splendid record he was making in the 
upbuilding of the London & Guarantee 
in this country. Quiet and retiring in dis- 
position, he had at the same time a re- 
markable personality and the ability to 
draw people to him. The fact that Mr. 
Berger came into the business from the 
bottom and rose to the top is an example 
to our young men today. His field ex- 
perience was invaluable to him from a 
managerial standpoint as it gave him a 
distinct slant on the problems of the lo- 
cal agent. I regard his passing as a real 
loss to the casualty business.” 

L. R. Swezey, president, Phoenix In- 
demnity, said: “C. M. Berger was in- 
deed a lovable character in every sense 
of the word. I valued his friendship 
very highly and was shocked at his 
death. I am sure that we will feel his 
loss to a considerable extent in the cas- 
ualty business. 

“I was always certain of Mr. Berger’s 
position on various questions that would 
come up from time to time. He was 
fair in his decisions and looked at every 


problem from both sides. His depend- 
ability was outstanding. His makeup 
was such as to inspire the co-operation 
of his employes and his fellow workers.” 

A Duncan Reid, president, Globe In- 
demnity, paid the following tribute to 
Mr. Berger: “He was always one of 
those fine, unassuming individuals who 
could always be depended upon when 
he said anything. He was a square 
shooter in every sense of the word. I 
regarded him as the type of executive 
of which the casualty business could well 
be proud.” 

‘Percival Beresford, chairman of the 
United States board of the London 
Guarantee, looked upon Mr. Berger’s 
death with profound sorrow and said 
that in his passing the company had lost 
a loyal and valued executive, whose 
achievements and contributions to its 
physical welfare were many and out- 
standing. Mr. Beresford said further: 

“Mr. Berger was a strong, capable 
man, of sound judgment and had earned 
the esteem and respect of all who came 
into contact with him. The passing of 
such a staunch friend and comrade 
brings to us a deep sense of sorrow.” 





OPTIMISTIC ON F. & D. MATE 





C. R. Miller Pleased With Results of 
American Bonding; 120 New Agents 
Since January 1 


Charles R. Miller, president of the 
Fidelity & Deposit and chairman of the 
board of the American Bonding, is 
pleased with the results shown by the 
latter, which is the running mate of the 
F. & D. In “All in the Family,” the 
company’s publication, he says: “So far 
the success which we have met is most 


gratifying, especially in certain sections, 


of the country. Over 120 agents have 
been appointed since January Ist, and 
the business written this year to May 
3lst shows approximately 100% increase 
over the same period last year. 

“It is our desire and intention to de- 
velop our agency organization to the 
fullest extent. We have already en- 
tered the majority of the states and in 
a number of them our organization is 
complete and efficient. The amount of 
business written by the American Bond- 
ing Co. in 1929 compares very favorably 
with the volumes of other companies 
which have lately entered the field. 

“The plan of close co-operation be- 
tween the American Bonding Co. and 
the Fidelity & Deposit has already been 
of decided advantage and we anticipate 
these favorable results will steadily. in- 
crease with the enlargement of the ac- 
tivities of the American Bonding Co.” 





$10,000,000 CAPITAL 
The Colonial Securities Co., Hartford, 
has increased its authorized capital 
stock from $2,000,000 to $10,000,000. The 
Colonial Securities is a holding company 
through which the National Fire, Me- 
chanics & Traders, Transcontinental and 
Franklin, National are controlled. The 
increased capital authorization will be 
used only in part at the present time. 








deas That Mean 
More Business 


ANY MEN have writ- 

ten the rules for success 
in business. Simple rules that 
it would seem anyone could 
follow. But the real secret 
lies in individual application 
of the general rules. 


The home office of the 
United States Fidelity and 
Guaranty Company co-oper- 
ates with its agents to meet 
the problems that result from 
ever growing competition. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: 
BALTIMORE MARYLAND 
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Great American 
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WwW A N T E D * Insurance accountant with thorough practical ex- 


perience in New York or Massachusetts casualty insurance company. Age 
about thirty. Write full particulars as to age, .experience and salary. 
Position open with large insurance company in middle western state 


affords exceptional opportunity. 


Box 1121 
The Eastern Underwriter, 110 Fulton Street, New York 

















men. 


and salary desired. 


80 Maiden Lane - 





In connection with our expansion plans we now desire to 
employ several additional experienced casualty and bond field 


Replies should be made to the undersigned in writing giving 
full particulars as to experience, territory previously covered 
G. R. Fulton, Field Secretary. 


United States Casualty Company. 


- New York, N. Y. 
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Think Conway Out To 
Reform Rate Situation 


GLOBE CASE BUT A STARTER 





Those Close to Superintendent Believe 
He Will Make Intensive Drive to 
Clean Up Situation 





No action taken by any state insurance 
department has created more excitement 
in the insurance business than the di- 
rection of Superintendent Conway a few 
days ago that the Globe Indemnity 
should file suit to recover premiums due 
under certain existing policies covering 
the operation of sight-seeing buses by 
the Rialto Co. of New York City. 

It is generally understood that the 
Superintendent has had brought to his 
attention a number of cases in which 
rate deviation is charged and it would 
not be surprising if action against some 
of the other companies is taken also. 
The general belief is that there are 
many hundreds of cases written at rates 
the adequacy of which from the National 
Bureau tariff standpoint might be chal- 
lenged. 

Anyway, the situation is dramatic; the 
superintendent means business, and 


whatever he does will be followed by 
daily paper publicity. The companies 
are not only frightened by the possibili- 
ties of fines but they are anything but 
keen on the publicity which will take the 
form of public reprimand. 

In the case of the Globe the policies 
were originally issued in March, 1928. It 
is alleged that the buses were written as 
if they were to be used only for the 
transportation of school children. 

H. F. McGann Broker in Case 

The first inspection made by the Globe 
indicated that the buses were being used 
for school purposes. A number of later 
inspections, however, developed that in 
addition to school work, some of the 
buses and, at times, probably all of them 
were used for sightseeing trips to Coney 
Island and Chinatown. The policy was 
permitted to run to expiration and was 
renewed on January 1, 1929, for another 
year. 

The broker in the case, Hugh F. Mc- 
Gann, 11 West Forty-second street, de- 
nied he had any knowledge that the 
buses were being used for other than 
school purposes. This was in spite of 
the fact that the company had on several 
occasions called to his attention reports 
that they had received to the effect that 
buses were being used for sightseeing 
purposes. The broker’s office is located 


but a few blocks from Times Square, 
from which the buses of the assured em- 
bark on the sightseeing trips. 

After reviewing all the evidence in the 
case Superintendent Conway last week 
adjudged both the company and_ the 
broker guilty of a willful violation of the 
provisions of Section 141 of the insur- 
ance law. He then directed that the Globe 
should forfeit to the people of the state 
of New York $500 and that the broker 
should forfeit to the people of the state 
of New York $50. A more severe pen- 
alty was not imposed in view of the fact 
that it was the first conviction for each 
party. 

Position of the Globe Indemnity 

While it is recognized that Superin- 
tendent Conway believed it was neces- 
sary to impose a fine on the Globe for 
an infraction of the rating bureau rules, 
he also evidently held the view that, not- 
withstanding the evident lapse of the 
necessary carefulness in the writing of 
such risks on the part of the underwrit- 
ers in the Globe office, the policy of the 
Globe covered the operations of the 
buses in accordance with the statutory 
requirements, and that the company 1s 
entitled to the established rating office 
premiums for the higher rated classifi- 
cation. ; 

It is an interesting sidelight to this 














CHICAGO lawyer had received instructions from 

a New York client directing him to seize a stolen 

motion picture film which had been located in a - 
Chicago film exchange. 
tive, since the film was to be shipped on the following 
day to a distant point from which its recovery would 
be extremely difficult, if not actually impossible. 





Immediate action was impera- 
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In order to secure a court order attaching the film it 
was necessary for the attorney to file a $12,000 Replevin 
Bond. He called upon his Surety Agent, a Continental 
representative, to provide the required Bond. Unfor- 
tunately however, it developed that the lawyer could not 
furnish information concerning his client’s financial 
standing, and the latter was not rated by the Mercantile 
Agencies. It appeared impossible to procure the essen- 


tial data in the short space of time available—and with- 


out it the Bond could not be issued. 


The Agent got in touch with the Home Offices and ex- 
plained the situation to officials. A long distance call 
was put through to our New York office and within an 
hour the necessary information had been secured and 
the Replevin Bond was issued, enabling the attorney to 
seize the film. As a result of his efficient handling of 
the matter, the lawyer’s client recommended him to a 
large New York corporation who retained him in a 
very important case, shortly after. 


This incident is but typical of the intelligent service ren- 
dered to clients by Continental Agents, and illustrates 
the prompt and complete Home Office cooperation that 
makes such service possible. A thoroughly experienced 
staff of capable executives and nearly one thousand 
highly-trained employees of these Companies offer their 
assistance to field men in serving the public in all matters 
involving insurance and surety bonds. 


Continental - Casualty - Company 


Continental - 
Chicago a : : : 






Assurance ° 


Company 
Illinois 





controversy that while no accidents were 
ever reported to the Globe under its pol- 
icy, certain accidents have arisen under 
the operation of the buses in their sight- 
seeing capacity, and that all claims aris- 
ing from such accidents have been set- 
tled and paid for by the Rialto Co. with- 
out reporting same to the Globe. These 
losses were not large but their treat- 
ment by the bus company evidently re- 
flects its argument that the coverage was 
limited solely to accidents arising from 
the operation of the buses in the actual 
transportation of school children. This 
argument was overruled by the superin- 
tendent. 

_The Globe did not take this limited 
view of the coverage when all the facts 
were disclosed and recognized that un- 
der the statutory form required under 
the Motor Vehicle Law, the policy cov- 
ered the entire operations of the Rialto 
Co. Therefore, in requesting the Globe 
to start suit it is evident that Superin- 
tendent Conway was in agreement with 
the Globe as to being entitled to the 
higher rates. 

The legal proceedings being started by 
the Globe will be the first in which this 
question has arisen under the Motor Ve- 
hicle Act, and will undoubtedly be of in- 
terest to the casualty companies gen- 
erally. 





COMPANIES MERGE 





American Auto Indemnity Ass’n and 
American Auto Indemnity Deal Puts 
New Company on Stock Basis 

Merger of the American Automobile 
Indemnity Association with the Ameri- 
can Automobile Indemnity Co., to bring 
the combined assets to approximately 
$500,C00, has been announced with the 
filing of new articles of incorporation 
with the secretary of state in Indianap- 
olis. 


The new company, which will retain 
the name and officers of the Indemnity 
Company, becomes the first ‘Indiana in- 
surance company to change its organiza- 
tion under the new corporation laws of 
the state. The principal effect of the 
merger is that of placing the company 
on a stock basis and, in compliance with 
the new incorporation laws, of requiring 
the company to put up larger reserves 
with the state insurance commissioner, 
according to Dudley R. Gallahue, presi- 
dent. 

The company placed $100,000 with the 
commissioner as protection to policyhold- 
ers. Present stockholders have sub- 
scribed for practically all of the stock 
in the new company, Gallahue said. Offi- 
cers in addition to him are: Homer T. 
Showalter, vice-president; William G. 
Sullivan, vice-president, and Edward F. 
Gailahue, secretary-treasurer. 

Directors are: Elias C. Atkins, Philip 
T. White, John C. Ruckelshaus, Gilbert 
J. Hurty, Garvin M. Brown, Benjamin 
F. Claypool, William G. Sullivan, Walter 
J. Hubbard, Jr., Arthur E. Bradshaw, 
Dudley R. Gallahue, all of Indianapolis, 
and Homer T. Showalter, Wabash, Ind. 





MANUFACTURERS’ DIVIDENDS 

The board of directors of the Manu- 
facturers’ Casualty of Philadelphia has 
voted the regular semi-annual dividend 
of sixty cents a share and also an extra 
dividend of forty cents a share, payable 
on October 1, 1929, to all stockholders of 
record on September 2, 1929. The board 
also declared a stock dividend of 25%, 
distributable on October 1 to all siock- 
holders of record on September 2. 





REDUCE AETNA STOCK PAR 

Stock of the Aetna Life and Affiliated 
Cos. will be reduced from $100 to $10 
par on October 7. 





NOW IN 28 STATES 
The Consolidated Indemnity has en- 
tered the states of Utah and South Da- 
kota, making twenty-eight states m™ 
which the company has been licensed. 
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Experts Contribute to 





New Casualty Book 


WILL BE OUT LATE THIS YEAR 


Prof. Blanchard and G. F. Michelbacher 
Are the Editors; McGraw-Hill Pub- 
lishers; Treats Problems of Business 





A new book, entitled “Casualty Insur- 
ance Problems,” which treats the busi- 
ness from a fresh slant, is to be pub- 
lished by McGraw-Hill Book Co., late 
this year. Nine well known authorities 
on casualty subjects have co-operated in 
the preparation of the book which has 
been edited by Professor Ralph H. 
Blanchard of Columbia University in col- 
laboration with G. F. Michelbacher, vice- 
president, Great American Indemnity. It 
is believed by the authors that this book 
is unique in that it deals exclusively in 
problems of the business. It does not 
devote a large amount of space to in- 
surance coverages as it is felt that stu- 
dents will get their knowledge of these 
from other sources. 

There are to be twenty-three chapters 
and the book will most likely run to 
about 700 or 800 pages. 

The Authors 

Professor Blanchard has prepared an 
introductory outline which he follows up 
with a chapter on the Organization of 
Casualty Insurance Carriers and one on 
Insurance Education. He is well known 
to casualty men for his educational ac- 
tivity along insurance lines at Columbia 
University. 

Mr. Michelbacher has contributed ten 
chapters, the titles of which are: Co-op- 
erative Organizations; Manual Rates and 
Rate Making; Merit Rates; Underwrit- 
ing; Moral Hazard; Production; Rein- 
surance; the Financial Statement; Insur- 
ance Stocks as an Investment, and the 
Future of Casualty Insurance. 

C. W. Hobbs, special representative, 
National Convention of Insurance Com- 
missioners on the staff of the National 
Council on Compensation Insurance, and 
a former commissioner of Massachu- 
setts, has prepared a chapter on State 
Supervision which goes exhaustively into 
every phase of this subject. 

Rexford Crewe, Standard Accident in 
New York City, has a chapter on the 
Insurance Transaction; Thomas F. Tar- 
bell, actuary, compensation and liability 
department, Travelers, presents two 
chapters on Statistics, Accounting, and 
Reserves. Leslie F. Tillinghast, agency 
assistant, Great American Indemnity, has 
written one on Advertising. Charles E. 

Hebard, pay roll auditor, Globe Indem- 
nity, discusses Exposure Auditing. 

Then H. W. Heinrich, of the Travel- 
ets, who is widely known for his re- 
Search: work into accident prevention, 
Presents a chapter on Engineering. Also 
included in the book is Herbert W. J. 
Hargrave’s treatment of Claim Adiust- 
ments. Mr. Hargrave is manager of the 
claim department of the National Bu- 
Teau, 

The chapter written by A. H. Robin- 
Son, comptroller, Great American Indem- 
nity, on Company Organization and Of- 

ce Procedure, is believed by the edi- 
tors of the book to be the first time that 

4 presentation of this subject has ap- 

Peared, 

“Casualty Insurance Problems” is one 
oa series of books on insurance sub- 
lects being published by McGraw-Hill 
Book Co. 





AMERICAN CREDIT AHEAD 

. The American Credit Indemnity dur- 
Ing the first six months of this year 
showed an improvement of $365,000 over 
the Same period in 1928 from its net 
underwriting, according to John F. Mc- 
radden, president of the company. The 
1"Provement was $176,000 above the first 
lalf of 1927 and $28,000 over the first 
8X months of 1926. 


= of its thirty-five years’ experience, 
pe Set a new record for premium vol- 
© and net underwriting results. 


i Tesent indications are the company 
will surpass 1926, which was the banner. 





Questions and Answers 
IN SURETYSHIP 


No. 8. 


DEPOSITORY BONDS 


Conducted by George E. Hayes, Vice-President, Union Indemnity 


1. What is the essential nature of 
a depository bond? } 

2. Why should membership in the 
Federal Reserve System strengthen a 
bank? : 

3. What may be said to constitute 
a bank’s net worth? ; 

4. Should any attention be given to 
the relation between a bank’s net worth 
and its liabilities as represented by its 
deposits? Why? 

5. How may a bank’s progress most 
easily be checked? 

6. What should be your attitude to- 
ward unusually heavy deposits of the 
public money? 

7. What, and why, is your attitude 
toward worth claimed in the bank’s 
statement under the headings “expense 
items” and “other assets”? 

8. What attitude may with reason be 
taken toward loans to directors? 

9. Name two important underwriting 
factors which should receive careful con- 
sideration and which are not necessar- 
ily disclosed by the bank’s statement. 

10. What will be your general atti- 
tude in underwriting depository bonds 
toward the claim that the deposits cov- 
ered are preferred deposits? Toward the 
bank’s proposal to secure the surety by 
a deposit of securities forming part of 
the bank’s assets? 

Answers 

1. It is a direct financial guarantee, 
in all respects equivalent to an endorse- 
ment of the bank’s demand promissory 
note for the amount of the bond. 

2. The Federal Reserve System re- 
serves the right to make independent 
investigation of the standing of any 
member bank, and frequently does so. 
A member of the system must main- 
tain its legal requirement in cash re- 
serve in the form of a deposit with the 
Federal Reserve Bank, and because of 
the nature of its reserve agent its cash 
reserve is therefore always available. 

Membership in the Federal Re- 
serve System assures the member bank 
of rediscount facilities limited only by 
the amount and quality of the paper 
held by it, and financial stringency in a 
particular locality cannot therefore de- 
prive the member bank of the redis- 
count facilities to which it is reasonably 
entitled. 

3. Its combined capital, surplus and 
undivided profits. 

4. The bank’s net worth as repre- 
sented by its capital, surplus and profits 
constitutes the shock-absorber designed 
to take up losses inevitably incident to 
the conduct of a banking business. If 
the business is large losses may easily 





be substantial, and the bank’s net worth 
should therefore bear a proper ratio to 
the volume of business conducted. 

By comparing statements issued 
by it from year to year, with particular 
reference to the growth of its surplus 
and profits, and deposits. 

6. Such deposits are not viewed with 
favor by conservative underwriters. Pub- 
lic funds are commonly acquired through 
competitive bidding as to interest rate, 
resulting in a high cost for the deposit 
and a consequent necessity to lend the 
funds at a correspondingly higher inter- 
est rate, perhaps at the expense of safe- 
ty. Public funds furthermore are no- 
toriously fickle, and a change in admin- 
istration may result in a sudden with- 
drawal of the deposit to the bank’s em- 
barrassment. 

7. The conservative underwriter will 
deduct the aggregate of these items from 
the bank’s surplus in arriving at a true 
estimate of its net worth. In the case 
of “expense items” the money has been 
spent, it is true, to further the bank’s 
interests, but the results to be achieved 
are problematical. In any event the 
item no longer represents money that 
can be used in meeting the bank’s ob- 
ligations. “Other assets” are of neces- 
sity of unknown value. If they con- 
sisted of standard investments they 
would almost certainly be included un- 
der other items in the statement. 

A bank should be expected to be 
more conservative in lending money to 
its directors than to those having no 
connection with the institution. The di- 
rectors are the operators of the busi- 
ness, and may not properly exploit their 
depositors for their own private gain. 

9. The character of its management. 
as disclosed by careful inquiry in local 
quarters and among its correspondents 
in large centers. Industrial, agricultural 
and economic conditions generally in the 
territory served by the institution. 

10. (a) While preference as to some 
deposits seems pretty firmly established, 
deposits at one time thought to be pre- 
ferred have since lost that distinction; 
and courts generally are showing a 
marked disinclination to sustain prefer- 

ence where a reasonable excuse can be 
found for abandoning them. It is quite 
unsafe to depend upon a preference in 
eany but the most clear-cut case. 

(b) Collateral security belonging 
to the bank is very apt to be taken from 
the surety by general creditors in case 
of insolvency on the ground that the 
bank has no right secretly to secure its 
surety at the expense of its depositors 
as general creditors. 





E. E. ROBINSON ON HONEYMOON 

E. E. Robinson, manager, automobile 
department, National Bureau of Casualty 
& Surety Underwriters, and Mrs. Rob- 
inson, who was Helen Koch, daughter of 
Mr. and Mrs. Louis Koch of the Bronx, 
New York, are now on their honeymoon 
in the Adirondacks. They were married 
on July 11 at the home of the bride’s 
parents. On the return from their wed- 
ding trip the couple will make their home 
in Glen Rock, New Jersey. At that time 
the National bureau staff will arrange for 
a party to Mr. and Mrs. Robinson. 

Mr. Robinson is one of the popular 
young men in bureau work and is well 
known to casualty executives for his abil- 
ity in handling the automobile depart- 
ment of the bureau. 





The New York Indemnity has appoint- 
ed the Adams Insurance Service, Inc., 
of Cleveland, Ohio, as its general agents 
for surety business. 


ON TRAFFIC COMMITTEE 


Roy R. Brockett, mayor of Kenmore, 
N. Y., and proprietor of a general fire 
and casualty agency in that community, 
also in Buffalo, has been appointed a 
member of a New York state commit- 
tee which will work out plans for state- 
wide traffic regulations. The other mem- 
bers are Captain A. B. Moore of the 
state police and Christopher C. Brad- 
ley, public safety commissioner of Syra- 
cuse. 





CHANGE PROPELLERS IN AIR 


During the second Mediterranean trip 
of the “Graf Zeppelin” recently, a pro- 
peller was taken off and remounted 
again in order to exchange a _ shaft 
which had become defective. A second 
motor was also repaired without stop- 
ping the ship. These repairs were ef- 
fected without any of the passengers 
noticing it. 








New York Apartment 
Liability Rates Lower 


NAT. BUREAU MAKES REDUCTION 





“Ambulance Chasing” Prosecution Saves 
Landlords Large Sum by Stopping 
Heavy Losses 





Public liability rates for apartments, 
tenements, boarding or rooming houses 
have been changed and are now about 
22% below those that have been prevail- 
ing. However, some rates have been 
raised and others remain the same. The 
reduction was announced by the Nation- 
al Bureau of Casualty & Surety Under- 
writers this week. The “Ambulance 
Chasing” investigation last year is pri- 
marily responsible. 

The rates were last revised about two 
years ago. Because of an unfavorable 
trend in the loss experience, a substan- 
tial increase was made at that time. The 
later experience available to the Nation- 
al Bureau indicates a more favorable 
trend in the general claim experience, 
which may be largely attributed to the 
recent investigation. 

Rates Based on 4-Year Expérience 
Due to the large number of apart- 
ment houses in Greater New York and 
the varying conditions in different sec- 
tions of the city which affect the cov- 
erage for public liability insurance, a 
special method of classification and of 
rating these risks by zones has been 
followed for some time. This means that 
the rate for a particular building will 
depend upon the kind of building and 
also upon its location. 

Public liability insurance on apart- 
ments, tenements, boarding or rooming 
houses is written on the basis of a charge 
for each 100 square feet of the floor area 
of the risk and an additional charge for 
each linear foot of street frontage. The 
new rates announced by the National 
Bureau are based on the classified expe- 
rience for the four latest policy years 
and represent the largest volume of sta- 
tistical data that have thus far been 
compiled for a revision of rates affecting 
this class of business. 

$10,307,950 Loss in Four Years 

Some idea of the volume of experience 
used may be gained from the fact that 
the total exposures represented by the 
experience amount to 2,608,217,732 sq. ft. 
of area and 13,248,516 feet of frontage, 
and the total incurred losses amount to 
$10,307,950. 

Among the more important changes 
made in the underwriting rules, it is 
newly provided that in buildings designed 
for or occupied for store, mercantile, 
manufacturing or other business pur- 
poses and in addition by one or two 
families for residence purposes, the mer- 
cantile or business portion shall be clas- 
sified as “buildings or premises—mercan- 
tile or manufacturing,” unless occupied 
by the assured, in which case it shall 
be classified according to occupancy. The 
rates for the appropriate apartment 
house classification apply to the remain- 
der of the risk. This change will re- 
sult in substantial savings to assureds 
in many cases as the old rule required 

the use of the apartment house rates for 
the entire building inclusive of the por- 
tion occupied for business purposes. 





GETS J. P. HANCOCK CO. 

The John P. Hancock Co., Inc., of Buf- 
falo has been named by the Southern 
Surety as its general agent for all casu- 
alty and surety lines in western New 
York state. The agency will report di- 
rect to the Eastern department in New 
York City. 

At the same time the John P. Hancock 
office has been appointed local agent for 
the Southern Fire in Buffalo, Niagara 
Falls ad Rochester. This appointment is 
in keeping with the policy of the South- 
ern Surety group to make substantial 
field connections. 





The agent’s license of Charles R. Ty- 
son has been revoked by the New York 
State Insurance Department. 
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Says Big Bill 


(Continued from Page 19) 


in the Cheshire Cheese long enough to 
autograph a couple of books. 

London, by the way, is full of auto- 
graph hunters, each of which has a small 
book and a lead pencil or fountain pen. 
I see many of these books in operation 
at the stage doors of theatres, at Wim- 
bledon and other places. The celebrity 
takes the book mechanically, signs his 
or her name without even interrupting 
the conversation or looking at the auto- 
graph hunter. It is the thing to do and 
it is done. 

a oe 
Lloyd’s Playing Waiting Marine 
Game 

When I asked British insurance men 
if they thought the influence of Lloyd’s 
was waning as has been indicated by 
Sir Edwin Mountain in a talk he made 
as chairman of the board of one of the 
big companies my question was greeted 
with smiles. Whenever I talked with 
Lloyd’s underwriters in London they in- 
formed me that the influence of Lloyd’s 
in marine insurance had waned decided- 
ly but intentionally so. The Lloyd’s un- 
derwriters decided some time ago that 
marine insurance conditions were rot- 
ten; there is no money to be made in 
the business as written at present; prac- 
tices are not uniform, and their decision 
is to devote their energy along other 
channels. 

While Lloyd’s marine influence has 
waned, it is not dead but simply sleep- 
ing and when there is uniformity, con- 
ditions right themselves and the _ busi- 
ness can be conducted profitably you 
will see the Lloyd’s underwriters back in 
marine insurance again as big factors. 
They are very cagey gentlemen who 
have been perfectly willing to stand the 
loss in their premium income. They 
never let out a whimper. 

One of Lloyd’s underwriters told me 
that marine income of his group had 
dropped from $200,000 a year to $50,- 
000 a year. He would not have cared if 
it had dropped to $10,000 a year. “You 
know, my losses have also dropped,” he 
said. “What good is income if it doesn’t 
stay with you?” 

One of the most interesting series of 
visits I had in London was to the new 
home of Lloyd’s. It was fascinating to 
see these underwriters pass in a second 
risks from every part of the world, mak- 
ing their notes after swift, cursory 
glances on the visitor’s proposition. In 
explaining the system one Lloyd’s man 


showed me a slip of paper he had just 
O.K.’d for the rate. It had to do with 
insuring an airship going from Miami, 
Fla., to South America. 

“How did you fix the rate?” I asked 
him. 

“I did it by the pilot,” he said. “I hap- 
pened to know he is a corking good avi- 
ator with an excellent record for long 
distance flying and I am going to take a 
gamble on him. I figured the chance of 
his landing safely is twenty to one, so I 
make a rate on that basis and then add 
a certain percentage for margin in my 
favor.” 

I was taken up to lunch at Lloyd’s in 
what is called the “Captains’ Room,” 
where all the underwriters eat. Former- 
ly it was the practice to bring ship cap- 
tains there while in London so the un- 
derwriters could take a look at the cap- 
tains and they based their judgment on 
how they sized them up. Now very few 
captains come to the room. 

Later, I was taken to see Rex Moun- 
tain, chairman ‘of Lloyd’s, and who is 
also a brother of Sir Edwin. The title 
of chairman is not an honorary one. The 
man who occupies the chair must be 
comfortably fixed so that he is able to 
leave business for a whole year because 
he is on the job all the time. Rex 
Mountain is a delightful personality and 
among the interesting things he showed 
me was the log of Admiral Nelson be- 
fore the battle of Trafalgar, and in turn- 
ing over the pages he showed me Lord 
Nelson’s historic line: “I expect every 
man to do his duty.” 

x x 


A Celebrated Host 


I had been asked by several mutual 
friends before I went to London to 
look up Arthur J. Collins in London, 
who is manager of six different compa- 
nies, one of which is from Bombay. I 
was told he is the Sumner Ballard of 
London when it comes to entertain- 
ment. 

I saw him at the Savoy Hotel after 
the theatre one night. He was enter- 
taining two tables of guests, including 
Tohn H. Vreeland, U. S. manager of the 
Scottish Union & National, and E. G. 
Seibels, president Globe Underwriters 
Exchange. The difference between Mr. 
Collins’s insurance parties and those of 
Mr. Ballard is that Mr. Collins invites 
the wives of the insurance men. Mr. 
Collins makes frequent trips to Amer- 
ica and has many friends over here. 











| Insure Monkey 
| Gland Operation 


A French paper reports that the 
famous Dr. Sergei Voronoff went to 
Argentine on some private business, 
and also to perform his famous 
gland operations. 

The monkeys needed for this op- 
eration belong to the species of the 
chimpanzees. 

On this trip he took along about 
a dozen of them and they were in- 
sured for 12,000 francs each, or al- 
together for 144,000 francs. 

Dr. Voronoff charges 25,000 francs 
for each operation, but sometimes, - 
of course, his operations fail. The 
| French paper suggests that he 
should take out insurance against 
loss of his fees in such cases, and 
also against possible other damages 
which might be sought. 








GETS MO. COMPENSATION POST 

Henry Perriguey of Linn. Mo., has 
been elected secretary of the Missouri 
Workmen’s Compensation Commission 
to fill the vacancy that has existed since 
January when Larry Brunk of Aurora, 
Mo., resigned to take over his new 


duties as State Treasurer. 


NOW WRITING CASUALTY LINES 
_ The Capital City Surety is now writ- 
ing casualty lines in addition to fidelity 
and surety and has appointed Charles 
S. Ferber as superintendent in charge of 
casualty business. The company will also 
enter new states under its program of 
expansion. Mr, Ferber has had an ex- 
tensive career covering fourteen years in 
the business. 





_ COURT WARNING 

Warning has been issued by A. L. 
Roark, secretary of the Oklahoma in- 
surance board, that Oklahomans pur- 
chasing insurance from companies not 
licensed to operate in the state, are with- 
out recourse in courts of Oklahoma in 
event -the company refuses to settle 
losses. 





NO LICENSE; ARRESTED 
George B. Sweeney has been arrested 
for selling insurance in Connecticut 
without a license. He was arrested on 
the complaint of a Hartford storekeeper 
to whom he had sold two accident poli- 
cies. 





AFTER “GYP” CAR CLUBS 
In order to protect the. public from 
the many small auto service clubs being 
operated in California, Governor Young 
has signed the bill aimed at “gyp” auto 
clubs, called Assembly measure 485. 





Critical Stock 


Analysis 


(Continued from Page 36) 


(5) Although there are some seven- 
teen distinct classes of casualty and 
surety risks, diversity of the premium 
risks of an individual company is by no 
means as great, and, moreover, at least 
one class of risk (compensation) has 
proven almost universally unprofitable. 
In the aggregate, therefore, we conclude 
that any advantages the casualty and 
surety companies may have over the fire 
companies are at least matched, if not 
actually outweighed, by their disadvan- 
tages, both as near term and as long 
pull speculations. 

(6) Like the bank shares and the fire 
insurance stocks, the casualty and sure- 
ty issues are traded in mainly over the 
counter, and suffer the speculative dis- 
advantages common to all stocks having 
only a narrow market. Under such con- 
ditions, attempts at short swing specu- 
lative operations in this group are at 
all times unwise, especially as most is- 
sues in this group are small as com- 
pared with either the bank or fire insur- 
ance companies. 

The Management Factor 

Continuing the analysis brings out: 
“Any unfavorable conclusions with re- 
spect to the outlook for the casualty- 
surety group as a whole must be made 
with numerous reservations, however, in 
view of the wide disparity in the classes 
of risks written by the individual com- 
panies. Activities of several are con- 
centrated in certain specialized fields, 
which have been, and should continue 
quite profitable. 

“Management plays as high a part, 
moreover, if not actually a greater part, 
in the progress of underwriting volumes 
and earnings of this insurance group, as 
with other types of insurance companies, 
since rate structures are less rigidly es- 
tablished, and since there is such a wide 
latitude both in the types and terms of 
the various casualty and surety policies 
issued, as well as in the basic charac- 
ter of the risks assumed, management 
errors are severely penalized.” 

The report goes exhaustively into 
types of risks and its conclusion is: 
“While automobile, compensation, fidel- 
ity and surety are the most generally 
written classes of casualty and surety 
underwritings, our analysis of tabula- 


tions showing the percentage distribu- 
tion of risks of leading companies, re- 
veals a fairly high degree of concentra- 
tion by most carriers in only two or 
three fields, and an absence, therefore, 
of the diversified risks that might other- 
wise have been expected.” 
Underwriting Profits 

Discussing underwriting profits, the 
Standard Statistics Co. says: 

“The record of the casualty and 
surety companies in their underwritirgs 
has, on the whole, been a favorable one 
in recent years as compared with the 
fire group. Not only have fewer com- 
panies proportionate to the total shown 
actual direct underwriting losses, but 
the aggregate net direct loss was smalier, 
and including the increase in equity in 
unearned premium reserve the estimat- 
ed net underwriting profit was greater. 
Moreover, the absence of any conflagra- 
tion hazard for these companies obviates 
the need for so great an underwriting 
profit to insure against that hazard. 

“While a composite underwriting loss 
has been shown by the nineteen com- 
panies for which data are included, the 
flve-year loss was much smaller pro- 
portionately than that shown in the 
same period by the fire group, and the 
increase in equity in unearned premium 
reserves was proportionately greater. 
Nevertheless, the two items combined 
provided only 8.6% of the total gain re- 
corded in the five-year period. 

“Assuredly, therefore, the actual prof- 
its from underwritings in the casualty 
and surety field have not been, and in 
view of the possibility of increased com- 
petition and lower profit margins are not 
likely to be, of proportions to stir up 
any great speculative appeal in these 
shares.” 

The following are the individual stocks 
analyzed: Aetna Casualty & Surety, 
Aetna Life, American Surety, Commer- 
cial Casualty, Continental Casualty, Fi- 
delity & Casualty, Fidelity & Deposit, 
Hartford Steam Boiler Inspection & In- 
surance Co., Lloyds Casualty, Maryland 
Casualty, Massachusetts Bonding, Na- 
tional Surety, New Amsterdam Casualty, 
New York Casualty, Preferred Accident, 
Standard Accident, United States Cas- 
ualty, United States F. & G., Travelers. 





PROMOTION FOR W. F. ROEBER > 





Appointed Assistant Manager, National 
Council in Full Charge Pending Se- 
lection of General Manager 

W. F. Roeber, who has been actuary 
of the National Council on Compensation 
Insurance for the past six years, has 
been appointed assistant manager and 
will be in full charge of the Council 
until a general manager has been se- 

lected by the governing committee. 


A graduate of the University of Cali- 
fornia, Mr. Roeber spent his first few 
years in the business with the Califor- 
nia State Insurance Fund and was its 
assistant comptroller when he resigned 
to come to New York City. In 1923 he 
joined the staff of the National Council 
in its actuarial department and the fol- 
lowing year was made its assistant actu- 
ary. Two years later he was appointed 
actuary. 

Mr. Roeber is a member of the Cas- 
ualty Actuarial Society and has read 
several papers before its various meet- 
ings. He is also the author of a num- 
ber of articles on the technical aspects 
of compensation insurance. 





WORKERS REDUCE ACCIDENTS 

Comparatively few accidents occur in 
industrial plants in Illinois having safety 
organizations, the Illinois Bureau of La- 
bor Statistics reports. The rate was 
fifty-eight per 1,000 in shops having such 
organizations compared to sevénty-two 
otherwise. 


LEARY OF SMALL BANKS 





Several Virginia “One-Man” Institutions 
Have Failed Lately, Making Bond- 
ing Companies Cautious 
Bonding companies are becoming 
somewhat leary of what are known as 
one and two men banks in Virginia. Ex- 
perience with such institutions has been 
decidedly unsatsifactory. Several of them 





have failed recently as a result of al- 
leged shortage and defalcations. !n one 
instance a considerable shortage was un 
covered after the cashier had commtt- 
ted suicide. He was bonded for $5,000. 
It is said that this will fall far short of 
covering the actual loss to the \ank. 

The representatives of one bonding 
company which sustained sever losses 
last year in Virginia on accoun’ of de- 
falcations, involving small banks ‘n pat- 
ticular, says that he is shying at get- 
ting on any more of these ri*<s and 
has been lucky enough to escap losses 
from such sources this year. 

In cases of several banks wh’ 1: have 
closed their doors since the firs\ of the 
year, the failures have been ‘ue 1 
frozen assets and poor banking © vethods 
in general rather than to crooke 1ess of 
the part of their officials. 

DRASTIC MAINE AUTO L..W : 

The new motor vehicle opera’ tS’ lia- 
bility law, now effective in «ine, § 
looked upon by W. D. Spence, com 
missioner of that state, as one of the 


most drastic of its kind in the country. 





















